





REVOLUTIONIZED 


by the Hunter Package Fan 
and this Demonstration Display 


Now attic fans can be sold and installed as ily ther apphance 


you handle. The new display pictured here shows a Hunter Packags 


Fan installed as in a home, giving the spect a perfect demonstra- 
tion of the fan’s operation 


It’s the simplest of all attic fans to 
requires only 18” clearance. The compact 
ing shutter and trim. Sizes from 4750 to 975 


Write for prices on Hunter Package Fans and information on how Convincing! 
to secure this sales-making Hunter Demonstration Display alesman uses his handkerchief 
mistrate tk 

of Hunter Pac xe 

is novel display makes 
fu ~ HUNTER FAN AND VENTILATING CO. sales cas 
4, 392 S. Front St., Memphis 2, Tenn. 

There 1 Hunter Fa f 


Fan or every purpose 
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GET DOUBLE PROTECTION 


against the two major enemies of cable life... 


MOISTURE and HEAT 


WATERTITE-HAZAPRENE castes 


Watertite insulation and Hazaprene sheath are now teamed 
up in one cable to give you a simple, sure answer to the 
bulk of your electrical circuit requirements. 

What's so good about Watertite insulation? It has a service 
record that goes back 20 years. Millions of feet of Watertite 
rubber-insulated cables have been buried underground or 
installed under water. These non-leaded cables continue to 
deliver safe, trouble-free service. Watertite insulation is 
compounded especially for maximum moisture and heat re- 
sistance at no sacrifice of electrical and physical properties. 


What's so good about a Hazaprene ZBF Sheath? Ask a 
mining engineer who's responsible for safe, trouble-free 
electrical circuits despite the tough operating conditions 
he’s up against. The Hazaprene ZBF Sheath was originally 
developed by Hazard to bring a new high standard of 
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performance to mining cables. It’s proved in service to 
have the highest resistance to oil, acids, chemicals, moisture, 
weather-exposure and mechanical abuse. And Hazaprene 
is flame-resistant — more than meets federal and state mine 
safety requirements as well as those of the National 
Electrical Code. 


Permanently bonded together, the Watertite insulation and 
Hazaprene Sheath form one solid wall of protection against 
heat and moisture. It will well repay you to investigate 
the advantages of Watertite-Hazaprene Cables for your cir- 
cuit requirements. A complete range of sizes up to 2,000,000 
CM and for service up to 5000 volts meets most needs. Get 
the whole story from your Hazard representative, or write 
today to the Hazard Insulated Wire Works, Division of 
The Okonite Company, Wilkes-Barre, Pa. 
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ho Here is a simplified, integral light and sound conditioning system with 
| / \k amazingly low initial cost, installation cost, and maintenance cost! 


CONDITIONING 

mime 

wiwimet . se Sat eee 
Ideal for schools, offices, auditoriums, stores and other commercial interiors. 











, completely 

and assembled, 

expands to cover an area of 128 

squore feet as shown on ceiling plan 

at right. Sections may be mounted 

end to end and side by side to ac- 
commodate all room sizes. 


Mogul CurtiStrip rolled steel 

A] channel houses ballasts, wir- 
ing, and supports high volt- 
age lamp holders. 














! 
Smaller CurtiStrip rolled bearer aa 
w 


steel channel supports lo 
voltage lamp holders. ee sat Aes 7 Ly ie a ee ee 
96", T-12, 72-watt Slimline ee: eR EL PTY Pee 


lamps. May be operated at = 


half-brightness or normal 























en ae 
brig Ss. Se 
1’ x 8" perforated acoustical _ 
ssruns bs eaied ahaak eames. SECTION 


B- 8B 


Interconnecting lengths of 


Va-inch tubing. Spaces chan- tS a T soi 
nels and encloses wiring. { > 19” 
Photograph shows the Curtis Light ao me 


and Sound Conditioning System 

with portion of the panels in- 

stalled. Hinsdale Township High SECTION A-A 
School, Hinsdale, Illinois. 














PATENT PENDING 





A comprehensive bulletin completely illustrated is 
now on the press. Send for your FREE copy. 


CURTIS LIGHTING, INC., 
Dept. B 15-05, 6135 West 65th Street, 


Chicago 38, Illinois 
Nome 
Company. 


Address 


City 


CURTIS LIGHTING, INC. © Dept.8 15-05¢ 6135 West 65th Street * Chicago 38, Mlinois 
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NOW... ANOTHER GREAT INSULATOR 


RIFIED 


GREATER TOUGHNESS— GREATER DENSITY 
GREATER MECHANICAL and ELECTRICAL UNIFORMITY 





More than half a century of experience has gone into the creation of VICTOR PURIFIED 
PORCELAIN—the wet process porcelain of highest insulation values, unequalled density and 
rock-like strength and resistance to impact. Laboratory tests prove it to be the finest insulator 


porcelain ever made! 


VICTOR PORCELAIN Is Truly PURIFIED 


1, Only premium grades of flint, feldspar and clay are used. 
2. Every shipment is stored in separate bins and tested for purity and uniformity before using. 


3. All clay is de-aired to achieve porcelain of maximum density. 


AND NOW... all water used in processing is de-mineralized to remove the mineral salts which 








fuse during firing into microscopic, glass-like impurities! 





RESULTS: Increased Impact Resistance. . . Greater Density . . . Greater Manufacturing Control . . . 





Greater Product Uniformity! 





DON’T SETTLE FOR ANYTHING LESS THAN VICTOR PURIFIED PORCELAIN 
Get All the Facts from Your VICTOR Representative 





J. A. Perkins Co. L. M. Rudbeck The Chas. L. Ward Co. 
Boston (Westwood), Mass. Indianapolis, Ind. Kansas City, Mo., Des Moines, lowa 
1. B. Dally David D. Scineider Oklahoma City, Okla. 
New York, N. Y., Jersey City, N. J. Louisville, Ky. Southwest Sales & Service Co. 
: Southland Sales Agents Shreveport, La. 
John J. Herrity Memphis, Tenn. 
Washington, D. C. Geo. E. Tarbox Co. 
Braisted & Bair Denver, Colo. 
L. Morris Landers Co. Detroit, Mich. 
Atlanta, Ga., Charlotte, N. C. Gaide & Dunlap 


Continental Sales & Engineering Co. Chicago, Ill. 
Pittsburgh, Po. Alton M. Johnson Co. Conely Engineering Co. 


Minneapolis, Minn. Salt Lake City, Utah 
Public Service Supply Co., Inc. 
Geveond, Ov eboney 











Myron Swendsen 
Boise, Idaho 


Maydwell & Hartzell, Inc. 
Phoenix, Ariz., San Francisco, Cal. 
H. J. Schwarberg F. R. Hearn Co. Los Angeles, Cal., Portland, Ore. 
Cincinnati, Ohio St. Lovis, Mo. Spokane, Wash., Seattle, Wash. 
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ADVANCE FROM Wg7OR — 


PORCELAIN: 


VICTOR PURIFIED PORCELAIN 


Finest Insulator Porcelain Ever Made! 
LABORATORY TESTS PROVE IT! 





MECHANICAL 
ae IMPACT TESTS * 


Removal of mineral salts from 
the water used in processing 
VICTOR PURIFIED PORCELAIN 
results in an average of 18% 
highex mechanical impact values. 
The graph at the left shows 
actual values obtained from 
tests preceding and following 
installation of water de-mineral- 
izing equipment. 


Results of Mechanical 
Impact Tests 


at AE elore De-mineralizet 


co 2 2 2 - §. 8 
— BLACK After De 


Results of M&E 
Strength Tests 
Showing Range of 
Variation 
AVERAGE VALUES TESTS RUN 


M&E STRENGTH sIstallation of water de-mineralizing equipment shows an 
. improvement of 24% in the range of variation of M& E 
TESTS strength values over the range obtained before instal- 
lation of this equipment. The graph above indicates the 

remarkable increase in uniformity of product. 


*Tests made on VICTOR 10”, 15,000 
ib. suspension insulator, 
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MEDIUM-VOLTAGE 
PINTY PES 


SWITCH and 
BUS INSULATORS 


SPOOLS 


SUSPENSION 
INSULATORS 


GUY STRAINS 


TRANSMISSION 
PINTYPES 


DISTRIBUTION 
PINTYPES 
SPECIALTIES 
7 








INSULATORS 


VICTOR INSULATORS, INC, 
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NEW YORK 


‘Lightweight, dry-type transformers save 
space, cut installation costs. 3 through 167 
kva, single phase, or 9 through 225 kva, 
three phase. 


They're lighter and smaller! Compact, completely venti- 


lated coils on Hipersil" cores—neatly enclosed in sheet 
steel cases for convenience of mounting, cleanliness, 
trim appearance. 
Add all this to the savings inherent in dry-type trans- 
former design: 
NO VAULTS. Mount them on the floor, walls, posts o1 
overhead platforms, close to the load they serve. 
They're safe. 
SIMPLIFIED MAINTENANCE. No liquids to store, filter 
or replace. No gauges, radiators, valves or gaskets to 
get out of order. 
Westinghouse Dry-Type Transformers are available for 
voltage step-down or step-up applications or for phase 
changing. Types AJRB and AVRB (3 through 100 kva) 
have circuit breakers built into the high-voltage circuit, 
giving 3-way protection against damaging overloads o1 
short circuits, cutting installation time up to 50%. Ask 
your Westinghouse representative for a copy of B-4428, 
or write Westinghouse Electric Corporation, P. O. Box 
No. 868, Pittsburgh 40, Pennsylvania. J ‘7 
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_1008--Electrical Equipment. The latest edition of the 
Federalog has just been issued by Federal Electric 
Products Co., 60 Paris St., Newark 5, N. J. This profusely 
illustrated catalog contains complete details of Federal’s 
newest motor controls, safety switches, service equipment, 
‘Ircuit breakers, panelboards, switchboards, and busduct 


1028—Porcelain Insulators. A loose-leaf catalog of 
porcelain insulators and pole line hardware is available 
from Illinois Electric Porcelain Co., Macomb, Illinois. In 
addition to the pages of product specifications, the cata 
log contains a special section of useful tables. 


1030—Condensed Lighting Catalog. This 8-page de- 
scriptive bulletin issued by Pittsburgh Reflector Co., 450 
Oliver Bldg., Pittsburgh 22, Pa., describes in detail the 
most popular items in the Pittsburgh line of fluorescent 
and incandescent lighting equipment. Each item is fully 
illustrated and cataloged, and many are accompanied by 
installation drawings. 


1032—Receptacles, Plugs, and Connectors. Russell & 
Stoll Co., Ine., 125 Barclay St., N. Y., has released a 
bulletin No. EL-4-46, describing the new Ever-Lok re- 
ceptacles, plugs and cord connections for 30 amperes, 
440 volts, a-c. Typical uses are for heavy duty industrial 
purposes. 

1048—Plug-In Strip. A complete revision of Catalog 
CF-2 has recently been published by National Electric 
Products Corp., Pittsburgh, Pa. This 8-page, illustrated 
brochure pictures the 3 ft. and 6 ft. standard lengths of 
the redesigned multi-outlet branch circuit assembly. Sev- 
eral pages are devoted to detailed instructions for cutting 
the Plug-In strip on the job. 

1054—Fluorescent Fixtures. Catalog No. 52 illustrates 
the commercial, industrial and residential designs offered 
by the Kayline Co. Featured are troffers, glass and louver 
type, recessed incandescent units, and many others. The 
catalog is available from the Kayline Co., 2480 E. 22nd 
St., Cleveland 15, Ohio. 

1058—Conductor Fittings. A complete catalog, illus- 
trated and listing prices, has been issued by Penn-Union 
Electric Corp., Erie, Pa. Described is the company’s com 
plete line, including a wide variety of service connectors, 


terminals, tees, and taps; also many other types 
ductor fittings. 

1068—Wire and Cable. Rome Cable Corporation, Rome, 
N. Y., has just published a new “Bare and Weatherproof 
Wire and Cable” catalog, No. 22. By word and picture 
the story of Rome wire and cable including specificatior 
and a technical section, is brought to the reader. 

1076—Modular Lighting. A 20-page booklet containing 
interesting and useful information about the “modular 
system” of lighting can be obtained by writing to the 
Mitchell Manufacturing Co., 2525 Clybourn Ave., Ch 
cago 14, Ill. 

1082—Wakefield Luminous Acoustical Ceiling. Just off 
the press is this booklet devoted to the photometric and 
acoustical performance of the Wakefield Ceiling. This 
covers full engineering data and full engineering inform 
tion and layout help for architects and engineers 

1086—Connectors and Couplings. Tomic Sales and Ek: 
gineering Co., 4864 Woodward Ave., Detroit 1, Mich., now 
have available catalog sheets containing data on the com 
plete line of their connectors, couplings, and cable co 
nectors. 

1088—Fittings and Fixtures. A 24-page illustrated cata 
log covering Killark fittings and fixtures is offered 
Killark Electric Mfg. Co., Vandeventer and Easton Aves 
St. Louis 13, Mo. 

1090 —Midget-Size Busduct. Complete information or 
Power Plugin, the new, midget-size busduct, is found ir 
bulletin No. 703, available from Frank Adam Electric Co 
3650 Windsor Pl., St. Louis 13, Mo. 

1092—Electrical Boxes and Conduit Fittings. Steel City 
Electric Co., 1207 Columbus Ave., Pittsburgh 12, Pa., offers 
a catalog of their complete line 

1094—Photoelectric Controls for Street Lighting. A 
four-page catalog sheet. Bulletin 63300B, gives full infor- 
mation on photo-electric controls available from Fisher 
Pierce Co., Inc., 59 Pearl St., So. Braintree, Miss. 

1110—Flexible Cords and Portable Cables. Builletir 
H-420, a 55-page illustrated booklet describing Hazacord 
eords and cables, is being offered by Hazard Insulated 
Wire Works, Div. Okonite Co., Wilkes-Barre, Pa 
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DEVELOPMEN I. 
SAVES \THOUSANDS 
OF TONS OF LEAD 


Research sometimes pays ibrge and unexpected dividends. When Simplex 
was developing the first ae underground cable, our object was 
) 


to eliminate the use of lead ig Hrder that you might have lighter cables, 


ones that were easier to install, and were very much easier to splice. 





Now it appears that anotheg dividend, unexpected but valuable never- 
theless, has accrued from this rebearch work. In fact, the development of 
the first rubber-jacketed undergr@und cable has opened the door to enormous 
savings of one of our vital natiénfl resources. 


Today millions of feet of Gables that without Simplex research would 
have required thousands of tofs of lead for cable sheaths, are operating 
dependably in all types of jobsj from airport lighting to railway signaling. 
Instead of being used for cable sheaths this lead can now be used for 
much more important service f@rjeverything from storage battery plates to 
tetraethyl lead for gasoline. I 





ANHYDRExX is only one of Jafny improvements in the art of cable manu- 
facture to come out of Simplex R search and Development Laboratories. 


JIMPLEX HNHYDREX 


SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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1124—Crouse-Hinds Condulets. A newly compiled 
“Abridged Listing” features over 85% of the complete 
line of C-H Condulets, plugs, receptacles, industrial light- 
ing fixtures, controls, panelboards, and signalling devices 
in a 168-page catalog. Quick reference is provided by a 
detailed contents page and an alphabetical index. The book 
is designated as Catalog 3100 and is available from 
Crouse-Hinds Co., Syracuse, N. Y. 


1128—Display Lighting. “The New Idea In Display 
Lighting”, a colorful, well-illustrated 12 page catalog has 
been recently issued by the Amplex Corporation to describe 
their new Swivelite Accent Lighting Fixtures. The com 
plete line includes canopy hood units, cluster assemblies, 
portable bases, screw-in hood units and hi-hats. Catalog 
may be obtained from Amplex Corporation, 111 Water 
Street, Brooklyn 1, N. Y 

1130—Conduit Fittings. The latest completely illustra- 
tive catalogue on their diversified line of conduit fittings is 
announced by The Atlantic Conduit Fittings Company, 589 
Atlantic Avenue, Boston 10, Mass. 

1134—Pertable Cables For Low Voltage. A well illus- 
trated 24-page catalog. Describes and illustrates the wide 
variety of single and multi-conductor cables for this volt- 
age. Complete splicing instructions included. Copies may 
ve obtained from Simplex Wire & Cable Co., 79 Sidney 
Street, Cambridge 39, Mass. 

1136—Cavalier Heaters. A booklet is available from 
Cavalier Corp. Chattanooga, Tenn., describing the special 
features of the Cavalier Wall Insert Automatic Electric 
Heaters, and including specifications on the four models of 
the line. Cutaway views and photos illustrate exclusive 
features. 

1140—Pole Line Hardware. Catalog No. 50 has just been 
announced by Hubbard and Co. Hundreds of new products 
in the pole line hardware and accessories line are included 
in this new edition which is bound in burgundy fabricoid, 
embossed, and printed in two colors throughout. 

1142—Time Switches and Timers. Catalog 1010, describ 
ing time switches and timers, available from Sangamo 
Electric Co., Springfield, Ill. Detailed information is pro 
vided about various units, and specifications and i!lustra 
tions are liberally sprink'ed throughout. Information for 
ordering switches is included at the back of the catalog. 

1144—Fluorescent Fixtures. Fluorescent Catalog No. 34 
has just been issued by Lithonia Lighting Products Co., 
Lithonia, Georgia. It contains descriptive material and 
specifications on a wide range of fluorescent ejyuipment 
suitable for residential, commercial, industrial and othe 
applications. 

1146—Ceil Heat Electric Radiant Heating Cables—New 
illustrated folders, fully describing Ceil Heat invisible 
Electric Radiant Heating Cables, have just been issued by 
the Ceil Heat Division of Homes, Inc., 5212 Homberg Dr.., 
Knoxville, Tenn. Consumer explanation of radiant ceiling 
heat as well as technical installation instructions are in- 
cluded in the literature. ; 

1148—Solderless Connectors. Bulletin 750, available from 
Buchanan Electrical Products Corp., 221 Highway 29, Hill- 
side, N. J., describes this manufacturer’s improved line of 
Underwriters’ listed “pres-SURE-connectors” fer solder 
less splicing and terminating of electrical wires. It con- 
tains detailed descriptive data, installation instructions, 
and ordering information. 

1150—Fluorescent Fixtures. Colorful, 20-page catalog. 
Front cover shows interesting illustration of “Light 
through the Ages.” Catalog gives complete specifications 
and pictures of entire Naturlite line manufactured by 
Light & Power Utilities Corp., 1035 Firestone Blvd., Mem- 
phis, Tenn. 

1154—Wall and ceiling fans. PERFECT-LINE Manufac- 
turing Corp. is now offering their fan Catalog No. 51. Fans 
presented include the latest models of PERFECTAIRE 
industrial and residential wall and ceiling fans. Write to 
Perfect-Line Manufacturing Corp., iy Country Road and 
Railroad Avenue, Hicksville, L. I., N. Y. for a copy. 

1156—Industrial Lighting. The new Abolite Catalog and 
Handbook contains a complete desc riptive story of all com- 
mercial, industrial floodlighting equipment manufactured 
by the Jones Metal Products, Inc. of West Lafette, Ohio. 
Several new sections have been added and all major light- 
ing units have revised illustrations, cutaway views, di- 
— drawings, plus typical installation diagrams and 
photos. 
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1160—Lighting Units. Two new illustrated catalog sheets 
have been announced by Compco Corp., 2251 St. Paul Ave., 
Chicago 47, Ill. Bulletin No. 28P8-182 features the Solo 
indirect diffuser engineered expressly for 50 GA lamps; 
Bulletin No. 28P8—184 describes Compco universal pat- 
tern lighting, which permits unlimited geometric lighting 
patterns with four basic units. 

1166—Electrical Fittings. 40-page illustrated catalog 
and price list and wide Gedney line. Shown and listed are 
conduit, threaded entrance, SEC, EMT and ground fittings, 
and box connectors for both armored and non-metallic 
cable. Most of the line is made of tough malleable iron and 
hot dip galvanized. Desired copies available from ee 


Electric Co., RKO Bldg., Radio City, New York 20, 


1172—Bus Duct Manual. A new 68-page manual describ- 
ing types of bus duct and accessories available, and pre- 
senting application and test data, specifications, informa- 
tion on pricing a typical bus duct installation, and a typi- 
cal bill of materials, is available from Westingnouse Elec 
tric Corporation, Box 2099, Pittsburgh, Pa. The manual 
is designated as Bulletin No. B-4272 


1178—Remote-Control Wiring System. Bulletin 16-200 
is a 36-page manual describing layout and installation of 
remote-control wiring, and is available from General Elec 
tric Co., Construction Materials Dept., Bridgeport 2, Conn 
Advantages and explanation of the system are followed by 
illustrated installation procedure. System components, cit 
cuit diagrams, and a typical home layout round out this 
completely descriptive manual. 

1180—Fluorescent Lighting. 24-page catalog describing 
complete line of commercial, industrial strip and kitchen 
lighting units, shielded and open, showing installation and 
maintenance data and price lists. Available from Louisville 
Lamp Co. Louisville, Ky. 


1182—Switch and Bus Insulators. A new bulletin giving 
specifications engineering data, contours, dimensions, ete 
on its full line of Swit’-h and Bus Insulators has been re 
cently published by Victor Insulators, Inc. of Victor, N. Y 
Write for Bulletin No. 5 or use reply coupon below. 

1184—Underground Cables. Complete 16-page catalog 
Describes construction and illustrates uses for Simplex 
ANHYDREX Cables. Catalog contains cable weights and 
diameters, as well as complete splicing instructions. Copies 
may be obtained from Simplex Wire & Cable Co., 79 Sid- 
ney Street, Cambridge 39, Mass. 

1186—Industrial and Domestic Heaters. Electromode 
Corporation, 45 Crouch Street, Rochester 3, New York, is 
currently offering an Industrial and a Domestic Catalog 
The Industrial Catalog (EC-62R) gives complete descrip- 
tions, specifications and illustrations of Electromode Sus- 
pension-Type, Combination Portable and Suspension, and 
Explosion-Proof Heaters, and includes data on control 
equipment, mounting and wiring diagrams, illustrations of 
typical installations. Also information on how to figure 
heat loss. The Domestic Catalog (EC-63R) is full of typical 
installations for wall-type, portable, automatic and non- 
automatic Electromode Heaters, with complete specifica- 
tions and suggested uses; also includes instructions for 
installation of wall model heaters. 

1188—CSP Distribution Transformers. A 32-page, three- 
color catalog, “Transformers That Cut Distribution Costs,” 
is now available from Westinghouse Electric Corp., Box 
2099, Pittsburgh 30, Pa. The “how” and “why” of these 
transformers is presented in four divisions: performance, 
evidence, construction, and the products. 


1190—Electrical Fittings and Fixtures. Blackhawk In- 
dustries, Dubuque, Iowa offer a new 2-color bulletin describ 
ing and illustrating B-I Electrical Fittings and Fixtures 
Included are conduit and cable fittings, conduit and cable 
straps, staples, box supports, sill plates, locknuts and 
bushings, wire holders and yard lights. 

1192—Wire Pulling Lubricant. Illustrated six page 
folder showing the advantages of an improved Y-Er Eas 
wire pulling lubricant is available from Electro Compound 
Company, 3812 West 150th Street, Cleveland 11, Ohio. 

1194—Residential and Semi-Commercial Fixtures. Ac 
cent lighting fixtures are the subject of a new catalog 
page, Form A-267, released by Amplex Corp., 111 Water 

t., Brooklyn 1, N. Y. These Amplex Swivelite Residential 
and Semi-Commercial Units come in desk and table lamps, 
downlites, and wall fixtures and pin-ups for a variety of 
applications including offices, hotels, department stores, 
specialty shops, and homes. 





so complete, you can always obtain 


Task Matched Lighting Installations 





To get all the extra lighting efficiency of the three new T12 Slimline 
Lamps, you need units that are MATCHED TO THE TASK—not substitute 
sizes and types, or a compromise on a “second choice.” You get 
MATCHED TO THE TASK Units when you specify Benjamin “Magna-Flo” 
Fluorescent Lighting Units! 

Like all Benjamin Lighting Systems. the “Magna-Flo” Line 
is complete! It is so complete because. basically. just three channel 
sizes and four types of reflectors form the backbone of an almost 
unlimited system to match any industrial lighting task! 

High bays or low ceilings, moist or dirty locations, assembly 
lines or drafting tables. continuous-line lighting or individual units, 
lighting for inspection or mass production— whatever the 
seeing conditions and requirements of the task, you can get 
a “Magna-Flo” System that is MATCHED TO THE TASK 
because it is so complete! Further, in “Magna-Flo” 

Systems you get the most important features for 


sustained lighting performance and simplified 4 


maintenance, including exclusive Benjamin y A 
“Springlox” Lampholders for “easy-in, “4 
easy-out” lamp maintenance, 
Write for Bulletin AD-5705 for 
complete specification data 
on Benjamin “Magna-Flo.” 
Benjamin Electric Mfg. 
Co., Des Plaines, Hl. 
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A new fixture that gives you the ideal plus combination of 
up-and-down lighting. DOWN-LIGHT, for overall illumination. 
Plus UP-LIGHT — from new apertured-top reflector, new all- 
white finish inside and out — to minimize brightness contrast 
(and give sufficient light for overhead maintenance). Result 
— a new high standard of illumination that enables workers 
to see easily and work better 

A more compact fixture, too, made possible by the use of 
the new G.E. small cross-section ballast. Long life assured by 
rigid adherence to the Miller 8-Point QUALITY standard. 
Engineered for easy installation and maintenance. Carries 
RLM label. Can be mounted individually or in continuous 


rows Delivery — excellent. 


a new plus in industrial lighting 


miller 50 FOOT CANDLER JR. 
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This, the husky son of our famous 50 Foot Candler, is the 
newest of a complete line of Fluorescent, Filament and Mer- 
cury fixtures for a wide range of industrial and commercial 
lighting requirements. Miller field engineers and distributors 
are conveniently located for nation-wide service. 


THE ~~ COMPANY smeniven. conn. 


SINCE 1844 
ILLUMINATING DIVISION HEATING PRODUCTS DIVISION ROLLING MILL DIVISION 


n rass in S n | 
Fivorescent, Incandescent, Mercury Lighting Equipment Domestic Oil Burners ond Liquid Fue! Devices Phosphor Bronze and Brass in Sheets, Strips and Rolls 
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Now, get immediate local delivery 
on BullDog Panelboards up to 42 circuits 


At long last, panelboards have been simplified, standardized! 
Your BullDog Distributor can fill your order on the spot from 
just 5 basic devices. 


BullDog has now standardized panelboards. 
Only 5 catalog numbers replace hundreds . 
fill any lighting panel requirement up to 42 
circuits. And they are available right now for 
immediate, over-the-counter delivery at your 
local BullDog Distributor’s. 

There’s no more need to special-order costly, 
custom-built panels, or wait long weeks for 
delivery. No more delays when a job’s in a 


hurry. You can get a top-quality BullDog Push- 
matic Electri-Center Panelboard to meet your 
exact circuit and rating requirements in a 
matter of minutes. 

See your BullDog Distributor. You'll dis- 
cover that BullDog Panelboards are highly 
flexible, easier and more profitable to install. 
Underwriters’-approved. Meet Federal speci- 
fications WP 13la Class A. 














| 








1 INTERIOR: Your local BullDog 
Distributor now stocks 5 standard- 
ized, basic devices that fill any 
panelboard need up to 42 circuits. 


2 BOX: A Code Gauge steel box 
with ample knockouts is supplied 
to fit the single-phase, or 3-phase 
4-wire interior you order. 


ad 


3 FRONT: Attractive gray. fronts 
also supplied over the counter. In- 
clude door and trim. Either flush 
or surface type available. 

















4 PUSHMATICS: You select in- 
terchangeable Pushmatic circuit 
breakers as needed. Available in 
15, 20, 30, 40 and 50 amps. 


Write for Descriptive Bulletin No. 513 


(‘ BULLDOG 


5 FLEXIBLE: Pushmatics slip in 
easily. Filler plates may be used 
in spaces where you might want 
to add extra circuits later. 


6 COMPLETE: And here is the 
complete BullDog Panelboard! De- 
livered and assembled in minutes; 
ready for quick installation. 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN © FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 


1902-1952 . . . SERVING INDUSTRY FOR 50 YEARS WITH FINER ELECTRICAL PRODUCTS 
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ALCOA 
ACCESSORIES 


Alcoa has developed a 
complete line of aluminum 


accessories to help you 
build your T. & D. lines 
‘ faster and better. 
e wwY 





hur ming ln bru Man 


toed yee and june te he of wanemisson 
line conductors. 

Alcoa research continues to improve the cable 
core wire rigidly inspected to meet . specifi 
cations .., cable in uniform lengths, clearly marked 
on reels. “Reasures built into the product by careful 
Alcoa workmanship and rigid inspection stand- 
ards. Features that mean you get only quality cable 
at Alcoa. For more information, call the nearest 
Alcoa Sales Office or write: c 

ALUMINUM COMPANY OF AMERICA — 
2104B Gulf Bldg. . Pitsburgh 19, Pa. 





T NOW,” with Edward R. Mu 
the world to your armch 


V every Sunday--3:30 P.M. EST 


FIRST IN —t 
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FIRST IN 
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ALL-STEEL EQUIPMENT Inc.—s00 Kensington Ave., Aurora, Illinois 
“A BOX FOR EVERY NEED” 
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\ DISTINCTIVE FIXTURES IN EXCLUSIVE 
W/ NEW DESIGNS e WIDE CHOICE OF COLORS 
e PRICED IN THE PROGRESS MANNER 
AND 


THE New PROGRESS 
ART SQUARE DISPLAY 


. . shipped completely assembled and 


ready to plug in. Write for details! 


PROGRESS MANUFACTURING CO., INC. 


GERMANTOWN AVENUE & MASTER STREET * PHILADELPHIA 22, PA. 


LEADERS IN LIGHTING FOR HALF A CENTURY 
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Photograph of an actual case which proves the protective value of CONDULETS and rigid conduit. In an 
iron foundry, the conduit was accidentally hit by a heavy bucket full of iron, which bent it 2114 inches out 
of alignment and exerted a heavy strain on the CONDULETS. The CONDULETS withstood the pressure 


and there was: 


NO distortion of the CONDULET. Cover remained tight 
NO interruption of electrical service 
‘ 
NO shutdown ps *CONDULET is a coined word registered in the U S$. Patent Ottice 
NO lost production It designates a product made only by the Crouse-Hinds Company 


CONDULETS TRAFFIC SIGNALS 
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coudutt method gives you the 
UTMOST PROTECTION 


to electrical conductors 


To maintain continuous production, it is important that all electrical wiring be protected 
against accidental mechanical damage which might result in costly shutdowns. Crouse- 
Hinds cast Feraloy CONDULETS and rigid conduit give you the best possible protection to 
electrical wiring and equipment. 


The illustration at the left is an actual photograph of the kind of accident that is not un- 
common in industry. Traveling cranes, electric trucks, or other heavy moving equipment 
frequently strike the electrical system. CONDULETS and rigid conduit can protect your 
electrical installations from damage by such accidents. 


Remember ... it pays to give your electrical system the protection that is only provided 
by the CONDULET and rigid conduit method. 


Other Definite advantages 


ap MECHANICAL PROTECTION. Crouse- 
Hinds sturdy cast Feraloy CONDULETS 
and rigid conduit provide the best possible 
protection against accidental damage to 
the wiring and equipment. Prevents costly 
shutdowns. 


@ FLEXIBILITY. A modern CONDULET instal- 
lation provides for growth and changing 
conditions. CONDULETS with detach- 
able hub plates can be used to make it 
easy to change circuits or add new ones. 


@ ECONOMY. The installed cost of Crouse- 
Hinds CONDULETS and rigid conduit com- 
pares favorably with other wiring methods. 
The added advantages make it the really 
economical method that pays dividends 
over the years. 


@ UNIVERSAL APPLICATION. You can 
install galvanized CONDULETS and galv- 
anized rigid conduit under all atmospheric 
conditions and in all occupancies. 


@ CORROSION RESISTING. Cast Feraloy 
CONDULETS give the best protection 
wherever moisture, dust, or corrosive at- 
mospheres are present. 


@ QUALITY. The trademark CONDULET 
stands for the highest quality, reliability, 
and long life. 


@ VARIETY. More than 15,000 items are listed 
in the CONDULET Catalog, including a 
complete explosion-proof and dust-tight 
line for use in hazardous locations. 


On YOUR next electrical layout, plan to get all the benefits of sturdy cast Feraloy 
CONDULETS and rigid conduit ... the universal wiring method. 


CROUSE-HINDS COMPANY 


Y Nationwide 
/ Distribution ’ 
| Through Electrical | 


Wholesalers s-K 


Crouse Hinds Company of Canada, Lid. Toronto, Ont 


AIRPORT LIGHTING 
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OFFICES. Albuquerque-— Biriningham — Boston — Buffalo —( Cincinnati — Ch 
Detroit — Houston — Indiana 2: y—Los Angeles— Milwaukee—M 

Philadelphia —P:*tsburgh — Port 4. Ore —San Frar Seatt s 

ey y RESIDENT REPRESENTATIVES Albany—Atianto—Baltum 


Syracuse 1, N.Y. 
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There is a difference 
in fluorescent lamps 





, oe ends of these fluorescent lamps are aluminum. Rough handling doesn’t crack them. 


Cold can’t shrink them enough to make them crack the glass tube. They can be heated 
hot enough to make a tighter seal. They eliminate one reason why fluorescent lamps some- 
times fail before they should. They’re on G-E lamps, of course. This is one of many basic 


differences that make General Electric your customers’ best buy in fluorescent lamps. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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DEVELOPMENT of an effective system of power and light 


control for an industrial or commercial plant or other 


building — one that is not only adequate for present-day 
needs, but allows for future expansion — is not an easy 
job as any engineer, plant superintendent or contractor 


will agree. 


That's why Frank Adam Electric Company maintains a 
coast-to-coast organization of sales engineers — specialists 


in power distribution and control. 


These men will gladly assist you in your planning, will 
furnish latest engineering data on @ products, Or render a 


complete survey and report on individual! problems. 


The next time you have a job that involves lighting and 


power control, consult your nearest @ representative. 


Grank oldam Electric Co. a 


BOX 357 ST. LOUIS 3, MISSOURI Year 


a * PANELBOARDS © SWITCHBOARDS © SERVICE 
EQUIPMENT © SAFETY SWITCHES © LOAD CENTERS © QUIKHETER 
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a LOW COST 


for underground “Use 


Now is the time to be thinking of spring business. 
Get all the information you can NOW on the 
advantages of 


CRESCENT 
IMPERVEX 
TRENCHWIRE 


Approved by Underwriters Laboratories as Type USE Under- 
ground Service Entrance Cable. Conforms to N. E. Code 


By all means, you should have complete infor- 
mation on this low-cost durable wire, of which tens of millions of feet have 
been installed over many years with an outstanding record of service. 


This Bulletin gives you readily understood, technical information on 
the selection of the proper size of conductor, method of installation, ete. 
Your files are not complete without it. 






VYEaRs 
CuPEMence 





WIRE & CABLE 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 
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ONE SPARK 


Type FSQX Explo- 
sion-Proof and Dust- 
Tight Plug and Re- 
ceptacie with inter- 
locking safety switch. 


The Appleton 
Seal-Line Switch 
Unilet is ao combi- 
nation switch hous- 
ing and sealing 
unit. Completely 
explosion-proof 
without additional 
sealing fittings. 


Type EFUX Explosion-Proof 
X-Ray Film Illuminator. For use 
in Hospito! surgeries. Available 
in one- or two-gang models. 
Potent Applied for. 


Pat. No. 
2,208,558 


Sofety and service features 

of the Appleton Type EFU Ex- 
plosion-Proof Fivorescent Lighting Fix- 
tures make them foremost in design 
of fluorescent lighting for hazardous 
locations. 

Pat. No. 2,392,202 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 
1754 Wellington Avenue ¢ Chicago 13, Illinois 


Branch Offices: NEW YORK, 50 Church St. * DETROIT, 3049 E. Grand Blvd. © CLEVELAND, 1836 
Euclid Avenve * SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bldg. * LOS ANGELES, 
100 N. Santa Fe Ave. © ATLANTA, 724 Boulevard, N. E. © BIRMINGHAM, 429 Brown-Morx Bidg. 
MINNEAPOUS, 305 Fifth St, S. © PITTSBURGH, 414 Bessemer Bidg. * BALTIMORE, 100 E. Pleasont St. 
BOSTON, 10 High Street * DENVER, 1921 Blake Street © PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 Broadway * HOUSTON, 717 M. & M. Bldg. * HAVANA, Cuba, Malecon No. 9. 
Resident Repr ives: Bingh Dallas, indi lis, Kansas City, Orlando, 
Milwaukee, New Orleans, Seattie, Portiand, Ore. 


Export Repr ati In ional Standard Electric Corp., 67 Broad St, New York 4, N. Y. 








When released in a flammable atmosphere, the 
tiniest electrical spark can reduce the greatest in- 
dustrial plant to worthless ruin. To guard against 
this sudden disaster, Appleton explosion-proof 
conduit fittings and fixtures are expertly designed 
to completely seal off dangerous arcs that lurk in 
the wiring systems of chemical plants, oil refin- 
eries, hospital surgeries—wherever explosive or 
flammable vapors, dusts or gases are present. 

Appleton Explosion-Proof equipment is easy 
to install and service. And among the hundreds of 
fittings and fixtures in the complete Appleton line 
is an explosion-proof fitting exactly suited to 
your needs. 

No matter what your lighting or wiring re- 
quirements—explosion-proof or otherwise, spec- 
ify Appleton, supplier to American builders for 
nearly half a century. 


APPLETON 
ELECTRIC 
PRODUCTS 





The test shows 
Coefficients of Utilization for 


the Coefficients of Utilization Cat. No. 2/40 106 Two 40-Watt Fluorescent Luminaire 
2 listed in the column to the right. he 
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The test shows 


another report on Coefficients 
of Utilization as found by the 


Coefficients of Utilization for 
School Lite Two 40-Watt Fluorescent Luminaire 
50% 


10% 50% 30% 
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PEN FLUORESCENT LIGHT MFGR. 


1429 S. 23rd STREET. PHILA. 46, PA. 
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No. 4320 Wide Base 
Clamp Pin 
U-Strap Type 


LOM CT NAN, 17438) 


No. 24320 Wide Base 
Clamp Pin 
Carriage Bolt Type 


No. 4309 Cross Arm 
Corner Pin 
Angle Type 


whether it’s straight line or corner construction ... 
it calls for HUBBARD INSULATOR PINS 


Hubbard Wide Base Clamp Pins, Nos. 24320 and 
4320 for angle or corner construction, are forged 
from new hot-rolled open-hearth steel. The broad 
bases of these pins present a large area to the arm, 
reducing “burning” and cutting into the wood to a 
minimum. The four lugs prevent the pin from turn- 
ing on the arm. They are available in Carriage Bolt 
and U-Strap types as illustrated. Carriage Bolts and 
Plate are included with the No. 24320 style. 


Hubbard Angle Type Cross Arm Corner Pins, No. 
4309 style, are made from certified malleable iron for 
use on 4 by 5-inch cross arms. The back of the pin 
(the portion farthest from the bolt) is placed to the 
inside of the angle of the line, providing a leverage 
which offers maximum resistance to corner loading. 
They come with 1 and 1%-inch lead threads and for 
1%-inch thimbles. Mounting Bolt, % by 6-inch, with 
washer, nut and lock nut is included. 


rater crests siivane, carn 


ELECTRICAL SOUTH for FEBRUARY, 1952 








The new “Lo-Loss” Feeder Bus was designed for the 
transmission of electric current up to 4000 Amperes 
at 600 Volts or less. Ideal for welding and other 
low power factor loads. 


EFFICIENCY—1nsulated copper bars mounted on 
close centers provide low reactance, low voltage drop, 


minimum temperature rise. 


TOUGHNESS-+12 gauge channel frame support- 
ing insulators makes it toughest in the business, Recent 
independent, unbiased tests prove “Lo-Loss” can take 


it—100,000 RMS Amperes at 440 Volts! Details 
on request, 


COMPACTNESS—composite drawings compar- 
ing size of ‘““Lo-Loss” with other busways prove why 
it is ideal for remodeling jobs where space is at a 
premium, 


FLEXIBILITY—Can be installed in any position 
with bars in vertical or horizontal position. Readily 
adaptable to industrial or commercial installations. 
Approved for vertical mounting when used for risers. 


INSTALLATION EASE Factory built, ready for 


installation. 


Write for new Busway Catalog and Sample Specifications 


“Lo-Loss” Feeder Bus with offset to lift 
bus above travelling crane level. 





“Lo-Loss” with parallel runs of 
standard I.F.B. Feeder Bus. 
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1.P.1. Bus showing side 
mounting of plug-in devices. 


“Lo-Loss” used 
as a vertical 





NATIONAL ELECTRIC 
1. P.1. “PLUG-IN” BUS 


a Min\\\ 
a///iii\ 
itl 


SS AHA a 


All bar ends bent outward at 45 
angles to facilitate joining. Vertical 
mounting supports assure perfect 
alignment. 

“Plug-In” Bus is an enclosed busbar 
system for distributing electrical 
power. Consists of standard 10 ft. 
lengths complete with ells, tees, 
crosses, feed-in and tap-off fittings, 
expansion joints and closers. Plug-in 
openings, staggered on two sides, 
permit insertion of devices convenient 
Full length side view “Lo-Loss" Feeder to equipment. 

Bus cutaway shows insulator section. 














Listed by 


we a 
Underwriters’ 
wweccre National Electric 
leading electrical eo | oO o ers << 9° oe ePVR ATION 
wholesalers. 1307 CHAMBER OF COMMERCE BUILDING © PITTSBURGH 19, PA. 


ELECTRICAL SOUTH for FEBRUARY, 1952 





Rope is one of the most important 
tools on the truck. It must be 


TREATED WITH 
U.S. NAVY TESTED 
FUNGICIDE 


Developed specifically for the power and telephone 
industries, Kearney Hi-Dielectric Rope is now better than ever! 
Treatment with a recently-discovered fungicide guarantees 
longer wear, higher electrical resistance. 


Impregnated fibres of pure Manila provide higher 
dielectric strength — and insure longer service life through 
the elimination of mildew and rot. 


Kearney Hi-Dielectric Rope contains no ingredients 
injurious to the hands. 


Write TODAY for complete information on Kearney 
Hi-Dielectric Rope, including Safe Load values and 
proper care and maintenance. 


JAMES R. KEARNEY CORPORATION 
4224-42 Clayton Avenue, St. Louis 10, Mo. 
Conodian Plant: Guelph, Ontario 


p RO p qT CT S Better Construction... Safer Maintenance 
Through Constant Field Research and Engineering 
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1 LIGHT i ZW Loo. 


WITH PITTSBURGH PERMAFLECTOR LIGHTING EQUIPMENT 





FOR MORE LIGHTING 
KNOW-HOW 
Write 
stores. 
schools 
ects will be mo 


yourlg 9° 
othices bonks, buildin ph or 
letin coverin gq the sub 


OUTSTANDING! This one word completely describes|the illuminating tesults so } 

easily and succegsfully achieved at famous Wurzburg, the heart of Grand Rapids. \ 
Pittsburgh Permaflector Equipment enabled Wurzburg { 
to plan with imagination and light for their needs. 
Top performance with ‘‘custom designed’’ appearance 
was assured. Fluorescent and incandescent units, and 
combinations of both, meet every lighting requirement. 











Pirtspurg Rervector ComPANy 


OCLIVER BUILDING ~- PITTSBURGH 22. PENNSYLVANIA 






hting interests— 


ed to you MANUFACTURER OF FLUORESCENT & INCANDESCENT LIGHTING EQUIPMENT 
Permafiector Lighting Engineers in All Principal Cities 











PITTSBURGH PERMAFLECTOR LIGHTING EQUIPMENT !S DISTRIBUTED BY BETTER ELECTRICAL WHOLESALERS EVERYWHERE 
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Varmibhed Cambric Cable 


CONDUCTORS: 


Solid 
Stranded 
Extra-flexible 
Annular 
Segmental 


AMERICAN BRAID FINISHES: 


ELECTRICAL WIRE Weatherproof Wax 
AND CABLE ry and Moisture Resisting 


Slow Burning 


OUTER COVERINGS: 
Cotton Braids 
Asbestos Braids 


Lead Sheaths 
Lead and Amerprene (Neoprene) Jackets 


ARMOR FINISHES: 


Flat Steel Tape 
Interlocking Metal Tape 
Steel Wire 
Basket-weave 
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@ When you design a cable installation, you 
usually end up making a choice between var- 
nished cambric, paper or rubber insulation. To 
help you, here’s a quick run-down on varnished 


cambric—as compared to rubber and paper. 


LOAD CAPACITY AND HEAT RESISTANCE—Here, 
varnished cambric is in between paper and rub 
ber insulations. In a 10 KV single conductor 
cable, maximum recommended copper tempera 
tures are 81°C. for varnished cambric, 84°C. for 
paper, and 70°C. for special grades of rubber 


MOISTURE RESISTANCE—Varnished cambric may 
be used indoors in dry locations without a lead 











sheath while paper must always be protected by 
lead or some other form of moisture seal. Var- 
nished cambric should not be used underground 
without a lead sheath, as its moisture resistance 
is not equal to rubber. 


EASE OF HANDLING—V arnished cambric is easie! 
to handle, simpler to install than paper; but it 
isn’t as flexible as rubber. 


OIL AND GREASE RESISTANCE—Varnished cambric 
may be used in contact with oil or grease. It is far 
superior to rubber in this respect and better even 
than Neoprene. Paper insulation must be pro 
tected with a lead sheath in which case the lead 


is of course resistant to oil and grease. 


DIELECTRIC STRENGTH—V arnished cambric is bet- 
ter than rubber, but not equal to paper. 


IN OTHER WORDS, varnished cambric is the in- Perhaps the most common use of varnished 


between insulation for wires and cables. It is not cambric is for general power distribution within 


likely to replace paper for high voltages and manufacturing plants . . . especially in heavy in- 


general power transmission. It can’t equal rub- dustries where large blocks of power are trans- 


ber for flexibility and moisture resistance as 
needed by submarine and buried cables. 

But for many installations, varnished cambric 
is the only insulation to use. 

For example: If current carrying capacity is 
important, varnished cambric will generally re- 
place rubber. It is frequently used where paper 
would seem to be the logical choice—because 
varnished cambric is so easy to install, terminate 
and join. 


mitted for short distances. Varnished cambric 
cables with rubber jackets are often used for 
bridges and other structures that need aerial 
cables. Here. we use rubber because a lead jacket 
would probably be ruined by vibration. 

If you want to be sure that you’re using the 
right insulation for your job, get in touch with 
our skilled engineers. For more information, 
write to American Steel & Wire Division, Rocke- 
feller Building, Cleveland 13, Ohio. 


American Varnished GCambrie Cables 


ae. ee ee ae 


STATES 


STEEL 


AMERICAN STEEL & WIRE DIVISION, GENERAL OFFICES, CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 

UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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Let us prove this prophet false 


“We shall force the United States to spend it- 
self into destruction.” 

These are the words of Lenin, father of Rus- 
sian Communism. Quoted from page 191, vol- 
ume xxi, of his Collected Works, they were 
printed recently in a metropolitan newspaper. 

This is the announced goal of the Politburo, 
and it is the direction in which many patriotic 
citizens fear we are headed. For example, Con- 
gress has just appropriated $87 billion to be 
spent during 1952, and enacted taxes estimat- 
ed to produce only $71 billion. The deficit is to 
be added to our national debt, already $259 
billion; and this deficit will depreciate the na- 
tional currency by another $16 billion. 

Part of this stupendous appropriation is to re- 
arm ourselves and the free world against Com. 


munist attack. But what about the rest of our 
spending?... Let us also be realistic. It is time 
for us as a nation to pause, reflect and consider 
well. We can do three things to avoid national 
bankruptcy: 


1. Eliminate every non-essential federal 
expense. 

2. Provide taxes to pay all obligations as 
we go. 

3. Pay off some of our national debt every 
year. 


Let every citizen who believes in preserving 
our nation from the economic termites within, 
as well as from the announced enemy without, 
become an active worker to prove the Russian 
prophet false. 


The Youngstown Sheet and Tube Company 


General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


The steel industry is using all its resources to produce more steel, but it needs your help and 
needs it now. Turn in your scrap, through your regular sources, at the earliest possible moment. 
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Economic Comment 





HOW CURRENT 


EVENTS 


WILL AFFECT 


BUSINESS 


TRENDS 





New Steel Wage Formula 

@ THE MAJOR PROBLEM in-the steel 
wage talks, now going on in Wash- 
ington and New York, is not a 
question of a strike but rather ot 
the pattern of price and wage con- 
trol that will emerge as govern- 
ment policy. Since the end of World 
War II it has been clearly evident 
that the first wage controversy of 
a series, and government attitude 
toward it, sets the stage for sub- 
sequent negotiations by other union 
groups. 

The formula worked out for one 
union may well become the mea- 
suring rod for other wage boosts 
later on. It is unfortunate that 
each wage case cannot be trie 
upon its own individual merit, but 
that appears to be out of the ques- 
tion politically. 

Present wage control policies 
of the government do not eall for 
a complete check on increases but 
rather a controlled inflation of 
about five per cent per year. If 
such continues to be the policy 
then there is but little doubt that, 
all arguments notwithstanding, 
steel labor will get another boost 
in wage levels. Next will come 
the auto industry, and then other 
labor groups will line up for their 
fair share. 

The only visible stopper te an- 
other full round of wage increases 
lies in the National Production 
Authority’s tentative »roduction 
cutbacks for 1952 through their 
allocations of critical or scarce 
metals and other raw materials. 
The pressure is alreadv being felt 
in the auto industry where labor 
and management have _ joined 
forces with political elemerts to 
forestall a production retrenchment 
and consequent restriction of em- 
ployment. 

If governmental defense control 
policy develops labor layoffs and 
causes temporary dislocations of 
labor supply, it may be possible 
to prevent a general all-industry 


wage increase. The answer un- 
doubtedly will depend on _ the 
strength of NPA’s edicts and the 
support they will receive from po- 
litical forces weighing the effects 
of such policy on voters’ reaction 
during an election year. In fact, 
much of the nation’s political-eco- 
nomic philosophy will be measured 
in terms of effect at the November 
polls in 1952. 


Price and Credit Controls 

The latter factor will have much 
to do with price and credit con- 
trols as well. The controls now 
on the books will probably stay. 
Few authorities seem to advocate 
any lessening of the restrictions 
upon purchasing through credit 
channels. The general reaction is 
that these controls have materially 
resulted in a much more stable econ- 
omy for the nation at a time when 
conversion from peace to all-out 
defense production was being ac- 
complished. 

It is also evident that most ob- 
servers believe that the present 
year will require continued re- 
straints upon consumer purchas- 
ing until both civilian and defense 
needs can be met. Last year Eco- 
nomic Mobilizer Charles E. Wil- 
son expressed the view that such 
a condition might be reached in 
late 1953 or early 1954. Since 
that time the national defense 
program has fallen somewhat be- 
hind schedule in several areas, 


By J. Whitney Bunting 


This month’s contributor to 
“Economic Comment” is professor 
of economics, University of Geor- 
gia, and director of the Bureau of 
Business Research operated by the 
University. 

Timely comment on the _ eco- 
nomic events of the month will be 
presented each month on this page, 
together with a measure of inter- 
pretation as to how the events af- 
fect the business man. 
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and the result may disrupt the eco- 
nomic timetable. 

Until such time as it is possible 
to match consumer income with 
available consumer goods, it will 
be necessary to maintain credit 
curbs. Without the psychological 
impetus of an all-out war, popular 
restriction is impossible 
involuntary re- 


buying 
without some 
straints. Credit controls, therefore, 
must be maintained. Additional 
credit restraints, however, should 
not be necessary during the coming 
year. 

The nation has passed the most 
part of its reconversion 
program and should now be on the 


serious 


way toward achieving the desired 
balance between civilian and mili- 
tary production. 


Budget and Deficit 

The nation has now seen the 
general framework of the new 
budget. President Truman’s re- 
cent message to Congress em- 
phasized the fact that the nation 
is no longer on the “pay-as-you- 
go” basis, and that for this year, 
at least it will see a resumption 
of the billion dollar deficits encoun- 
tered during the war years. 

It is unfortunate that the heavy 
budget demands make their ap- 
pearance at the same time that a 
major election year looms on the 
horizon. The two items do not 
mix well. Congress will certainly 
oppose any changes in our tax 
program, and it is extremely 
doubtful whether either corporate 
or personal taxes will receive a 
boost. 

Popular pressure is against any 
further tax depletion of consumer 
income, preferring to save the sur- 
plus (if any) through either the 
investment mechanism or by insur- 
ance and other means. 

Although the President esti- 
mates a deficit of slichtly under 
fifteen billion dollars for the next 

(Continued on page 66) 
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Each of the 45 fixtures suspended from the ceiling of Jordan's Electrical 

Service, Waco, Texas, represents an inspiring new idea and fits into a 

particular architectural theme in building or S. D. Jordan, head of the 
firm. won't stock it. 


Lighting fixture display 


builds contract volume 


®@ THE 


lighting fixture display room and 


IMPORTANT part which a 
merchandising program’ can play 
in the building up-of volume in 
the electrical contracting field is 
brought out in the experience ot 
S. D. Jordan, head of Jordan Elec- 
trical Service, at 2125 Franklin 
Ave., Waco, Texas. 

“The electrical contractor plan- 
ning to enter or expand the light- 
ing fixture business must apply as 
much enthusiasm and aggressive- 
ness to this field as he does his 
contract work,” according to Mr. 
Jordan. “And there are a number 
of pitfalls that must especially be 
avoided.” 

The contractor must be watch- 
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MERCHANDISING 


by Robert A. Latimer 


The contractor in this business must not overlook 


several factors which tend to reduce profits 


ful of the following factors that 
have operated to reduce profits for 
many contractors: 

1 An 


with too 


over-ambitious inven- 


tory, many low-price 
leaders; 

2) In the case of lighting fix- 
tures, failure to change styles and 
types constantly. 

3) A poor location, where few 
people get an opportunity see 
the stock: and 

4) Waiting for the customer to 
come in. 

Mr. Jordan, a veteran of 20 years 
in the electrical contracting field, 
industrial and 
custom 


concentrated on 
commercial wiring, plus 
installations of various types, un- 


til six years ago when his pres- 
ent handsome showroom was estab- 
lished. 

Before that 
no interest in entering the retail 
field at all. But upon visiting sev- 


time, he had had 


eral contractors in other Texas 
cities, and seeing the scope of their 
lighting fixture sales, he was con 
vinced that he had been “missing 
the boat.” 

The search was begun for a 
worth-while location, exposed to 
heavy traffic. This resulted in 
the construction of a building on 
one of Waco’s suburban 
highways, about 15 blocks out of 
the downtown district. 

Upon explaining his plan to the 


busiest 


ELECTRICAL SOUTH for FEBRUARY, 1952 





owner of the property, Mr. Jordan 
was able to effect the building of 
an entirely new structure, designed 
specifically for his combined elec- 
trical contracting and retailing op- 
erations. 

With two large display win- 


dows, a pastel interior, and space 


for showing 45 ceiling fixtures, 
plus a number of lamps, post lan- 
terns, and storm lanterns, the 
contractor felt he had adequate 
space. 

By an arrangement with the 
city, he cut through a concrete 
parking lot, immediately in front 
of the store, which would accom- 
modate from eight to 10 automo- 


biles. 


Market analysis 

Next Mr. Jordan began brush- 
ing up on the methods by which 
contractors, builders, and home- 
owners buy lighting fixtures. “We 
didn’t rush into the matter,” he 
said, “but analyzed the market thor- 
oughly.” 

From the beginning, with Mrs. 
Jordan available as a sales person 
in the store, Mr. Jordan has con- 
centrated on outside selling. He 
knew that both the eye-appealing 
store and stock would stop traffic 
to some extent, but that it would 
also require a real selling iob in 
order to establish himself in the 
market. 

After exnerimenting with news- 
paper advertising, personal calls. 


and other forms of outside 


(Continued on page 76) 


(Left) The Jordan retail store is composed of two show- the company. (Right) Mrs. Jordan, who doubles as 
rooms, one exclusively for lighting fixtures, which meas- lady, is as proud as Mr. Jordan of the 45 switches 
ures 35 by 30 feet. Parking space is provided in fromt of — eight circuits which light each fixture individually. 


Dear Sir: 

The home you are building . . . (address) . will make a 
better showing if the lighting fixtures give each room its needed 
touch. Lighting fixtures are one of the most important furnish 
ings in any new home. Most homes are seen or sold with no fur 
niture for decoration, so for each room to make a better show 
ing, the lighting fixtures should be wisely chosen. 

Come or send your customers to our show rooms and we 
will assist with all the lighting problems as well as the selectior 
of the fixtures. At the same time, we can save you and yo 
customer money. We quote your customers 1/3 off list pri e, 
and your cost is % the list price. 


It always makes friends when you can save money for a « 
tomer. 
We want your friendship, so we offer you quality mercha 
at a real saving 
Your Friends, 
Jordan's 


Dear Mr. and Mrs.: 

In building a new home, you are interested in several things; 
the convenience, the appearance, and the cost. The lighting of 
your new home is certainly a convenience; the lighting fixture 
add to the appearance; and we believe we can help you in regard 
to the cost. 

Lighting fixtures are an important item in the decorative 
furnishing of your home. If your fixtures are wisely choser 
you will have plenty of light, and they will blend with the styu 
and color scheme of the decorating. 

The cost of lighting fixtures is small in comparison with 
other items used in the home. We have a stock of fixtures to 
select from for any budget and for the simplest cottage to the 
most expensive homes. 

Come into see us soon. We shall be delighted to help you 
with your lighting problems. We will make your lighting prob 
lems our problems 

Cordially yours, 
JORDAN ELECTRIC CO 


S. D. Jordar 


These two forms of direct mail are sent out as personal le 

one is xed at the architect, building ¢ ctor, or development owner 
who is building homes. The bottom letter, ; d at a better-profit-per-unit 
sale, is sent to all Waco residents who are pla 2 constrt n of a new 
home. The letters are typed out, signed, and mailed in pl envelopes. 


sales 
on 
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Sound conditioning 


for luminous ceilings 


@® WITH THE ADVENT of luminous 
ceilings and other types of light- 
ing equipment occupying a con- 
siderable proportion of the total 
ceiling area, lighting engineers 
are learning that acoustical treat- 
ment must be co-ordinated with 
the lighting 
versa. 

In order that acoustical needs 
will not interfere with good light- 
ing engineering, lighting men are 
giving considerable attention to 
acoustics in large general offices 
and other occupancies 
noise reduction is an 
factor. 

Recognizing that acoustical cor- 
rection is becoming ever more 
important in the interest of bet- 
ter work, less fatigue, and gen- 
eral health, some manufacturers of 
lighting equipment are introduc- 
ing materials and components 
that will enable the lighting en- 
gineer and electrical contractor 


installation or vice 


where 
important 
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to design and install a complete 
light and sound 
system. 


conditioning 


Two such systems that have re- 
cently become available are de- 
scribed in this article. One of 
these is the Acusti Luminus Ceil- 
ing manufactured by Luminous 
Ceilings, Inc., of Chicago, a sub- 
sidiary of L. J. Segil Co. The other 
is the Curtis Light and Sound 
Conditioning System, manufac- 
tured by Curtis Lighting, Inc., of 
Chicago. 

The photos reproduced above 
show before and after views of a 
general office in which an Acusti 
Luminus ceiling, was _ installed. 
The over-all effect is most pleas- 
ing. What one sees is a pearly 
white corrugated plastic ceiling 
resting on 6-inch-deep by 1-inch- 
wide acoustical beams or fins. 
These fins are made of finely per- 
forated white enameled steel en- 
non - absorbent 


closing a acous- 


tical pad. The fins run the en- 
tire length or width of the room, 
and are placed 36 inches apart. 

The fluorescent light source is 
above the plastic ceiling, invisible 
to the eye, and the light is com- 
pletely diffused. The unusual 
thing is that the room does not 
appear brightly illuminated. The 
light is very even throughout the 
room, and there is no glare any- 
where. The foot - candle meter 
shows better than 70 foot-candles. 
The average modern, so-called well- 
illuminated office shows less than 
half this reading. The older in- 
candescent lighting jobs do well to 
average 5 foot-candles. 


W ashability 
Additional advantages offered 
by the ceiling are washability. 
The thin plastic sheets are easily 
rolled up and removed for wash- 
ing by a special machine. The 
ceiling covers unsightly ducts, 
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APPLICATION 


These before ind after 
photoes show how un 
sightly pipes and ducts 
are hidden by this acous 
tically corrected luminous 
ceiling The corrugated 
plastic weighs less than | 
ounce per square foot and 
is non-flame supporting 
The horizontal acoustical 
baffles are three times a- 
efficient in noise elimi 
nation as conventional 
acoustical tile ceilings. ac 
cording to the manufac 


turer 


» 
pipes, and does not require addi- cessive. As to cost, this ceiling air-conditioning and heating. In 
tional sprinkler installation. costs less than a good acoustical some instances, extremely bright 
The noise-eliminating efficiency ceiling plus a good lighting job, sunlight has been brought through 
of this new ceiling is as much as to say nothing of the economies the upper portions of windows 
three times greater than acous possible on new buildings through above the ceiling, and effectively 
tical ceilings done in the conven- savings in dropping ceilings, plas utilized under comfortable  con- 
tional tile manner. tering, ete. trol. 
. Washability is a most unusual Guler ateanenee The plastic is non-ame support 
feature of this new system. Both Other advantages claimed are ing, and weighs less than 1 ounce 
the fins which are baked enamel, ssdestian ol weaes aaa. Sov per square foot 
and the plastic itself, are most 
easily kept in top condition. The 
corrugated plastic sheet is cleaned 


by a specially designed washing 





hine, at which time it TY RS 
machine, at which time 1 Is ayaln =p =P. — . r 


> 
destaticized. Cleaning once a veal | . ~s . aS — N* 
is the average needed. SEES |S 


= ~-——_> ~ ~ 
——— ~~ ~ 
Xt Re ae — Se 


ame 
Over-all effect + =i SS oe — 

The over-all effect of the instal ‘ — = = SS : 
lation is that of a ceiling-less te, 7 
room r patio, or an entire sky 
light. The big difference is that 
there is no brightness or glare 
One can look at the illuminated 
plastic most comfortably since it 
is no brighter than a white window 
shade. 

Lighting men and opticians have 











for years sought a light source of 
sufficient quantity that would not ; ; ' = 
o : Lightweight angle irons are attached to the ceiling at right angles to the 

impose undue strain on the eye, . ‘ y 
| ith thi course of the fins and plastic. From these are suspended on wire or chains 
— xs h the fluorescent strips and fins. The latter support the corrugated plastic. 
They have also sought a sys The ceiling and walls above the plastic are painted or sprayed white. Angles 
tem in which the cost is not ex- support the edges of the plastic around the room and provide rigidity at ends. 
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Acoustical shields 


for elassrooms packaging which provides 


These two photos show the begi 


ry-wired 


nits. 


Above, 


The recently announced Curtis 
Light and Sound Conditioning Sys- 
tem was developed especially for 
classrooms but will have other im- 
portant appilications. 

A special feature of the equip- 
ment is its carefully designed 
maxi- 
mum protection of circuit conduc- 
tors in the completely factory- 
wired unit as well as ease of instal- 
lation 

The comfortable quality of the 
light obtained from the Curtis 
system results from slimline ftuo- 
rescent lamps operating at about 
half normal brightness; the size 
and positioning of the acoustical 
panels which conceal the lamps 
from normal viewing angles; and 
the careful selection of colors and 
reflection factors for important sur- 
faces of the room. 

The 1!.-inch-diameter, 8-foot 
slimline lamps may, with a choice 
of standard ballasts, be operated 


on any of several lamp currents. 





ing operation in the installation of these 


a 


Full brightness operation results 
from a lamp current of 430 mil- 
liamperes. The lamps in this sys- 
tem are controlled by standard 
ballasts usually used with 6-foot 
slimline lamps and operate at 200 
milliamperes. This lamp and bal- 
last combination results in lower 
lamp brightness; about 60° per 
cent of normal brightness. The 
straps are mounted on ceiling and advantaces of low lamp brightness 
es Low-lamp brightness 

1) Greater comfort when view- 
ing the lamps lengthwise. The 
brightness of any fluorescent lamp 
is much less when viewed length- 
wise than when the line of sight 
is normal to the lamp axis. Oper- 
ating the lamps so as to produce 
lower light output permits their use 
without endwise shielding and 
without uncomfortable brightness 


th 


ratios when viewed against it 
light-colored ceiling 

The shielding, designed  pri- 
marily with the lengthwise view 

the room in mind, conceals all 

it a few rows of lamps when the 
installation is viewed crosswise of 
the room. This feature, combined 
with the small area of lamp bulbs 
seen when the lamps are viewed 
endwise, results in a comfortable 
condition for the pupils if the desks 
are arranged so that children face 


crosswise of the room. 
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(2) Reduced brightness of the 
images of the lamps as reflected in 
the semi-glossy desk tops or work 
surfaces 

(3) The spacing of low-bright- 
ness lamps to provide adequate 
illumination is such that the 1-foot- 
igh baffles 
shielding. 


furnish satisfactory 


The acoustical panels running 
crosswise, of the room, provide 
shielding for the pupils of 45 de- 
srrees, and for the teacher 30 
degrees. The shielding angles are 
ineasured downward from a _ hori- 
zontal plane through the lamps. 


These same panels could easily 


be shifted to a point midway be- 
tween the lamps in which case the 
shielding would be 35 to 40 degrees 
from both ends of the room. The 
3-foot spacing of the lines of the 
lamps over the ceiling results 
in unusually uniform illumination 
over the desk area, in excellent dif- 
fusion, and lack of shadows. ( No- 
tice in the photograph the illumina- 
tion under the desks.) 


Quality of lighting 

The quality of lighting over the 
desk area is comparable to that of 
indirect illumination while at the 
same time the brightness of the 
upper part of the room and normal 
viewing angles is much lower than 
it would be with either an over-all 
luminous ceiling or a ceiling illumi- 
nated by indirect luminaires if such 
installations were to provide an 
equal quantity of light on the desks. 

At each end of the room there 
are two rows of low brightness 
lamps on These 
serve a dual purpose. They provide 
higher illumination on the chalk- 
board and rear wall than if the 


4-inch centers. 


first and last rows of lamps were 
located close to these surfaces. They 
also assist in keeping the level of 
ilumination at the front and rear 
desks comparable to that at the 
center of the room. 

The system provides adequate 
quantity and high efficiency along 
with quality illumination. High effi- 
ciency from the standpoint of the 
umount of light on the desks to the 
Guantity emitted by the lamps and 
the total wattage is due to the same 
three factors that provide quality; 
source, shielding, and surround- 


ings. In most lighting systems, 


Above, installation nearly completed in average-size classroom. 


Hanging of 


remainder of acoustical shields will complete the job. Below, the same job 

completed; measurements of brightness and lighting intensity indicated. 

Foot-lambert readings made after 100 hours of operation; ft-c values are 
“in service” values with 25% depreciation. 


guality and efficiency do not g 
hand in hand 

The average illumination at desk 
ievel after 100 hours of lamp life 


was 53 foot-candles. This “initial” 
value may be expected to result in 
an average maintained level of 40 
foot-candles if allowance is made 
for 25 per cent depreciation due to 
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aging of lamp and collection of dust 


and dirt on room surfaces 


The maintenance features of this 


ystem commend themselves to 


those interested in cost of opera- 
tion. There are no horizontal sur- 
faces to collect dust, only the top of 
the lamp bulbs, the ceiling, walls, 


and acoustical panels 
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A PRIMARY consideration in 
the design of the new type 
luminaire was that it comply 
with the standards of Under- 
writers’ Laboratories, Inc. 

The principal requirements, s« 
as to permit labeling as a fix- 
ture, were: (1) complete fac- 
tory wiring, with ballasts and 
lampholders in place; (2) def- 
inite final positioning of lamp- 
holders; and (3) packing and 
installation so as to protect 
wiring. 

The packaging of the lumin- 
aire sections and the installation 
procedure were planned for 
maximum protection of circuit 
conductors and ease of installa- 
tion. The following step-by-step 
installation procedure reveals 
the importance of the packag- 
ing. 

Step 1—Hanger straps are in- 
stalled on the ceiling. 

Step 2—Luminaire _ section, 
with outer carton removed but 
with inner packing intact, is 
raised into position and secured 
on hanger straps 


One of the photos shows actual 
measurements recorded. The main- 
tained vertical illumination along 
the center of the chalk board will 
vary from 25 foot-candles near the 
bottom to 35 foot-candles at the top. 
The position of the lamps and baf- 
fles with respect to the board is 
such that no annoying reflections 
occur. The brightness of the chalk- 
board is about 4-foot-lamberts 

The brightness measurements on 
surfaces are in foot-lamberts and 
are the foot-candles reaching the 
surface multiplied by the reflection 
factor of the surface. All brightness 
values are as measured after 100 
hours of lamp operation and do not 
:nclude a factor for depreciation. 
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Step 3—One of the two small 
channels is released from the 
packing and extended to outer 
parallel position. 


Step 4—The two sections of 
tubing are. inserted and locked 
in central and side channel. The 
small channel is secured on 
hanger straps. 


Step—The second small chan- 
nel is installed by repeating the 
procedure of Steps 3 and 4. 


Step 6—Additional luminaire 
sections are added in line with 
the first section, following the 
above steps. Adjacent lengths 
of channel are formed into con- 
tinuous lengths by means of 
channel couplings. 


Step 7—Branch circuit con 
ductors are brought into the 
luminaire sections and switching 
connections are made to the 
proper ballasts 


Step & 
hooked 


tions. 


saffle 
onto the 
Saffles are 


the hangers. 


hangers are 
channel sec 


hooked 


onto 


Foot-candle values unless otherwise 
indicated include a factor of 25 per 
cent for depreciation after the first 
100 hours 

The brightness of a white task on 
« desk is 40 foot-lamberts and the 
brightness of the surrounding desk 
top 20 foot-lamberts. 

Effectiveness of shields 

The effectiveness of the acousti- 
cal shields is indicated by test re- 
sults. In a large classroom 35 feet 
by 26 feet by 11 feet, with 20 pupils 
in the room, the reverberation time 
with the Curtis sound conditioning 
system was only 1.1 second as com- 
pared with 3.2 seconds in the same 
room with plaster ceiling and with- 
out the Curtis sound conditioning. 


In a room of this volume, a re- 
verberation time of .5 to 1.5 sec- 
onds is rated excellent in so far as 
hearing conditions are concerned; 
while ] 5 to 2 5 seconds is good; 2.4 
te 3.0 seconds is fair; and over 3.0 
econds is poor 

In a slightly smaller room having 
parallel to 


the lamps and none at right 


acoustical shields only 


angles 
to the lamps, the reverberation 
time with 20 pupils in the room was 
1.5 seconds as compared with 2.75 
econds for the same room without 


the sound conditioning equipment. 


Farm-wiring contracts 


lead to appliance sales 


@ SETTING UP A specialized farm 
wiring crew which can follow REA 
line installation, and completely 
wire farm homes for the use of 
major appliances, has proven a sell- 
ing asset for Goodland Electric Cen- 
ter, contractor-dealer in Goodland, 
Kan. 

Under the Goodland 
Electric Center management keeps 
in close touch with western Kansas 
REA offices. When a new rural elec- 
trification line is scheduled, sales- 


plan, the 


men are sent to contact every farm 
nome along the route, offering to 
wire the barn, the house, and many 
other buildings in advance of the 
REA installation 

The salesmen explain that this 
process will make it possible for the 
farmer to install immediately such 
home 


appliances as_ refrigerators, 


freezers, model laundries, or kit- 


chens without delay 


Sales talk 
The offer meets with a great deal 
of success, according to the firm, 


inasmuch as prosperous Kansas 


vheat farmers are eager to begin 


enjoying the comforts of modern 


electrical living as rapidly as pos- 
ible 

‘The fact that we contract the 
wiring and are responsible for the 
outlets, the 


cte., naturally 


distribution system, 
gives us an advan- 
tage in selling the appliances as 
well,” it was indicated. “It hasn't 
been unusual to sell three or four 
major appliances within a month 
after we have completed a wiring 


Continued on page 78 
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INDUSTRIAL EXPANSION 


The new headquarters offic« 
in Atlanta for General Ele« 
trie Company's Southeastern 
Apparatus Sales District is a 
colonial design, modern, two 
stery brick building. A plan- 
ned open house ceremony was 
attended by more than 2.000 
G. E. customers, business 
civie, and industrial leaders. 
as well as General Electric 
officials from the company’s 
headquarters offices in 
Schenectady, N.Y. 


New headquarters building 


for G. E. Southeast District 


Industrial development in Southeast requires 


expansion of General Electric facilities 


@ THE OPENING in January of the 

. GENERAL @ reectar 
General Electric Apparatus Divi- 
sion’s new Southeastern Sales Dis- 
trict headquarters in Atlanta 
marks another step in the indus 
trial expansion of the South, and 
vives concrete evidence of what may 
be expected in the South’s indus 
trial future 

In the last two years, the Gen- 
eral Electric Apparatus field sales 
group also has opened two new 
service shops, one in Atlanta and 
one in Charlotte, N. C. These two 
shops provide expanded repair and 
maintenance facilities for electri- 
cal apparatus in existing industries 
and those industries still coming 
into the Southeast. 

This new General Electric office 
building, housing 160 technical 
and office employees, gives fur- 
ther proof of G. E.’s confidence An outstanding feature of G. E.s new Atlanta headquarters is the com- 
in the industrial expansion of this munication center. Here, A. W. Pledger, southern manager of the Western 
area. Union Leased Wire Dept., is shown briefing R. W. Donald, G. E. district 
auditor, and C. L. Redd, G. E. district manager, on the operation of the 


(Continued on page control board as the first messages came through. 
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PROMOTION 


This three-tier cake, topped 
by 38 tiny candles, 
the center 


electric 
was of attraction 
at the recent anniversary cele- 
bration of Fagan Electric Co., 
Little Rock, Ark. Paul Thomp- 
son, salesman, and Mrs. Ethel 
Means, 
are displaying the poster that 


floor saleslady, who 
accompanied the cake, were 
among Fagan employees who 
were on hand for the two-day 
open house held at the store. 


wired\ by 


FAGAN 
ELECTRIC CO 


W008 


Fagan cuts a cake! 


38th anniversary celebration of Litthe Rock contractor 


@ A LOT OF colorful stunts, in which 


the public was invited to partici 
pate, helped Fagan Electric Co., 
Spring at 9th, Little Rock, Ark.. to 
celebrate their 38th anniversary re- 

cently. 

Electric, which 
“The Most 


Electrical Company 


Fagan utilizes 
Diversified 


South,” 


the slogan 
in the 
to advertise its 


many operations, 


attracted more than 5,000 visitors 
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| TWIS CAKE 


] 


reveals novel stunts to 5.000 visitors 


during their two-day birthday 
party, according to John Hancock, 
administrative assistant. 

Both to thank the public for 
eptance of the 


concern’s electrical contracting op- 


its long a Fagan 
erations, as well as to emphasize the 
fact that the firm operates one of 
the largest retail appliance stores 
in central Arkansas, many awards 


were presented with many unique 


by Robert A. Latimer 


twists which will long be 


remem- 
bered 

The 
tail appliance store 
lad 


by publi 


held in the re- 
Three 
home economists, 
baked 


ious food, which they 


party Was 
white- 
provided 
itilities, and 
roasted deli 
served to the throngs who packed 
the 


Hams, 


store 


turkeys, and_ pastries 


were on the menu, and the home 
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economists cooked and _— served 
enough to insure that no one went 
home hungry. 

News of the big event was 
broadcast as it was created over a 
leading Little Rock station, with 
a popuiar announcer with portable 
microphone interviewing celebri- 
ties on the floor. Little Rock’s 
popular mayor was among the visi- 
tors, congratulating Ellis M. Fa- 
gan, president of the firm, on its 
continuous growth during the past 
38 vears. 

Fagan emphasized to visitors 
that in addition to their huge ap- 
pliance store and domestic appli- 
ance service department, the com- 
pany includes electrical engineer- 
ing service, electrical contracting, 
line construction, general wiring, 
motor repair and sales, trans- 
former rewinding, air conditioning, 
heating, and specialty electrical de- 
signing and service. 

“The anniversary party gave us 
an opportunity to demonstrate to 
the public that our ‘most diversi- 
fied’ slogan means exactly what it 
says,” Mr. Hancock said. “We are 
certain that most of the 5,000 visi- 
tors went away well impressed.” 


Special features 

Among the clever gimmicks at 
the birthday party was a three- 
tier anniversary cake, on which 
appeared 38 tiny electric candles. 

Ry the cake was a sign which 
pointed out, “This Cake Wired By 
Fagan Electric Company. No Job 
Too Large ... No Job Too Small!” 
This got a lot of laughs, and photos 
of it appeared in leading Little 
Rock newspapers. 

A secret electrical counter was 
rigged up to a refrigerator on dis- 
play on the sales floor, which kept 
count of the number of times the 
door of the box was opened for an 
examination of its interior 

Each 60th person to open the 
door set off a bell alarm, which 
made the prospect eligible for an 
award. 

The milling crowd got an op- 
portunity to meet President Fagan; 
Floyd Sharp, executive vice-presi- 
dent; E. M. Fagan, III, vice- 
president; and Mrs. Anna Fagan, 
secretary-treasurer. 

This colorful event reflected an 
unusual milestone in Arkansas 
electrical contracting. 


(Top) Members of the salese force of Fagan Electric who assisted in the 
» included, left to right, W. L. Deere, Paul Thompson, Mrs. Ethel 
ad Claude L. White. (Center) A popular Litthe Rock radio an- 

neer, with portable microphone, interviewed celebrities among the 5,000 
ors who attended the Fagan celebration. (Bottom) An electrical counter 
attached to one of the refrigerators set off an alarm after the refrigerator had 
been opened 60 times, making the prospect eligible for an award 
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[NeW PRODUCTS 


Retail stores second only to homes as market for these units which 


will build utility loads and boost contractor-dealer revenue 


‘ 


Packaged heat pumps 


by H. M. Brundage 


Vanager. Year-Round Air Conditioning 


General Electric Company 


® OF THE VARIOUS load-building utility and lower initial and oper- 
opportunities for heat-pump instal- ating costs for the purchaser. 
lations, the retail store is second The 


cooling when the store becomes 
too warm. This is an ideal sales 
decreased heating require- feature in a retail store. 

only to the residential market in ments due to presence of appliance As 


is well known, the heating 
possibilities. 


and lighting radiation makes the and cooling load changes during 
The store is an ideal load for packaged air-to-air heat pump a the day because of changing out- 

the heat pump just as the heat natural for the commercial market. door temperatures and also traf- 

pump is an ideal device for the Likewise the over-all coefficient of fic 

store. In a store, the lighting which performance is improved. 

is installed and the appliances which 

are operated affect the heat input Efficiency higher for stores 


through the store As more 


into the store and reduces the oper- Whereas the same packaged 
ating costs of heating during the unit installed in the average resi 
winter. dence shows an average year- 

Actually the lighting systems round performance of about 3 to 
and appliances could be likened 1, the lessened heating require 
to individually installed resistance ments in the winter in a com- 
heaters giving out approximately mercial installation will improve 
3,412 BTU's for every kilowatt- the over-all coefficient to 5.5 to 1 
hour the light consumes or thereabouts. 

In most cases, lighting and ap- The necessity for installation of 
pliances are used reasonably uni supplementary equipment to pro 
formly throughout the year vide ample BTU’s on the very cold- 
Therefore, the heat they produce ests days is often unnecessary. 
increases the cooling  require- Thus the packaged air-to-air 
ments in summer just as it re- heat pump becomes more nearly 
duces the heating requirements in a “plug-in” appliance, and involved 
winter. and restrictive engineering limita- A tremendous amount of research 

This change tends to make the tions are often completely elimi- pa ee applied se = _ 
store's year-round requirements nated eres 2 pemat Caos 
a unit of this type will cost only 
characteristics of the heat pump, trolled automatically by a heating- one-third as much as conventional 
particularly the packaged air-to- cooling thermostat. The unit then electrical heating. In summer the 
air heat pump. The result is a operates to provide heating when unit operates as an air-conditioning 


; : unit, providing cooling and dehu- 
more uniform electric load for the the thermostat calls for heat and midification. 


match the year-round capacity The heat pump can be con- 
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and more people come into the 
store, a higher load for cooling 
develops from the body heat of 
the customer. 

This may, in fact, become so im- 
portant that the heating system will 
automatically cut off, and tempera- 
tures may even rise to such an 
extent that the cooling system will 
start automatically. 

With the automatic heating and 
cooling thermostat and the con- 
trol of the heat pump by mans 
of it, this switchover from heating 
to cooling and vice versa will take 
place without the supervision or 
knowledge of any employee’ or 
maintenance personnel. 


{pplication examples 

As an example of the way in 
which the heating and _ cooling 
loads balance, let’s take a typical 
corner drug store, 20 feet wide 
and 50 feet which has a 
heating load of approximately 
50,000 BTU’s per hour in the At- 
lanta - Birmingham - Chattanooga 
area. 


deep, 


Because of the outside exposures 
of this corner drug store, the cool- 
ing load will be approximately the 
same during the summer season. 
There would normally be installed 
about 5 kilowatts representing 
lighting, ice cream cabinets, and 
similar appliances, and usage would 
approximately 300 hours 
each month, representing a _ total 
energy consumption of 1,500 kilo- 
watt hours. 


cover 


During the winter season, the 
heating amounts to almost 30° of 
the winter’s requirements. The 
heating bill will be actually re- 
duced this much. 

Let us consider a men’s fur- 
nishings store, one of the up-to- 
date places with neat display 
cases, well-trimmed windows, and 
excellent lighting. Just such a 
store in Northern Maryland in- 
stalled a 6-hp air-to-air heat 
pump. 

In this area, the usual relation 
is that twice as much energy or 
fuel is used for heating as for 
cooling, and that heat is required 
below 65°. 

However, with the usual excel- 
lent lighting installation, about 
5% more energy was used for 
cooling than for heating with the 
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Air-to-air heat pump for home or store use 


requires no water well or buried pipes 


GENERAL ELECTRIC recently 
made its first commercial ship- 
ment of its new packaged heat 
pump — year-round all-electric 
air-conditioning unit which 
the company said will provide 
effective year-round “push-but- 
ton weather in the home or of- 
fice.” 

Officials said that the device 
was being placed on the market 
after more than 15 years of 
development and field testing of 
this unusual type of heating and 
cooling unit. 

H. M. Brundage, manager of 
the company’s year-round air- 
conditioning department, stated 
that General Electric is already 
receiving orders for these units 
which will be produced on an 
assembly line basis. Principal 
market for the product, he said, 
is expected to be in new homes, 
stores, and offices, with or with- 
out basements. 

The G. E. heat pump operates 
on the same principle as an elec- 
tric refrigerator except that the 
cycle is reversed to provide heat 
instead of refrigeration when 
heat is required. 

Mr. Brundage revealed that 
the new unit differs from other 
heat-pump designs in that it is 
a complete air-to-air unit that 
uses the outside air as a source 
of heat. 


air-to-air heat pump, because of 
the heat developed by the battery 


of fluorescent lights. The need 
for heating dropped to 58°. 
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“It automatically provides 
heating, cooling, dehumidifica- 
tion, and ventilation in all sea- 
sons,” he said. “The new heat- 
pump air-conditioner truly pro- 
vides ‘push-button weather,’ as 
the setting of a thermostat is 
the only action required by the 
user.” 

At a specific thermostat set- 
ting, the device will either heat 
or cool the home as required by 
indoor conditions. The equip- 
ment senses the change in 
weather conditions and adjusts 
itself accordingly to provide 
ideal indoor climate. 

General Electric revealed that 
the product is being made in 
both 3- and 5-horsepower sizes, 
and that on the average, the 
cost of operation will be about 
the same as their present indi- 
vidual heating and _ cooling 
equipment which would perform 
the same functions. 

One of the principal advan- 
tages of the new unit, Mr. 
Brundage pointed out, is the fact 
that the heat pump provides 
home heating by electricity at 
approximately 1/3 the cost of 
conventional electric heating 
and relieves the user of fuel 
supply and storage worries. 
Another important feature is 
the elimination of soot, ashes, 
and chimneys, he said. 


Actually, on a full year’s basis, 
this store used 4,380 kwh for heat- 
ing 

Continued on page 74) 








MEETINGS 





Industry co-operation 


theme of SEWA meeting 


@ THE ANNUAL “Industry Day” 
meeting of the Southeastern Elec- 
trical Wholesalers Association, held 
in Atlanta, January 24-25, scored 
high in attendance, program qual- 
ity, and fellowship. 

Established for the purpose of 
bringing the various branches of 
the electrical industry together 
once a year to discuss their mutual 
problems, the highlight of the 
meeting was the panel discussion 
period which provided an oppor- 
tunity for electrical contractors, 
manufacturers, and wholesalers to 
discuss a wide range of problems 
affecting the entire industry. 

The opening session of the meet- 
ing on Thursday morning was re- 
stricted to SEWA members only 
and constituted a business session. 
New officers elected at this ses- 
sion for the year 1952. included 
the following: president, J. B 
Electric Cc 
Kingsport, Tenn., succeeding J. J 
Perry, Electric Supply Co., At- 
lanta; vice-president, Paul Ramsey, 
Chat 
tanooga, Tenn.; treasurer, Fred H 
Dendy, Sr., Electrical Wholesalers, 
Inc., Atlanta; secretary-managing 
director, M. L. Tice, Atlanta 

Held over on the Board of 
Cecil J. Mathews, 
Mathews Electric Supply Co., Birm- 
ingham, Ala., and Milton O. Hollis, 
Raybro Electric Supplies, Inc., 
Tampa, Fla. New members elected 
to the board are: B. L. McGowan, 
McGowan Electric Supply Co., Tal- 
lahassee, Fla.; J. E. Thompson, 
Thompson-Wilson Co., Atlanta; 


Carson, Kingsport 


Ramsey Electric Supply Co., 


Governors are 
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Bb. F. Buchan, Southern States Sup- 
Charlotte, N. C.; John W 
Shealy, Shealy Electrical Whole- 
salers, Greenville, S. C.; and H. D 


ply Co., 


toden, Roden Electric Supply Co., 
Knoxville, Tenn. 

Features of the Thursday after- 
noon session were an address by 
F.. W. 


research, Sylvania 


Mansfield, director of sales 
Electric Prod- 
ucts, New York City, and a humor- 
ous skit highlighting some of the 
practices detrimental to the electri- 
cal industry. The cast included 
electrical contractors, wholesalers, 
and manufacturers representatives 
from North Carolina. 


Mr. Mansfield’s subject was the 
future of the electrical 
distributor. He 


business 
emphasized the 
intelligent market 
studies, and pointed out the tre- 


importance of 


mendous growth in the number of 
electrical distributors serving the 
electrical industry. His statistics 
indicated that 
than 9,000 


there were more 
electrical 


equipment distributors in business 


wholesale 


in 1948, and this number did not 
include the many _ that 
partially in this field and are listed 
in the Census of Manufacturers in 
other hard- 


engage 


categories such as 


ware, automotive, etc. 


J. B. Carson, front row at right, was elected president of SEWA for the 


vear 1952. 


Mr. Carson is president of Kingsport Electric Co., Kingsport, 
Tenn. He succeeds J. J. Perry, front 


row center, of Electric Supply Co., 


Atlanta. At front row, left, is Paul Ramsey, of Ramsey Electric Supply Co.. 
Chattanooga, who was elected vice-president of SEWA. In the back row, left 


to right, are 


mbers of the Board of Governors: J. E. Thompson, Thomp- 


son-Wilson Co, Atlanta; H. D. Roden, Roden Electric Supply Co., Knox- 


ville; B. L. 


McGowan, McGowan Electric Supply Co., Tallahassee, Fiz 


M. L. Tice, secretary and managing director of SEWA, Atlanta; and B. 
Buchan, Southern States Supply Co., Charlotte. N.C. 
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_ 


good reasons to turn to Leviton on your jobs 


no. 1130 


(PLASTER EARS) 


5 no. 1030 


Quproved . Bi | SINGLE POLE 


ae SWITCHES 


| 





for residential and 
= 2 commercial installation 





BRAND NEW DESIGN! 
; e These improved switches, which 


i ne are now in production, have the strap 
no. 1331 rivetted to the bakelite cup for extra 
sinh | strength and endurance. 


no. 12 3 | _ © The double-contact, fast acting mech- 
ae” 2) anism has been improved to attain greater 
LEVITON accuracy. 


( © The entire assembly has been perfected 
‘ for added quality and dependability. 
| q 
WAY ~~, 
SWITCHES | 


for residential 
and commercial installation 


@ These switches are completely new. 


e They are side wired with terminal screws 
staked and backed out. the new Leviton 


© Have double wiping contacts with snuffer fast no. 51 Catalog 
acting mechanism. ~ yours “i 
© Strap rivetted to bakelite cup. for the asking shocrical WINING 
© These switches are the last word in Design annem? 
for Quality production. oa 


LEVITON MANUFACTURING COMPANY 
BROOK YN 2 NE W YOR XK 


warehouses: Chicago and Los Angeles 


devices 


. _— ..,@e the complete Leviton Line at all leading distributors 
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This panel of experts representing the electrical manufac- 
turers, wholesalers, and contractors led the discussions in 
the open forum that concluded the two-day 
meeting. 

are Carl S. Menger, vice-president, Triangle Conduit and 
Ra 


SEWA’s annual “Industry Day” 


Cable Co., New Brunswick, N. J 


For the 
business tor a considerable period 
ahead. A_ replacement 
for some 
construction in the residential 
field will be good, and _ business 
activity will remain at a high level 
for a considerable period. 

Speakers at the Friday morn- 
ing session were: C. W. Moseley, of 
R. H. Bouligny, Inc., Charlotte, 
N. C., newly elected district vice- 
president for the National Electri- 
cal Contractors’ 


future he saw good 
market is 


assured time to come, 


Association; and 
O. Fred Rost, vice-president, Apple- 
ton Electric Co., Chicago. 


Co-operative problems 

Under the heading of ‘“Prob- 
lems of Industry Co-operation,” 
Mr. Moseley said that if two busi- 
ness establishments are going to 
continue to do business together 
the must be mutually 
satisfactory and profitable to both 
parties. This rule, he said, has 
important application in the rela- 
tionship between electrical whole- 
salers and contractors. 

Many electrical contractors, in 
effect, are selling “short” in the 
electrical construction market which 
leads to the shop- 
ping for electrical supplies at prices 
which are below fair 
prices. 

NECA is spending thousands of 
dollars, Mr. Moseley said, in edu- 
cating its members in the matter 
of estimating and selling with the 


business 


necessity of 


wholesale 
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Plainville, Conn.; 
program of 
Left to right Co., 


Wilson, product — Seott Electric, 


objective of getting its 


their 


members 
responsibility of 
bidding 
that tne results will be mutually 
satisfactory to 


to accept 


estimating and 


jobs sO 
contractor and 
well as to the cus- 
tomer, so that both contractor and 
wholesaler 


wholesaler as 


can render their 
vices at a profit. 

A question from the floor asked 
Mr. Moseley where a contractor 
could trim other than in 
supply purchasing, since all union 
contractors pay approximately the 
same wages to electricians. Mr. 
Moseley pointed out that that is 
the of the successful elec- 
trical contractor. 
for 


ser- 


costs 


secret 
His only excuse 
is the fact that he 
has a trained organization, able to 
plan an electrical installation and 
complete it efficiently 
ably. 


existence 


and _profit- 

Even with wages and supplies at 
the same figures, there would be 
a wide range of installation costs 
for a given job performed by dif- 
ferent contractors because of their 
relative abilities in the organiza- 
tion and application of labor and 
material. 


Planning for the future 

the future is an 
of the electrical 
Fred Rost, vice- 
Appleton Electric 
Co., told the group. Many whole- 
salers, he pointed out, have never 
done business in a period of “nor- 


Planning for 
immediate need 
wholesalers, O. 
president of 


planning manager Trumbull Dept., General Electric Co.. 
jJ. M. Passailaig 
ply Co., Columbus, Ga.; H. L. 
Atlanta, Ga.: John C. 
and Engineering Co., Charlotte, N. C.; 
Atlanta, Ga. 


ue, P & W Electric Sup- 
Wilson, Thompson-Wilson 


Bolen, Electrical Contracting 


and O. V. Seott, 


mal business. Abnormal _ busi- 
ness conditions have been experi- 
1940 as the result of 
wartime measures and the present 
program, prio. 
to 1940 there was a lengthy period 
of abnormal business 
the 1929 de- 
Recent conditions have gen- 
resulted in a 

situation. for electrical 
deserve 


enced since 


defense and even 
conditions 
following business 
cline. 
erally prosperous 
wholesal- 
credit, he 
ability to adapt 
changing condi- 


ers, and they 
their 
themselves to 
tions. 

When the full impact of the de- 
program is felt, however, 
wholesalers will find themselves 
severe competitive condi- 
and some business casual- 
ties may result. The need for the 
wholesaler at the present time is 
to anticipate such conditions and 
to prepare to meet them. 


said, for 


fense 


facing 
tions, 


Defense expansion 
“I do not mean to imply,” Mr. 
Rost said, “that I expect trying 
times in the foreseeable fu- 
ture, because it has become ap- 
parent very recently that if a 
shooting war of large proportions 
does not occur, the defense mobili- 
zation program will not only be 
expanded but will last well into 

1954. 
“However, 


now 


even while our de- 

fense program is being executed, 

we find certain territories slipping 
Continued on page 62) 
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See how SYLVANIA backs up that .y 
profitable prediction with National Ads : _LEYLLCASH REFUND Oy 


. +» TV Programs... Popular Premiums wane ieee / 


All through this year, Sylvania will be send- 
ing business to your contractor customers 
(and naturally to you too) . . . when they 
display the Sylvania Qualified Lighting 
Contractor emblem. 

Look at those powerful full-page ads. 
They’re just part of the most dramatic and 
challenging lighting campaign ever run. 
They'll be seen by millions in Time, Busi- 
ness Week and other important magazines. 

The big television show “Beat the Clock” 
will also display the Sylvania Qualified 
Lighting Contractor emblem. Hard-selling 
full-minute commercials will tell prospects 
why they should look for that sign on win- 
dows and trucks. 

Sylvania Light Bulbs, too, will be backed 
by national advertising featuring another 
Sylvania premium offer. 

And, continuing to build Sylvania’s pres- 
tige, your customers will see great, smash- 
ing full-color ads in The Saturday Evening 
Post, This Week, and American Weekly. 
Make no mistake about it, there’s big busi- 
ness for you in 52... with Sylvania. Mail 
the coupon for full details NOW! 


LIr 
_0 * a 


LIGHTING 
CONTRACTOR 


. SYLVANIA 
JS tips b ww 


Urge Electrical Contractors 
to display this emblem prominently! 


SYIVANIA 


FLUORESCENT TUBES, SIGN TyB 
TUBES ; TELEVISION PICTURE Tup mes CTS MING Denes: ueaT suas, Radia 


ES; ELECTRON 
PHOTOLAM =— 1 flict TEST EQUIPMENT; 











Sylvania Electric Product '~c. 

1740 Broadway, Dept. \-2802, N. Y. 19, N. Y. 
Please send me full details about Sylvania’s big ad pro 
gram for 1952 


Name 
Company 


Street 


iim | 
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AIEE winter meeting 


@ THE WINTER General Meeting 
of the American Institute of Elec- 
trical Engineers, the largest meet- 
ing in the 68-year history of the 
Institute, attracted more than 3,000 
engineers from all parts of the 
country, Canada and abroad. 

The five-day meeting, held in 
New York City, January 21-25, in- 
cluded 66 sympo- 
siums; nearly 300 technical papers 
were 
cally 


sessions and 


presented 
every 


practi- 
electrical 


covering 
branch of 
engineering. 

Charles E. Wilson, director, Of- 
fice of Defense Mobilization, was 
the featured speaker at the one 
general session of the 
With his subject Building for 
Strength,” Mr. Wilson reviewed 
the defense needs of this country 
and what would be required of 
industry and the individual in the 
months ahead. He reminded his 
listeners that the defense program 
has arisen from the horrible fact 
that the free liberty-loving na- 
tions are being challenged by an 
enemy whose ideology, philosophy, 
and practice are almost exactly op- 
posite to our own. 


meeting. 


“a 


At the general session, the cov- 
eted Edison Medal was presented 
te: F. 
neer, Westinghouse Electric Corp., 


Wagner, consulting engi- 


for his distinguished contributions 
in the field of power system engi- 
neering. In his acceptance of the 
Medal, Mr. Wagner made a plea 
for the establishment of a common 
high transmission voltage so that 
adjacent transmission grids could 
be directly interconnected without 
intervening transformers. He said 
that we are at a milestone in 
transmission, and that in his 
opinion the greatest single factor 
that made high voltage transmis- 
sion possible was “lightning proof- 
ing of lines.” 

Following are briefs of some of 
the 300 technical discussions pre- 
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sented in the course of the 5-day 
meeting. 


Weather and trees 
affect distribution 

The weather and trees account 
for the major number of overhead 
failures. A progress re- 
port of the AIEE and EEI on “Co- 
ordination of 


power 


Construction and 
Protection of Distribution Cir- 
cuits” for 1949 said 341 of the 617 
faults, or 55 per cent reported by 
32 utility companies from all parts 
of the United States and Canada 
were caused by lightning, glaze, 
or wind. Wind seemed to be the 
“most frequent initiating cause of 
failure,” causing 57 per cent of 
the weather failures; lightning 30 
per cent; and glaze 13 per cent. 
Trees 


were involved in 41 per 


. cent of the total failures reported. 


“The performance of distribu- 
tion circuits,” it was reported, 
“from the standpoint of service 
continuity may be improved both 
by the use of better methods of 
line construction and by the use 
of circuit breaker relays and line 
sectionalizing methods. The mu- 
tual understanding of the prob- 
lems of the distribution engineer 
and the relay engineer will be 
beneficial in getting the best over- 
all results.” 


Low voltage power lines 


blamed for radio noise 
High 
sion lines were absolved of much 


voltage power transmis- 
of the blame for radio interfer- 
ence. The real culprit according 
to H. L. Borden and R. S. Gens, 
both of the Bonneville Power 
Administration, Portland, Ore., 
seems to be low voltage transmis- 
sion and distribution pin type in- 
sulated lines. 

“Where these lines parallel or 
cross residence service lines with 


close separation, induced coupling 
carries interference into homes. 
usually parallel 
public highways where the close 
coupling to radios in automobiles 
can seriously interfere with recep- 
tion. 
“Another 
radio 


These lines also 


potential seurce of 
noise and probably 
one of the most common, is due to 
improperly placed hard- 
ware on the lower voltage wood 
pole lines. Not only is this one 
of the first places to investigate 
complaints but discharges 
from this radiate with 
much greater energy, and there- 


severe 


low se or 


static 


source 


fore are more severe than corona 
discharge.” 


Lightning causes 
most line outages 


Although 
vast majority of outage interrup- 


lightning causes the 


tion of current on electric trans- 
lines, its damage is de- 
creasing and there is a need to 


mission 


reduce the seriousness and num- 
ber of secondary effects resulting 
from transmission circuit out- 
ages.” 

Lightning is the chief cause of 
outages on lines of 100 kilovolts 
and above, the report of the Joint 
AIEE-EEI Committee on Line 
Outages reported. The report was 
based on data secured from 62 op- 
erating companies in the United 
States and with 689 
transmission lines having a total 
of 33,796 miles of lines above 100 
kv and 236,666 
vears of operating experience. 


Canada, 


embraced mile- 

The survey found that lightning 
causes 64.6 per cent of the 21,594 
outages reported, but added that 
high voltage lines have a decreas- 
ing outage rate for lightning as 
well as other causes. 

The value of reclosing procedures 
is indicated in that 91 per cent of 
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Steel City’s Quality Line 
op 


uel 


Electrical Boxes andjConduit Fittings 
Y 


WILL ADD TO YOUR PROFIT 


because 


they are designed to do BEST the jobs for which 
they are intended as well as for ease of installation 


Easy-to-remove knockouts, properly placed nail holes, 
correctly designed clamps providing free access and 
positive clamping of wires, staked screws that can't fall 
out in transit .. . all combined to save time in installing 
Steel City boxes, as do the accurately machined, smooth- 
running threads on Steel City connectors, couplings, 
bushings and other conduit fittings. And, careful inspec- 
tion along production lines and before packing, insure 
against defective items. 
STOCKED BY LEADING DISTRIBUTORS + USED BY QUALITY-CONSCIOUS CONTRACTORS 
THESE SOUTHERN REPRESENTATIVES ARE AT YOUR SERVICE 
WASHINGTON ATLANTA CHARLOTTE DALLAS 
Quick & Batchler, Inc. Edgar E. Dawes & Co. Paul Lumpkin Geo. FE. Anderson Co 


433 Munsey Building 401-402 Rhodes Bldg. 226 Builders Building 1903 Griffin Street 
Phone: Sterling 4488 Phone: Main 7219 Phone: 3-6920 Phone: Riverside 5951 


A Steel City Box For Every Need ys Listed by Underwriters Laboratories, Inc 


STEEL CiTtg® 7 ELECTRIC CO. 


OUTLET BOXES AND COVERS SWITCH AND FLOOR BOXES 
JUNCTION BOXES, CONDUIT FITTINGS AND ELECTRICAL SPECIALTIES 


PITTSBURGH 33,PA 
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all faults were temporary, that Is, has been developed because caleu- engineers how they could clarify 
capable of being eitner manually or lating the performance of. single- and not mystify when they speak 
automatically reclosed. phase motors is more difficult than or write technical papers. One ad- 
The effectiveness of ground wires calculating the performance of dress wes entitled “Humanize the 
and low-tower-footing resistance is poly-phase motors. Single-phase Technical Speech.” 
indicated. It is also apparent that motors comprise the majority ot Dean Ormond J. Drake said he 
a study of the effectiveness of motors now being made. used the word “humanizing” with 
methods to reduce outages caused ““Moneca,” he said, “has shorten- cruel and deliberate intent because 
by lightning requires special an- ed the time for many present cal- most technical speeches are not 
alyses of outages of the same culations, made practicable many human. 
transmission line over a period of calculations that were formerly too “Now, this is no more an indict- 
years before and after the correc- time-consuming, and has given its ment of,engineers than it is of us 
tive measures have been made. users a clearer concept of the re-— teachers: or of doctors, under- 
The predominant type of fault volving theory. It appears to have takers, lawyers, economists and ar- 
was the line-to-ground, which ac- an almost unlimited number of fu- tists,” explained Dean Drake 
counts for 58.4 per cent of all out- ture applications.” Prof. George R. Sargent ad- 
ages. : monished speakers on technical sub- 
Urged to humanize jects to clarify and not mystify, not 


High speed recorder technical speeches to try to tell too much, and to give 


has practical uses The long standing problem of their listeners a map. Referring to 


A very high speed direct writing how engineers can make themselves the map, he said: “When we take 
osciflograph which produces an im- more readily understood both in an automobile trip, we like to know 
mediate permanent record and speech and written word to their where we are going, and how we 
which should have wide application colleagues and the public, was of- are going to get there. The tech- 
in many fields was described by ficially considered at one of the nical speech is not to be treated as 
A. R. Eckels, of oe Carolina sessions of the meeting. a murder mystery so don’t be afraid 
State College, and I. S. Blumenthal, Three educators from New York to tell your listener what you intend 
Northrop aaa, Inc., Haw- University told the men and women to do.” (Con’t on page 66) 

thorne, Calif. 

“Because of its high static ac- 
curacies and its superior dynamic 
performance capabilities it is felt 
that this type of recorder will find 
wide application in electrocardio- 
graphy, and other rapidly develop- 
ing fields of electrophysiology, 
servomechanism research and de- 
sign, 60 cycle power system study, 
vibration measurement, nuclear ra- 
diation measurement and many 
other fields,” the authors said. 

The device, known as an Oscil- 
loseribe, is capable of recording 
chart speeds of 35, 100 and 200 
millimeters per second. At the 
latter speed each cycle of a 200 cycle 
per second signal is traced out in a 
one millimeter interval, they said 





Computer simplifies 
motor design studies 

“Moneca,” a new analog com- 
puter, solves a time consuming job 

electrical engineering—caleulat- 
ing the performance of single-phase 
induction motors. , - : : : 
Motor design engineers in the past have often spent many days with pencil 
and slide rule in calculating the performance they might expect from a 
“Moneca—A New Network Calcu- new design for a fractional horsepower motor. Now, with the calculating 
lator for Motor Performance Cal- device shown above, called “Moneca,” they can do a much more detailed 
job in a few hours. The motor network calculator’s operation was described 
2 a s a : at the winter meeting of the American Institute of Electrical Engineers by 
Westinghouse Electric Corp., Lima, C. G. Veinott. well-known authority on fractional horsepower motors. 
Ohio, pointed out that the calculator (Westinghouse photo.) 


In a technical paper entitled 


culations,” Cyril G. Veinott, of 
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( WIREMOLD 3000 MULTI-OUTLET SYSTEM 
FOR ELECTRIC SHOP 


Typical of the electrical outlet convenience a triple purpose: they (1) serve as wire clips 
provided by the WIREMOLD 3000 Multi Outlet (2) serve as means for supporting the device in 
System-is the installation above work benches tn the raceway.and holding it securely in place; and 
this busy electric shop. (3) hold cover plat securcly in place. 77 p 

No. 3046B Duplex Receptacle Covers were positively line up the device with the cover, mini 
iscd to mount the duplex receptacles in the race mizing installation time 
way: No. 3046K Circuit Breaker Covers to mount Wire Capacity, 3000 Wiremold with devices 
the Quick-Lag Circuit Breakers. There is one such in place: Type R or RH: 6 No. 6; 8 No. 8; 10 No 
circuit breaker for every five duplex receptacles 10; 10 No. 12; 10 No. 14. Type T or RU: 8 No 
which permits quick and convenient resctting of 6: 10 No. 8; 10 No. 10; 10 No. 1 10 No. 14 
the breakers For full details on this installation, send 

Clips furnished with cach 3046 cover serve oupon for WIREMOLD Data Sheet F11 
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NO. 3000 0 CIRCUIT BR " 
-WIREMOLD NO. 3000 WIREMOLD NO. 3046K CIRCUIT BREAKER COVER 


NO. 3046B DUPLEX— 
RECEPTACLE COVER 


<r 
+— NO. 3010C ite 
END CONNECTOR : NO. 3003 — NG 
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NO. 3000 4 
WIREMOLD.—= NO. 3003 


NO. 5000B BASE 

















‘NO. 3046K 
INSTALLED NSTALLED 


THE WIREMOLD COMPANY 
Dept. B, Hartford 10, Conn 


Please send me a < py of WIREMOLD Data 
Sheet i Bz, 
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J tL 
LOWERING HANGER 
. Sor FLOODLIGHTS 
. - |Z 





Eliminates Risky Climbing 
Reduces Maintenance Time 
s the need for a lowering device for in 
as we as exterior applications A 
y constructed unit for heavy duty use. All 
electrical parts totally enclosed. Forms a per 
ect ontact because it is self-aligning and 
elf-locking. Tapped for 
any industrial fixtures 


sturd 
regulation mounting 


HIGH, MEDIUM 
and LOW BAY 
FLOODS. For 
Incandescent 
Mercury Lamps 
Furnished in 
Aluminum of 


Porcelain 


CODE BEACONS @ FLASHERS 
@ OBSTRUCTION LIGHTS 
with necessary Filters 


Full line of 
Enclosed 
Flood-light 
75 to 5000 


18°° Fresnel 

> Floodlight for 
Fence and 
Boundary 


Ss ighti 
300 to 1500 iia 
Wat? Eliptor 
Flood for Long 
Range Lighting 
Write for Literature 


—-> 


Searchlights 


REVERE ELECTRIC MFG. CO. 


6005 BROADWAY CHICAGO 40, ILL 
LIGHTING EQUIPMENT FOR EVERY NEED 
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electrical 


Copper outlook better 
for last half 1952 
@ CORNELIUS F. KELLEY, Anaconda 
Copper Mining Company chairman, 
predicted recently that the U. S 
copper supply picture “will begin to 
improve materially during the lat- 
ter half of 1952.” In his statement 
on the copper outlook for the com 
ing vear Mr. Kelley said 

“In Government quarters it has 
frequently that of the 
three principal defense metals (steel, 


been said 


copper, and aluminum) 
and will 


copper is 
ontinue to be in the most 
critically short supply. It is perti- 
nent, therefore, to examine the 
present and future outlook for cop- 
per. 


“Repeatedly during 


Les W. 


and fluorescent lighting unit. 





manufacturers and their 


Shaw, left, sales executive of Markstone Mfg. Co., Chicago 
the Southeastern territory recently with Frank Collins, right, manuf 
representative, showing Markstone’s new Valancelite to the ‘ 

the first showing in the South of this new fixture, which includes a v: 


INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


agents, 


year, responsible mobilization offi- 
cials have conducted a systematic 
campaign that practically amount- 
ed to propaganda urging the sub- 
stitution of aluminum for copper. 
It is axiomatic that metals have 
their distinctive qualities. Substitu- 
tion is difficult and in many in- 
stances impossible. We believe that 
while undoubtedly copper is in crit- 
ically short supply today in relation 
to demands of the civilian economy 
and the additional demands of mo- 
bilization and armament, this situ- 
ation will be relieved by steps that 
have already been taken and which 
it is now proposed shall be under- 
taken to 
supply. 


augment the copper 


“It is apparent that the copper 
supply will begin to improve ma- 


toured 


The new Markstone Valancelite is available 
in three lengths—24-, 33-, and 48-inch. 
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gUiBhiy 


- 


AXIMUM VISUAL EFFICIENCY PER FOOT CANDLE 


oe aa 
Ars 


Here is another 





Sunbeam visionaire that 

leads the country in 

luminaire design and photometric : 

characteristics. Its unique 3-lamp configura- 

tion is designed to produce a uniform 

(no “hot spots") and wide-spread -distribution 

of indirect light combined with the low brightness 

transmission of the extruded plastic side 

panels. Ceiling-fixture contrast ratio is markedly 

reduced and the general indirect illumination contributes 

to greater visual comfort. For modern offices and 

areas where speed and efficiency of work is critical, this is 
Y the lighting unit to specify. The easily removed, 

single piece plastic side panels are supported by metal 

rails and grooves. Pendant mounted only, 

this luminous-indirect P1270 series is available in 48 

and 96’ lamp lengths, fluorescent and slimline 


St \ i I \ i LIGHTING COMPANY 


777 EAST 14TH PLACE 
LOS ANGELES 21, CALIF 
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ror FASTER INSTALLATION 
Specify and Install 


for rigid and thinwall conduit 


Patent pending 


Exclusive self-holding feature saves time, eliminates 
fumbling and dropping, makes difficult installations easier. 


Made of heavy gauge steel, zinc plated after fabrication. 
Wide range of sizes for rigid and thinwall conduit. 


Ask for SNAP-STRAPS for all your conduit jobs. 


Sold only through electrical wholesalers 


SNAP IT ON HOLDS IN POSITION BLACKHAWK 
HAS IT 


BLACKHAWK INDUSTRIES busuaQuE, iowa 





lackha wkF Entrance Cable Fittings @ Fluorescent Brackets © Staples 


Cable and Conduit Straps @ Yard lights @ Box Supports 





— M Connec' ‘ors @ ire olders @ ocknuts an ushings 
Ze [adustries ‘ Sill oan > deus Fast Pen pie 





terially during the latter half of 
1952. Currently U. S. mine produc- 
tion, including secondary treated 
by primary refineries, is averaging 
approximately 90,000 tons per 
month. With an estimated 35,000 
tons per month available from for- 
eign sources, the total present sup- 
ply is in the neighborhood of 125,- 
000 tons per month. This could be 
augmented somewhat if scrap in- 
take were up to normal tonnage 

“The first major increase in pro 
duction will come from Anaconda, 
via the Greater Butte Project and 
the new Sulphide Plant at Chuqui 
camata, Chile, both of which will 
begin operations in the spring of 
1952. During 1953 the additional 
production obtained from these two 
projects over and above present 
levels should total about 95,000 
tons. By the end of 1953 Anaconda’s 
new Yerington project should be 
producing at an annual rate of 30,- 
000 tons. By then Anaconda will 
have added to the present yearly 
copper supply at the rate of ap- 
proximately 125,000 tons. 

“Other projects now under way, 
both in the United States and 
friendly foreign countries, should 
yield additional copper at an an- 
nual rate of approximately 80,000 
tons by the beginning of 1954, at 
which time copper production should 
pe approximately 205,000 tons pet 
year above present levels. 

“All told we estimate that by 
1956 the monthly supply of cop- 
per available in the United States 
could reach 150,000 tons (U. S 
production . plus imports). Based 
cn historical comparisons, this sup- 
ply of copper would be sufficient to 
support a Federal Reserve Board 
Index of Industrial Production of 
270, an increase of 26° above pres- 
ent levels, and 45°. above the first 
half of 1950. 

“Thus while copper is in short 
supply today it promises to increase 
in about the same proportion as 
expanding steel capacity” 
NECA Arkansas chapter 
elects new officers 
@ THE ARKANSAS CHAPTER of thi 
National Electrical Contractors As 
sociation —met recently in Little 
Rock, and Ollie Rains, Hot Springs, 


was elected president 
Other ffi named 


meeting were llen Grace, 
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THIS LOW-COST LOAD CENTER 


gives you panelhoard construction at load center prices 


Residential and commercial TRUMBULLITE Load Center 
uses plug-in, qui¢ k-make, quick-break circuit breakers. 


circuit Load Centers are designed for sequen phasing 
adjacent Breakers are on alternate phases 


TRUMBULLITE is easily anced loads. 


assuring hal 
mounted. Fronts can be lined 


up regardless of uneven box installation. 12 through 20 Write for bulletin on TRUMBULLITE—TEB-12 


QUICK-MAKE, QUICK-BREAK | bull's TOL Breaker 
sits cea, Mowulihe contact ore a 
of contacts. Double rot 

POL is tripped 





TRUMBULL ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 


feces of 





boro, vice-president; Al Goss, 
Little Rock, treasurer; Earl Fisk, 
Little Rock, chapter manager; S. 
R. Wood, Camden, retiring presi- 
dent, large; Orville 
Hicks, director; Al- 
bert I. Korenblat, Little Rock, 
director; and Ellis Fagan, Little 
Rock, governor of the national 
association. 


director at 
Pine Bluff, 


Also attending the meeting were 
Walt 
George 


Houston, and 
Seaman, Ft. Worth. Mr. 
Schnorbus is vice-president and 
Mr. Seaman field representative 
for the 5th district of NECA. 


Schnorbus, 


® NEw, 
facilities 


ENLARGED 
have occupied by 
the Southern Lighting Manufac- 
turing Co., of Orlando. The com- 
pany’s new address for plant and 
offices is 501-521 Elwell St. This 
is adjacent to the administration 
building of the Municipal Air- 
port. 


manufacturing 
been 


Half-million dollar 

fixture sale reported 

@ THE LARGEST fluorescent light- 
ing installation of its kind since 
World War II will be required to 
illuminate the new 
Wing 


Airplane 
Assembly Plant now 
built by the Ford 
City, Mo., 
the supplier, Electro 
Chicago, Ill. 

The contract calling for almost 
$500,000 worth of fluorescent 
lighting fixtures to light the 1,200,- 
000 sq. ft. of 


being 
Motor Co. in 
according to 
Mfg. 


Kansas 


Corp., 


factory and office 


space encompassed by this new 
awarded to 
supplied the 
original Ford 
78,000 fixtures 
largest single 
order in the history of fluorescent 
lighting. 


plant was recently 
Electro, which 
fixtures for the 


also 


Willow Run plant 
said to be the 


The Kansas City plant, accord- 
ing to L. K. Schoenbrod, president 
of Electro, will be equipped with 
Electro’s RLM-approved, 2 lamp, 
8 ft. Slimline Industrials through- 
out the 1,260,000 sq. ft. of factory 
space. 

Electro Troffer units and Elec- 
tro’s ultra-thin “Skylouver”  fix- 
tures will be used to light the office 
areas. The “Skylouver” is one of 
Electro’s newest units and features 
a one-piece molded louver of Lux- 
trex styrene with 1” x 114” 


58 


apertures. 
Electrical contractors for the 
installation are Evans Electric 
Construction Co., of Kansas City, 
and Kelso-Burnett Electric Co., of 
Chicago. L. Frank Carver, of Gen- 
eral Electric Supply Corp., will 
serve as co-ordinator of all electric 
lighting for the new plant. 


Commercial building 


applications denied 

@ DENIAL of 73.4 per cent of 507 
applications for allotments of con- 
trolled materials in the first quar- 


Dates Ahead 


Edison Electric Institute, 
Transmission and Distribution 
Committee, New Hotel Jeffer- 
son, St. Louis, Mo., February 
14-15, 1952. 

National Electrical Manufac- 
turers Association, Edgewater 
Beach Hotel, Chicago, IL, 
March 10-13, 1952. 

Southeastern Electric Ex- 
change, Engineering and Oper- 
ation Section, Jung Hotel, New 
Orleans, La., March 13-14, 
1952. (For further information, 
write J. W. 
lirector, 303 
Bldg., Atlanta.) 


Talley, managing 


Haas - Howell 


Chicago International Trade 
Fair, Navy Pier, Chicago, IIL, 
March 22-April 6, 1952. 

Protective Relay Engineers, 
Fifth Annual Conference, Dept 
of Electrical Engineering, A & 
M College of Texas, College 
Station, Texas, March 24-26, 
1952. (For further information, 
write L. M. Haupt, 
chairman.) 


conference 


International Association of 
Electrical Inspectors, Tennes- 
see Chapter, Andrew Jackson 
Hotel, Nashville, Tenn., March 
31-April 1, 1952. 

Edison Electric Institute, 
Sales Conference, Chicago, IIl., 
April 1-3, 1952. 

IAEI, 
Robert E. 
Miss., 


Mississippi Chapter, 

Lee Hotel, Jackson, 
April 3-4, 1952. 

Illuminating Engineering So- 
ciety, Southwestern Regional 
Conference, Hotel Tulsa, Tulsa, 
Okla., April 6-8, 1952. 

IAEI, Alabama Chapter, 
Montgomery, Ala., April 9-11, 
1952. 

IAEI, South Carolina Chap- 
ter, Carolina Hotel, Raleigh, 
N. C., April 15-16, 1952. 


ter of 1952 to build 
religious, entertainment, and com- 
munity structures was announced 
recently by the National Produc- 
tion Authority, U. S. Department 
of Commerce. 

These cases were in addition to 
the 2,052 in actions taken 
by NPA’s Controls 
Division 


commercial, 


which 
Construction 
were announced 
They 


pre- 
complete the list 
of first quarter actions. 

NPA pointed out that the high 
number of denials (372 of the 507 
applications ) 
by the limited 


viously. 


was made necessary 


quantity of con- 


IAEI, South Carolina Chap- 
ter, Columbia Hotel, Columbia, 
S. C., April 18-19, 1952. 

Illuminating Engineering So- 
ciety, Southern Regional Con- 
ference, Hermitage Hotel, 
Nashville, Tenn., April 20-22, 
1952. 

IAEI, Georgia Chapter, Bon 
Air Hotel, Augusta, Ga., 
21-22, 1952. 

Southeastern 
change, 


3oca Raton 


April 


Electric Ex- 

Conference, 
Hotel and Club, 
April 21-23, 


General 


Soca Raton, Fla., 
1952 

IAEI, Florida Chapter, Mi- 
ami Beach, April 25-26, 1952. 

IAEI Joint Meeting of 
George Welman, North Louisi- 
ana-East Texas, Texas and 
Texas Gulf Chapters. 
Washington Youree Hotel, 
Shreveport, La., May 2-3, 1952. 

Fourth International Light- 
ing Exposition and Confer- 
ence, Cleveland Municipal Au 
ditorium, Cleveland, Ohio, May 


6-9, 1952. 


Coast 


National Association of Elec- 
trical Distributors, 44th An- 
nual Convention, Atlantic City, 
N. J., week of June 9, 1952. 

Illuminating Engineering So- 
ciety, National Technical Con- 
ference, Edgewater Beach Ho- 
tel, Chicago, Ill., September 
8-13, 1952. 

IAEI Southern Section 24th 
Annual Meeting, Hermitage 
Hotel, Nashville, Tenn., Octo- 
ber 13-15, 1952 

“American Institute of Elec- 
trical Engineers, Fal] General 
Meeting, New Orleans, La., 
October 13-17, 1952. 

‘National Electrical Manu- 
facturers Association, Haddon 
Hall Hotel, Atlantic City, N. J., 
November 10-13, 1952. 


* Asterisk indicates meetings 
announced for the first time in 
this column 
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trolled materials, especially struc- 
tural steel, available for civilian 
construction due to the impact of 
the defense program. As a result, 
allotments were granted only in 
cases where the construction either 
was of a military or defense-sup- 
porting nature, was 20 per cent or 
more would replace a facility de- 
stroyed by fire or other disaster. General purpose transformers, 

NPA noted that some projects 600 volts and below; 1-15 
in the “denied” category might be KVA inclusive, single or three 
virtually complete. This would be 
true, for example, where the appli- 
cant requested only an allotment 
of copper to finish the wiring of 
a building almost completed and 
the Division had already exhausted 
its severely limited supply of 
copper. It would also be true 
where the applicant requested an 
allotment of aluminum, in a simi- 
lar situation, since the division 450 KVA, Type F Unit Substation, 
was unable to allot any of this 4160 V. Delta, 60 Cycles, 3 2— 
metal. 120/208Y, 4 wire 


SEE engineers will 

meet in New Orleans 

® A TWO-DAY program on dis- 
tribution, transmission, and gen- 
eration has been announced for the 


Engineering and Operation Sec- Years of specialization in the dry type 


tion Conference, of the Southeast- ~ . 
egy cud aia; transformer field have resulted in a far 


ern Electric Exchange, to be held é 
Oe : +t. Being ahez he 
sos Shas Asan Siatek ‘Sew Glenn. superior product. Being ahead of the 


March 13-14, 1952. rest of the field is the natural result of 
Chairman W. T. Hess, vice-presi- continuous effort & research in un- 


dent, Louisiana Power and Light covering new materials which are your 
Co., New Orleans, and Vice-Chair- 
man J. M. Oliver, vice-president 


constant assurance of maximum trans- 

' ‘Cc : former value. 

an¢ renera manager oO reorgh: 

“id Company, will preside pia 1500 KVA, Type F Unit Substa- MARCUS DRY TYPE, 

the two general sessions scheduled tion, 4800 V Delta 60 Cy, 3 O©— AIR-COOLED TRANSFORMERS 

for March 13. 120 208Y, 4 wire ARE SAFE —No explosion or fire 
On March 14 separate meetings hazards. No fire proof vaults. Class 

are scheduled for the Distributior (ONE OF THE WORLD'S LARGEST B and C heat proof insulations 


’ ; . +i ’ MANUFACTURERS OF DRY TYPE ° - ’ . 
Committee, the Production Com- cuumeeeianien aaduameins ARE ECONOMICAL — Lower cost 


1 to 2,000 KVA up to installation and operation, negligible 


7 , 15,000 Volts to meet maintenance. 
program for these meetings covers Individual Requirements r } f hows F 
° e ° "O. 4 Sforme S Seco ) 
a wide range of timely subjects pene = —_— “7 pol wigdee oo = 
‘ , GENERAL PURPOSE > city I$. 
Speakers who will address the UNIT SUBSTATION none, specify MARCUS 
PHASE CHANGING oe 
ae oa , . ae ELECTRIC FURNACE 
are: “The Engineer's Place in Good RECTIFIER 
Public Relations,” W. O. Turner, WELDING 


president, Louisiana Power and — MARCUS 

Light Co., New Orleans; “Prob- 3 

lems Confronting Electric Oper- A 

ating Companies,” Roy S. Nelson, TRANSFORMER CoO. 

president, Gulf States Utilities Co., ‘ INC 

Beaumont, Texas. “ on comers 38 MONTGOMERY STREET 
“Job Satisfaction,” W. V. Meri- oti Ks HILLSIDE 5, NEW JERSEY 

hue, manager, employee and com- Atlant ; 

munity relations, General Electric cotta ' COOLED TRAN 





mittee, and the Transmission and 
Large Substation Committee. The 


general sessions and their subjects 
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FOR STREET LIGHTING 


The F-P Series 63300B Control is the latest unit in a proven line of 
photoelectric controls for street lighting that have been operat- 
ing successfully on lighting circuits for over seven years. Today 
there are more than 35,000 F-P Controls in use by over 700 utilities. 

Fisher-Pierce has maintained leadership in photoelectric street 
lighting control through: 


PERFORMANCE — F-P Controls provide street lighting safety 
because lights are on when needed, regardless of time of day. Be- 
cause the control is photoelectric, it depends only on natural light 
values for operation. There is no mechanical device to get out of 
phase with actual daylight conditions. 


ENGINEERING — The F-P Series 63300B circuit and technical 
operating features are the result of years of field experience. The 
development work and testing was performed in conjunction with 
utility engineers. The Fisher-Pierce organization is in a position to 
help utilities in planning, installing and maintaining control systems. 


ECONOMY — F-P Controls provide true economy: purchase price 

and cost of installation are low. Maintenance is practically negligi- 

ble as compared to other control methods. To give you e picture of 

this F-P economy, we will be glad to refer you to some of our cus- 

tomers who have had extensive field experience with these controls. 
Write for Bulletin 63300B. 


The FISHER-PIERCE CO., Inc. 


59 Pearl St.. So. Braintree, Boston 85, Mass. 


PHILIPS EXPORT CORP 
EXPORT:1100 E. 42nd STREET IN CANADA 
NEW YORK 17, N.Y. NORTHERN ELECTRIC CO., Ltd 





Co., Schenectady, N. Y.; “Science 
in Today’s World,” Dr. Joseph 
Morris, vice-president, Tulane Uni- 
versity, New Orleans; “Long Range 
Planning to Cope with Hurricane 
Situations,” George Kinsman, op- 
erating vice-president, Florida 
Power and Light Co., Miami; “Pro- 
posed 315-345 Kv Transmission,” 
H. P. St. Clair, American Gas and 
Electric Co., New York City; and 
“Operation Safety,” H. B. Me- 
Mahan, safety director, Florida 
Power Corp., St. Petersburg. 

Dr. Clifton L. Ganus, Jr., of 
Harding College, Searcy, Ark., will 
address a luncheon meeting on 
March 13. His subject will be 
“Our American Heritage.” 


Standardization studied 

in tight wire situation 

® CONSIDERABLE critical materials 
can be conserved if the Govern- 
ment will encourage the  fullei 
utilization of existing defense pro- 
duction ‘facilities rather than au- 
thorize expansion of plants or the 
erection of new factories, the Na- 
tional Production Authority was 
advised recently by the Electrical 
Contractors Industry Advisory 
Committee. 

By acquiring some additional 
machinery and_ electrical equip- 
ment, existing industrial facili- 
ties can increase their productive 
capacity in many cases without 
the necessity of expanding their 
plants or building new ones, the 
committee said. 

The committee also suggested 
that NPA schedule the produc- 
tion of enough electrical construc- 
tion materials to keep pace with 
generating capacity programs. 

The committee recommended 
that electrical contractors submit 
to NPA their suggestions regard- 
ing simplification and standard 
ization of copper wire sizes and 
types of insulation. The sugges- 
tions will be consolidated for fur- 
ther study by NPA and wire mill 
manufacturers. 

The committee also recommend- 
ed that copper wire manufac- 
turers substitute aluminum where- 
ever practicable for copper in 
making conductors, bus ducts, and 
distribution lines as soon as sup- 
plies of aluminum improve next 
vear. 


An NPA official advised that 
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electrical contractors 


commercial or 


engaged in 
industrial expan- 
sion probably will find that 
trical materials will be in 
supply in 1952 and that 
for them will be greater. 

NPA pointed out that there is 
a very backlog of orders 
will take 
proximately six months to 
up with. Production is at 
rate of $20,000,000 a quarter. 


elec- 
shorter 
demands 


heavy 
for conduit which ap- 
catch 
the 
The 
orders represents a 
$50,000,000. 


backlog of 
value of Fittings, 
however, are not in as tight sup- 
NPA The 
manufacturers indicate a 2% 
months’ backlog of orders on fit- 
tings. 


ply as conduit, said. 


Prospects for building construc- 
the first quar- 
ters of 1952 are poor, the commit- 


tion in and second 


tee was told. 


Steel City Electric 

acquires Kindorf Co. 

@ W. I. PATTERSON, chairman of 
the Steel City Electri 
Company, Pittsburgh, Pa., manu- 
facturers of 
conduit fittings, 
that his company 


board of 


electrical boxes and 


has announced 
has acquired the 
Kindorf Co., Oakland, Calif., man- 
ufacturers of hangers and supports 
for pipe and conduit, and other 
devices. 

Steel City Electric Company has 
for almost 50 years specialized in 
electrical and conduit fit- 
The Oakland plant will con- 
tinue to operate under the Kindorf 


boxes 
tings. 


name. 


Pierceway products 
now made in Memphis 
® A MODERN 
tablished in 
the Clifton 
house the 
Division, which is responsible for 
the manufacture of this 
addition to the Clifton line 
Plastic Duct 


plant has been es- 

Memphis, Tenn., by 
Conduit Co., Inc., to 
company’s Pierceway 
newest 

the 
Pierceway Wiring 
Systems. 

The Clifton 
general offices are in Jersey City, 
N. J. operates a plant in 
Baltimore, Md., for the manufac- 
rigid galvanized conduit, 

metallic 


Conduit Co., whose 


also 


ture of 


electrical tubing, and a 
line of electrical wire and cable. 


The 


which 


Pierceway wiring systems, 


made in sections with 
the 


designed fer use in 


are 


wire installed at factory, are 


extending 





feep i lean! 


3 minutes does the job 


with CAVALIER 


When you sell electric heat, one 
of your chief selling points is 
cleanliness. Yet every housewife 
knows as well as any heating en- 
gineer that you don't get clean 
heat from dirty heaters. That is 
one reason Cavalier Electric Wall 


— 
cavalier 
*/Y WALL 
AUTOMATIC 
eo Sew & Ss = 
HEATERS 


INSERT 


Quick, convenient cleaning is only one of the 
many features built into Cavaliers. Write for 
the facts on complete safety protection, 30% 
more circulation through the elements, ease 
of installation, good looks, and rugged per 
formance. Months of tests and practical trials 
resulted in the new Cavalier—the electric 
heater built to give the real satisfaction home 
owners are looking for 


\ 


CAVALIER 


CHATTANOOGA 2, 
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SOLD 


exclusive construction 


sa © 


Heaters are making a hit with 
home owners. With Cavalier's ex- 
clusive design, a Cavalier heater 
can be thoroughly cleaned inside 
and out in less than three minutes 
time . . . without the necessity of 
removing a single screw. 


THROUGH WHOLESALERS 


Prompt 
Deliveries 


ONLY 


CORPORATION 


TENNESSEE 








Nou-Metallic 
FIXTURES 


Accommodates 


~ Standard 
__ 


: = 3%,"" Globe 


Entrance P ‘gh cr 


NON-CORROSIVE! 
NON-STAINING! 


These fixtures are molded of Non-Corrosive 
and Non-Staining Bakelite. Thus they prevent 
the unsightly staining of the paint so often 
evident with the conventional metal fixtures 


On the sea coast where salt laden at- 
mospheres rapidly destroy metal fixtures, 
UNION’S Non-Metallic fixtures are unsur- 
passed. 


No. 169 is also Dust and Bug Proof, there- 
by eliminating the constant chore of globe 
cleaning. 


Porch Light 
BUG PROOF - VAPOR TIGHT 
NON-CORROSIVE 


Fits 344 or 4” 


w) 


JINION 


INSULATING CC 


PARKERSBURG, W.VA. 





electrical service to work 
and assembly 


benches 
provide 
for the portable power 
motors, and lighting. 
systems are also suit- 
instalMtions in 
workshops, 


lines to 
electricity 

tools, small 
Pierceway 
able for labora- 
tories, stores, restau- 
Both 
strip 
are manufactured in Memphis, as 
well as non-metallic sheathed cable 
and TW wire. 

Clifton’s 
managed by 


rants, offices, and homes. 


senior and junior Pierceway 


Division is 
Shafnacker, 
vice-president, Clifton Conduit Co., 
Inc. J. Morris Colmer is Memphis 
plant manager. 


Pierceway 


Joseph 


SEWA meeting 

(Continued from page 48) 
off in while other 
territories are still expanding. In 


sales volume 
fact, it is only a question of time 
as to when the impact of the de- 
fense program on the electrical 
wholesaling business will taper off, 
and then it will be a case of intense 
competition and constant fighting 
not only for sales volume, but for 
profit margin and the 
stay in business. 

“As I see it, the 
whether an 


ability to 


question of 
wholesaler 
of today will be the wholesaler of 


tomorrow 


electrical 


around how 
well he gets his 
house in order by taking what I 
consider the 
tions. 


evolves 
soon and how 


following asic ac- 

“1. Make a comprehensive anal- 
ysis of the territory in which you 
can economically and efficient oper- 
ate, specifically from the standpoint 
of actual potential buyers and their 
specific requirement. 

“2. Make an intensive study of 
all present accounts receivable on 
the books from the standpoint of 
character of purchases, major prod- 
uct lines bought, sales cost, servic- 
ing cost, and profit 
each line. 

“3. Analyze the inventory and 
purchase records for the last three 
determine the actual 
sales per annum, the average in- 
vestment in stocks on hand of each 
important line of branded products, 
and the relation of profit margin 
to stock investment and 
turnover. 

“4. Make an objective study of 
the internal operations of your es- 
tablishment to determine whether 


potentials of 


years and 


rate of 


or not, and if so where, operating 
costs can be reduced, or the effi- 
ciency of staff members can be in- 
creased, or the effectiveness of the 
entire service organization can be 
improved. 

“5. Make an intensive study of 
the competitive situation in the 
territory in which you now oper- 
ate, with particular emphasis on 
the sales and promotional activi- 
your competition, and try 
to ferret.out things that your com- 


ties of 


petitors are doing which you might 
well do also in order to improve 
your competitive position. 

“In this study, you should not 
forget the 
chains, 


nationally operated 
because they maintain 
large staffs at national headquar- 
ters for no other purpose than to 
figure out ways and 
building more 


means of 
volume and 
economies in 


sales 
effecting operation 
and greater efficiency for the sake 
of increasing the net profit mar- 
gin. 

“IT mention the 
erating 


nationally op- 
particularly — be- 
cause there is every reason to ex- 
pect that from that 
source will become keener in di- 
rect proportion to the degree with 
which business 


chains 


competition 


harder 
wholesaler 
should always be willing to learn 
from the with 
competes. 

“On the analyzing 
your territory, I do not mean just 


becomes 
to get, and the wise 


fellow whom he 


matter of 


a casual effort, but rather a pro- 
cedure by which maps of the cities 
and territories are obtained, and 
then into should be 
colors the 
buy- 


those maps 
different 


locations of 


marked in 
specific present 


ers as well as the locations of 
potential buyers of electrical ma- 
terials. If 
pelled to do just this, the process 
is apt to 
potential 


neglected. 


each salesman is com- 


good 
have 


uncover a 
that 


many 
buyers been 

“If then the particular require- 
ments of all present and potential 
buyers are studied on the basis 
of the character of their business 
and size, ete., an intelligent sales 
approach can be prepared to fit 
each situation. 

“Where the operation of a 
wholesaler involves a large terri- 
tory, it would be well to study the 
cost of serv- 


sales coverage and 
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icing of orders to the outer fringes 
and determine the radius from the 
warehouse at which diminishing 
returns must be expected because 
the profit potentials are reduced by 
the cost of handling the business. 
In other words, there is always a 
point at which it becomes cheaper 
to let a fellow who covers the same 
town from a different distributing 
center have the business. 

“My second point on the studying 
of accounts receivable ties in closely 
with the first point, because of dis- 
tance involved, or the crankiness of 
the customer, or his buying prac- 
tices. Eliminating accounts on 
which no money can be made leaves 
more time and effort for the good 
customers and for digging out new 
ones. 

“The study of inventory and 
purchase records is extremely im- 
portant, because money tied up in 
merchandise that is not moving or 
money tied up in carrying too many 
parallel lines is just as dead and 
unproductive of profits as the money 
tied up in the stone and mortar of 
a building. 

“When the different lines of 
branded products are studied in 
their relationship to competitive 
lines, the turnover record should 
be appraised in the light of how 
much or how little co-operation the 
manufacturer of a particular brand 
of product extends to his distrib- 
utors, and how much advertising 
and promotional activities the man- 
ufacturer sponsors for the purpose 
of building up acceptance and de- 
mand for his products. 

“In this connection, I should re- 
mind you that that co-operation is 
a two-way street, and that when a 
manufacturer recognizes a given 
wholesaler as his distributor, he 
has the right to expect that whole- 
saler to perform all the functions 
that can be rightfully expected 
from him if he wants to enjoy the 
advantages of getting distributors’ 
discounts. 

“That matter of studying your 
competition cannot be overem- 
phasized. Your outside salesmen 
are not only your ambassadors 
but also function as your antenna 
for picking up information and 
angles on your competition that 
very often can keep you from los- 

(Continued on page 65) 
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CHAMPION WAP 
DECLARES 


ON WASTE 


OFFERS 3 PRACTICAL PLANS TO 
COMBAT COSTLY HANDICAPS 
TO PRODUCTIVITY 


Dust and dirt can absorb 50% of light 
paid for through electric light bills. 
Engineered to eliminate this waste, 
Champion's practical Program restores 
normal efficiency, helps maintain max- 
imum year ‘round lighting economy. 





Replacing fluorescent lamps one at a 
time takes about 20 minutes. Mean- 
while productivity is interrupted — a 
costly procedure. “GR” cuts these costs, 
saves an average of 60% in labor time, 
labor costs alone. 








Cost of one incandescent lamp is very 
small compared with cost of labor to 
replace it. Group Replacement is a 
proved money-saver; applied to incan- 
descent lamps, “GR” saves even more! 





Mail Coupon To 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF. CONSOLIDATED ELECTRIC LAMP CO. 


MEANS THE BEST IN LAMPS 


Use any one or all three Plans to improve 
lighting efficiency and economy in fac- 
tories and offices, etc. This complete File 
— with formulas, charts and practical 

1 commu rut oF oun sam . ; 
(00 omnes examples, ready for immediate use by non- 
FSS technical personnel — is offered without 
’ cost or obligation to responsible execu- 
2 , tives. Simply fill in the Coupon and mail. 


by 
S. 


Engineered Waatenance 





smvons IME BEST 








Name 
Company 
Street 


City State 


es 
Ee eT eee eee eee ee eee ee ee ee ee 


al 
w 





ees 
. | reasons why 


one thousand and one 


ill attend..-- 
A over 10,000 wil a | 


‘ 





Tries 


... See the 
Merit Award Winners 
in a Bigger than Ever 
Court of Honor 
Since the Third International Lighting Ex- the latest lighting knowledg 


ige in your Work As in previous International Lighting 


See for Yourself How Lighting Knowledge Can Help You 
---Your Industry...and Advance America’s Welfare 


] KPositio or of tt 4 hts «¢ I 
posiuon, in| March of 1949, much_ has See the latest advances and developments Expositions, one of the highlights of the 
show will be the awarding of the Merit 
Award Certificates and the Gold Seal Merit 
find out what has ha ned and what's nesses, industric hool heaters. service rd Certificates to the winners in the 
Merit Award Competition. All 


the winners and many other Case Studies 


happened in the lighting industry. You can in Planned Lighting for all kinds of busi 


ahead in lighting at the Fourth Interna stations, airports, pl tc. Hear and 


tional Lighting Exposition. Here, at onc meet lead manufacturers and authorities will be put on display in the spacious 





' P j " =.) Court of Honor for you to study 
eat Exposition and Conference, you wil on |i : to learn what is*ahead in the 
There will be more and bigger exhibits 
test in the world of lightng 1 can get all of than ever before by outstanding lighting 
} } uipm lanutactu d nanuf 

and hear how to plan and u in land in four. big. action equipment manufacturers and manufac | 
turers of allied products. You will find the | 
greatest array ever gathered under one 
roof of inc ial and commercial lighting 

nt and fluorescent 
lamps slastic, glass, paint and allied 


definite interest to 





egistration. Avoid waiting in line. 


to the Fourth 
International 
LIGHTING EXPOSITION 
| MANAGEMENT 
™ 511 Terminal Tower, Cleveland, Ohio 
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(Continued from page 63) 


ing a good account or getting a 
good new one. The same thing holds 
true with the men behind the serv- 
ice counter as well as those who 
have telephone contact with your 
present and prospective customers. 

“You should make a_ careful 
study of your financial structure 
from the standpoint of your li- 
quidity as far as operating capital 
is concerned. Many of you have 
perhaps tied up a lot of working 
capital in new buildings and new 
equipment; there is nothing that 
you can do about the money in- 
vested in equipment, but when it 
comes to the money tied up in brick, 
mortar, and land, you might con- 
sider the practice followed by many 
of the nationally operating chain 
stores or organizations. 

“The secret of making a good 
profit in the fast moving retail 
chain business is the same as it is 
in your business, namely, fast turn- 
over at a reasonable profit, and of 
course you can't get any turnover 
on the money that is tied up in 
buildings. That is why so many 
chain organizations do not own the 
buildings they occupy except under 
unusual circumstances, but instead 
they may buy the land and put up 
the building and then sell it and 
lease it back from the investor at a 
reasonable rate, thereby converting 
the money tied up in brick, mortar, 
and land into operating capital, 
where they earn profits on a larger 
volume of sales and faster turn- 
over.” 

The final session of the meet- 
ing took the form of an open fo- 
rum with a panel of experts on the 
platform to help arrive at correct 
answers for the questions asked 
The industry panel on the plat- 
form included Carl S. Menger, 
vice-president, Triangle Conduit 
and Cable Co., New Brunswick, 
N. J.; R. C. Wilson, product plan- 
ning manager, Trumbull Dept., 
General Electric Co., Plainville, 
Conn.; J. M. Passailaigue P & W 
Electric Supply Co., Columbus, 
Ga.; H. L. Wilson, Thompson- 
Wilson Co., Atlanta, Ga.; John C. 
Bolen, Electrical Contracting and 
Engineering Co., Charlotte, N. C.; 
and O. V. Scott, Scott Electric, 
Atlanta, Ga. 

The nature of the questions 





Automatic 
Temperature Control 





Easy to Install 


Built-in Safety Switch 


Deliver Today- 
Heat Tomorrow 


NS RO ETE SORE 


Assures Customer 
Satisfaction 








MODEL WA 


ELECTROMODE GIVES You ALL THESE BENEFITS 


& — Cast Aluminum Lifetime Heat @ Qu mng-Life Motor gives 
g Element has no exposed wires n peration. Never needs oiling 
aoe f fire, shock or burt 
@ 100% Automatic Cut-Off Safety Switch 
prevents overheating 
@ Exclusive Down-Flo Heating provide 
maximum heat distribution from fl 
ig ande es wall smudge 


Available in 1500, 2000, 3000, 4000 warts fo 


watts for 120 volt service. Front plat 


n wall. Wall box is 414" deep : 


waparares hpepeet TYPE BATHROOM a 
Perfe ‘ all room. Ha I 


showt i 


Electromode makes a full line of wall and portable fan- 
circulating heaters for home, industry, business and farm. 
MODEL WJA Available through leading electric wholesalers. 


Full of specifications, installations, and how to 
figure and install Electromode heaters 


ELECTROMODE CORPORATION, DEPT. ES- 22 
45 CROUCH STREET, ROCHESTER 3, N. Y. 


NAME 





TITLE 
ADDRESS 
YOUR WHOLESALER 
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re 


Conduit Fictings 


Switch Plates 
be Sockets 
¢ Proof 
we 
{from © 
overes ° 
normal produc 


. ies 
gr itorke * 
re have & 
_ We Wa oufacturers 


en for wes: 
preseneative 





brought up for discussion, for the 
could 


be settled at this meeting, but the 


most part, were not much as 


discussion presented the different 


point of view of manufacturers, 
wholesalers, and contractors 

Some of the problems discussed 
were manufacturers’ policies with 
respect to wire and cable reels, the 
need for standardization of catalog 
pages, use of certain control ma- 
need for standard 
outlets 
of cash discounts, and proper chan- 


nels of 


terials ratings, 


ization of boxes, handling 
distribution of electric 
equipment 


AIEE winter meeting 
(Continued from page 52) 


A third way to humanize a tech- 
nical speech, he said, is to arrange 
your ideas so that the listener sees 
his relation to your subject early in 
the speech. He also urged that lan- 
guage be kept as simple as accuracy 
permits and to make it 
tional. 

Prof. E. J. McAdam, Jr., advised 
his audience to keep in mind the 


conversa- 


type of person who was to read a 


projected paper and not to talk 
to him. 
“But over-estimate his in- 


formation,” he 


down 
don’t 
warned 
The use of 


homely, easily un- 


derstood analogies helps to give 
a picture of what you are writing 
Prof. McAdam 


several newspaper 


about, said, and 


quoted science 
writers who have used this method 
to clarify difficult subjects 

visual and writ- 


Using 


images 
ing with means work, 
vou will find it a 


from the 


Imagination 
he said, “but 
writing 


change kind of 


you do for the technical journals, 
perhaps, and it can be stimulating 
to vou. It some of the 
And you 


grateful 


may take 


drudgery out of writine 


no idea how your 


public will be.” 


Low-cost: network 
analyzer described 


A compact, one-man inexpen- 


sive a-c network analyzer capable 
of handling all the problems aris- 
ing in power system operation has 
built at Uni- 
versity, according to Edward W 
Kimbark, of Institute 
Aeronautic, 


been Northwestern 


Technolo- 


rico de Sao Paulo, 


Starr, of La 
Grange, Ill, and Van- 
Ness, a student at Northwestern. 


The authors 


Brazi:i; James H 


James E. 


said that there are 


some 25 a-c network analyzers 


now in use in the United States, 


Canada, England, Brazil and In- 


dia. They cost in the neighbor- 


hood of $150,000 each at present 


prices and occupy about 700 square 
feet of floor space 


similar to the 
at Northwestern, 


An analyzer one 


however, it was 
said, can be built for 20 per cent 
of the _ price of conventional 


board, and would occupy about 
60 square feet of space. It can be 
operated by one man 

Reduction in and cost 


$1ze was 


made possible by the use of un- 
calibrated impedance units, which 
are set with the aid of the instru- 
ment readings; the representation 
of impedances by their conjugates; 
the use of a low power lever; and 
the use of standard mass-produced 


radio-electronic parts. 


Economic comment 
Continued from page 33 
point to 
a deficit figure more nearly reach- 
dollars if 


now 


fiscal year, indications 


ing eighteen billion 
the budget is approved as 
presented. This will top the legal 
debt 


seventy-five 


hundred 
dollars 


public limit of two 


and billion 


and make it the highest debt fig- 


national history. It will be 


then to 


ire in 


necessary raise the na- 


tional debt limit, or to increase the 


tax rate sufficiently to keep under 


the present limit, or to scale down 


b idyve T demands 


Congressional attitude 


appears 


to favor the latter alternative, 


and there should be a great deal 
of financial analysis of govern- 


mental this spring. In 


fact, the 


operations 


charge of financial inef- 


ficiency well be a strong item 


in the election campaign from July 


may 


through November 


Retail trade conditions 
Most indicators 


show 


1952 


retail trade 


that the early months of 


will be rather poor in vol- 
with the same 
period of last These 
however, do not tell the 


observer 


ime as compared 
year indi- 
cators, 
when the 


whole story 
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“SUPERSPOT” 


100,000 CANODLEPOWER 
FOR ONLY 300 WATTS 


Brilliant illumination for 
outdoor service. Single spots 


or clusters—with 


inter- 


changeable mounting acces- 
sories for wall, pipe or 2” 


conduit. 


Cast aluminum 


throughout. UL approved. 


os 
y 


| “CUSHION SEAL” 
LAMP HOLDER 


For extra lamp life with any 


lamp in any weather. 


Pro- 


vides maximum lamp cooling 
and perfect weathersealing of 
all lamps—leng or short— 


PAR-38 or R-40. 


Cast alu- 


minum throughout. 


ROLLA-TRAY 
LIGHT 
A ‘‘pull- 


around” util- 
ity light with 
carry-all tool 
tray for gen- 
eral car shop 
use — indoor 
or outdoor. 
Glazed heat- 
proof porce- 
lain socket 
for reflector 
floods or heat 
lamps. Cable 
included, 


@ Write today 


ISLAND-AREA 
LIGHT 


Porcelain- 
enamel stee 
with Luilt-in 
cast alumi- 
num bonnet 
for 1 to § 
lamp holders 
° xclusive 
design saves 
an hour's wir- 
ing time per 
unit. Avail- 
able in red, 
blue, cream, 
white, light 
and dark 
green. 


for catalog and 


illuminating data, Stonco Electric 


Products 


Company, 


485 Henry 


Street, Elizabeth, New Jersey. 








considers the abnormality of eco- 


nomic conditions. 


It might appear that the poo 


showing of early 1952 was in large 


part due to the reduction of 


mal 


nor- 
However, 
that the 


consumer demand. 


it must be remembered 
record of last was heavily af 


fected by 


yeal 
ind 
Retail 


contained 


Korean conditions 


subsequent “scare” buying. 


sales now are somewhat 


by credit restrictions and again th 
effect is an abnormal conditio1 
Retail 


should not use 


wholesale 
1951 
comparison with 
should 
unduly pessimistic about their poor 
As they the 
quarter of com- 


and ope ratorsa 
data as any 
basis of present 


operations and not becom 


showing. move 
the 
will be 


into 
second year, 


parative figures more in- 
dicative of true marketing condi- 


tions. 


NAMES IN THE NEWS 


Don H. Anderson has been appoint 
ed advertising and promotion 
manager of BullDog Electric Products 
Company, Detroit, Mich. The an- 
nouncement was made by A. A. To- 


gesen, vice-president in charge of 


sales 


sales 


Don H. 


inderson 


Mr. Andersen was 
Kuhlman Electric 
Bay City, Mich., before 
ition. He has 
vertising field 
ing d with Dow Chemi 
al, Duo-Therm Division of Moto 
Wheel Corporation, and the Jaqua Ad 
Agency 


advertisi 
ager of 
new pos been 
for over ter 


beer associate 


vertising 


E. G. Staley Maxwell has 
pointed manager of the General Elec- 
tric Company’s Charleston, W. Va., 
apparatus office, and John H. 


been ap 


Saies 
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CEIL-HEAT 


ELECTRIC RADIANT 
CEILING CABLES 


SO EASY TO 


Install! 





MR. R. M. CONDRA 
Contractor- 
Engineer 
Nashville 
Tenn 


THERE 


Ke the 


THOUSANDS OF USERS —! 
rby re 


NEW FREEDOM OF DESIGN —( 


tif r 8 


| 
t ( Heat 
con Oh 


TROUBLE FREE 


bHAt 


tw 
vas 


ts te 


| 


CEIL HEAT IS THE STANDARD 


HEATS — 
ime = 
THE SUN 


CEIL HEAT Division 
P 


O. Box 10066, Knoxville 


Dept 
Tennessee 


Homes, Inc 


H 


EASY TO ESTIMATE .EASY TO INSTALL 








FOR EVERY 
Starting 
PURPOSE 


° ° ° Ins st 


ON MONITOR 
MOTOR CONTROLS 


The pacemaker in its field, THE 
MONITOR CONTROLLER CO. 
has won and retained this lead- 
ership through more than six 
decades of specialization in the 
design, development and manu- 
facture of top quality motor con- 
trols. 


@ 200 H.P. Fully Automatic 
Compressor Controller for Air 
Conditioning System. 


Closed 
View 


The 


MONITOR 


CONTROLLER CO. 


Braintree 84, Mass. 


REPRESENTED BY 


B. S. WOODMAN 
1570 Northside Ave 
Atlanta, Georgia 


L. L. ROUSSEL LYNN ELLIOTT CO 
312 E 22 M & M Building 
New Orleans, La Houston 2 


Livingston P 


Texas 














Pharis, Jr., has been named to Mr 
Maxwell's former post as manager of 
the firm’s Roanoke, Va., office. 

Both appointments were announced 
by F. C. Ruling, manager of the At- 
lantic district of the G. E. 
sales division. 

Mr. Maxwell will have responsibility 
for the company’s offices at Charles- 
ton, Roanoke, and at Bluefield, W. Va. 
He succeeds James J. Fitzgibbon, who 
now is manager of the apparatus sales 
office in Washington, D. C. 

Mr. Pharis has been a member of 
the sales force of the Roanoke office 
since 1945 


apparatus 


Terrell Alston Busby, vice-president 
and assistant to the president of 
South Carolina Electric and Gas Co., 
died January 9, in Columbia. 

Mr. Busby had just recently been 
promoted to his new position from 
that of operating vice-president. Mr. 
Busby was member of the 
board of directors of the company. 


also a 


Bernard D. Levaur, vice-president 
of Pittsburgh Reflector Company, has 
been named president of the Electric 
League of Western Pennsylvania fo 
1952, H. H. Johns, Jr.. League man- 
ager, announced recently. 


Bernard Levaur 


Mr. Levaur, who is chairman of the 
Industrial and Commercial Lighting 
Equipment Section of the National 
Electrical Manufacturers Association, 
as vice-president of the Elec 
tric League for the past 


served 
yeal 


Dossert Mfg. Corp., Brooklyn, N. ¥ 
has recently appointed Paul M. Simp- 
son and Son as their executive sales 


Vir- 


representatives in the states of 
ginia and North Carolina 
Dossert manufactures a complete 
line of electrical connectors for tubu 
lar and flat bar bus, and wire and 
cable conductors, and has been serving 
the electrical industry since 1904 
Paul Simpson, Sr., is well known to 
the trade in Virginia and North Caro 
lina, been a manufacturers’ 
representative since 1928 


having 
His son has 
been associated with him since 1948. 


Elmer B. Hurst, of Woodstock, Va., 
has been appointed manager of the 
Virginia Electric and Power Company 
at Altavista, Va., according to J. M. 
Wilson, of Vepco, at 
Charlottesville 

Mr. Hurst succeeds Roy R. 
who was recently made manager of 
the company at Virginia Beach. 

Stuart C. Will has been appointed 
manager at Woodstock to succeed Mr. 
Hurst. 


vice-president 


Price, 


H. O. Sprinkle was elected president 
of the Public Utilities Association of 
the Virginias for a one-year term at 
the recent annual business meeting of 
the association held in White Sulphur 
Springs, W. Va. 


H. O. Sprinkle 


Mr. Sprinkle, Monon- 
gahela Power Company's operations 
department at Fairmont, W. Va., 
headquarters, succeeds R. N. Jewell 
of the Wheeling Electric Co., Wheel 
ing, W. Va 


manager of 


Richard Bullwinkle has been elected 
vice-president and John Hume suc 

eds him as secretary and assistant 

easurer of Texas Utilities Co. 

Mr. Bullwinkle had been secretary 
and assistant treasurer of the com 
pany since 1945. Mr. Hume formerly 


f 


handled special assignments of varied 


nature in the executive department of 
Texas Electric Service Co. 


Operating it subsidiaries of 
Texas Utiliti 
Light Co., Texas Electric 
Power and 


Company are Dallas 


Power a 
Service Co., and Texas 


Light ¢ 


Wm. H. Bond, manager of distrib 
s for the Hoover Company, 


itor sale 
} 
cleaners 


pionee iaker electric 


ind other produ s been promoted 


to manage! company’s special 
products division, it was announced 
recently. Mr. Bond will succeed Oscar 
M. Mansager, general 


who became 


sales manager on January 1. 
Although Mr. Bond has been with 

Hoover only half 

years, he has been highly successful 


about one and a 
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in building up its new special prod- 
ucts division. He came to Hoover 
from Landers, Frary & Clark, where 
he was a district sales manager. 

e 

Important changes in the exe utive 
branch of the South Carolina Electric 
and Gas Co. were announced recently 
by S. C. MeMeekin, president, in Co 
lumbia. 

F. R. McMeekin, manager of pro 
duction and transmission, is now op 
erating manager and has supervision 
over all operations of the electric, gas 
and transportation departments 

e 


Elgin B. Robertson, Sr., Dallas, 
electrical engineer and president of 
Elgin B. Robertson, Inc., representa 
tive, recently was appointed to a new 
board of the National Society of Pro 
fessional Engineers. Mr. Robertson 
will be one of 20 engineers through 
out the country who will serve on the 
Professional Engineers Conference 
Board for Industry, which will report 
on engineering and industrial prob- 
lems. 

= 


Three new appointments affecting 
sales department operations of Jones 
Metal Products Company have been 
recently announced by Frank E. 
Jones, president. 

Herbert Boyer, formerly secretary- 
treasurer, was elected vice-president 
in charge of sales at a meeting of the 
board of directors. 

L. E. Reed will serve as administra- 
tive assistant to Mr. Boyer. Mr. Reed 
formerly handled sales and promo- 
tional work for the lighting division. 


Richard P. Harner 


R. P. Harner will fill the newly 
created position of director of sales 
for the Abolite lighting division. Mr. 
Harner was formerly with Tuttle and 
Kift, Inc. 

* 


Don R. Lawrence will cover the 
states of North and South Carolina 
and Eastern Tennessee for Jules J. 
Dreyfuss’ Sons, electrical factory rep- 
resentatives with offices and ware- 
houses in Atlanta and Miami. 

M. Jack Dreyfuss, manager of the 


Atlanta office, announced that Burney ing to James Millar, partner in the 

H. Johnson wiil assume Mr. Law firm. Mr. Harpe was formerly with 
rence’s duties in the Miami office. Concord Radio Corp 

Increased industrial expansion and 

az activity throughout the Southeast 

brought about this further expansion 


Elmer A. Barte has been named to in personnel, ac ording to Mr. Milles 


the post of vice-president by Roda'e 
Mfg. Co., Inc., according to a recent e 
Rodale announ ement. 
Harry G. Moore, superintendent of 
the At'anta division of Georgia Power 
Co., has been promoted to the newly 
created position of division manager 
operations 
He has been succeeded as divisior 
superintendent in Atlanta by William 
Westbrook, former superintendent 
the Columbus division 
Mr. Westbrook has been succeeded 
as Columbus division superintendent 
by Nelson H. Parker, Jr.. assistant 
uperintendent of the division 
Herbert C. Woodson, division engi 
for the company at Macon, has 
ucceeded Mr. Parker as assistant 


neer 
Elmer A. Barto division superintendent 
Mr. Barto joined the company it 
1930 when they moved to their pres e 
ent Emmaus, Pa., location 
Perry M. Green, Jr., has recently 
* been elected to the position of vice 
president in charge of production of 
Harry Harpe and Miss Florence E. Continental Electric Equipment Co., 
Millar have recently joined the staff Ludlow, Ky., according to John B. 
of James Millar Associates, 1036 Cottell, president. 
Peachtree St., N. E., Atlanta, accord Mr. Green, formerly production mar 








INDUSTRIAL LIGHTING FIXTURES 


coed Complete Lines meet 
every safety lighting need! 


VAPORTIGHT 


For effcient illumination and maximum indoor and outdoor 
protection against non-inflammable gases, vapors, dusts and 
moisture, A complete line available in pendent, ceiling and 
bracket types from 15 Watts through 500 Watt sizes. Bases 
remain vaportight when globes are removed or broken in 


> WRITE FOR CATALOG Ne. 9048 11 


EXPLOSION-PROOF 


CLASS I, GROUPS C &2D 
For greater safety in hazardous locations wherever flammable 
materials are made or used. A complete line is available in 
pendent, ceiling, bracket and hand types— from 100 Watts 
through 500 Watt sizes. Standard conduit bases permit inter- 
changeability of reflector globe assemblies 
WRITE FOR CATALOG Ne. H-47: 11 


DUST-TIGHT 


CLASS I, GROUPS E, F &G AND CLASS Ili 
For hazardous locations where flammable or explosive dusts 
are present. Streamlined design prevents dangerous accumula- 
tion of dust particles. Two exclusive design Renae facilitate 
easy cleaning and relamping. Standard pendent 
and junction box bases accommodate any style 
of fixture—globe—assembly interchangeably in 
either 100 Watt or 200 Watt sizes 

WRITE FOR DATA SHEET No. 7151-11 


RUSSELL & STOLL COMPANY, INC + 125 BARCLAY STREET, NEW YORK 7, N.Y. 1902-19: 


RUSSELL & STOLL 
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A fair trial will con- 
vince you thot 
Tomic thinwall con- 
nectors and coup- 
lings do the job 
easier, sufer, 
quicker. Try them 
.. and you'll never 
be without them. 
¢ THINWALL wired from your 
jobber. 
ON QUPLINGS - 
@ No. 310 .. 
UNDERWRITERS @ No. 311% Manufacturers of Fomous 


APPROVED @ No. 312-1" Tomic Cable Connectors 


TOMIC SALES & ENGINEERING CO. 


4864 Woodward Ave., Detroit 1, Mich. 








“Gg Aling 


INDUSTRIAL—COMMERCIAL... 
FLOODLIGHTING...PUMP 
ISLAND INSTALLATIONS 


There is an Abolite reflector for every 


lighting need. Write today for the new 


Abolite catalog . . . a complete line of 


lighting equipment for all industrial and 
bal ~ I 


commercial applications. 


THE JONES METAL PRODUCTS CO. 
WEST LAFAYETTE, OHIO 
WHITER THAN WHITE 





ager at Continental, wiil direct the 
manufacture of Continental’s wide 
line of switchgear, control centers, bus 
duct, panelboards, and other electric 
distribution equipment 


F. W. Knoeppel, 1713 S. W. 9th St., 
Miami 35, Fla., has been appointed 
manufacturer’s representative in the 
state of Florida for the line of switch- 
boards and panelboards manufactured 
by Cleveland Switchboard Co., Cleve- 
land, Ohio 


The tirm of Donty and Downie, 
Baltimore, Md., has been appointed 
sales representatives for The Edwin F. 
Guth Co., St. Louis, for the states of 
Maryland and Virginia, as well as for 
Washington, D. C. Principals of the 
firm are Paul Douty and Cal Downie. 

The new representatives have an 
excellent background of working with 
electrical wholesalers and contractors, 
itility lighting engineers, architect 
and consulting engineers, according to 
Guth 

e 


Several important organizational 
appointments in Cutler-Hammer, Inc., 
have beer innounced by G. S. Crane, 


president. 


Philip Ryan has been named execu- 
tive vice-pres ident in addition to his 
duties as vice-president in charge of 
manufacturing, a position he has held 
for the past x years 


R. A. Millermaster, for the past five 
years assistant manager of the de 
vel pment department, has been 


named manager 


Cc. W. Kuhn has been appointed di- 
rector of development engineering 
Since 1946 he has been assistant man- 
ager of the development department 
Many of the company’s important 
pre ducts including electrical controls 


and protective devices are of his design. 


NEW PRODUCT NEWS 


Weather-proof units 

IN ANSWER TO the demand for a 
switch and receptacle that would be 
servicable in rainy weather or wher- 
ever dampness prevailed, Revere Elec- 
tric Manufacturing Company has de- 
veloped a series of units that permit 
mounting on outdoor flat or curved 
surfaces 

The flat units can be mounted on 
walls, whereas the curved units are for 
mounting on pipes, poles or, in fact, 
a tree. They are simply constructed, 
comprising a cast cover and surface 
plate on which the switch or recepta- 
cle is mounted. Mounting plate is ar- 





ranged for drilling and tapping wir- 
ing outlet. 

Receptacles provided are for two- 
wire, 15 amperes, 125-volt, and 10 am- 
peres, 250-volt. Three-wire Twistlock 
receptacles are also provided for 15 
amperes, 125-volt and 20 amperes, 250- 
volt, enabling plugging in portable 
electric tools, vacuum cleaners, grease 
thawers, as well as quick charges at 
automobile service stations. Building 
contractors find the units ideal for 
furnishing a convenient outlet on con- 
struction projects. 

A typical installation is in a farm 
yard to control lights, or enabling re- 
pairs to be made on equipment com- 
ing in off the field. For home use, a 
receptacle can be mounted in a back 
yard for plugging in hedge trimmers 
and electric lawn 

The switches control a series of in- 
dividual lights on shipping platforms, 
factory yards, gates, etc. A recent in- 
stallation was made at a football stad- 
ium, providing an excellent means of 
plugging in a portable spotlight to ac- 
cent a special event. Airports, too, can 
use the units for switching on lights 
at aprons, 


mowers. 


loading platforms as well 
as in and around hangars 

Further details will be furnished by 
the manufacturer, 
Mfg. Co., 
Ill 


Electric 
6009 Broadway, Chicago 40, 


Revere 


IHuminated valance 

ONE OF THE newest components of 
home lighting, the illuminated valance, 
is now being manufactured by Jolec 
Corp. 

‘ombining fluorescent lighting with 
the new fix- 
ture opens many avenues to attractive 
throughout the home. It can 
be used over windows, across entire 
walls, over pictures, beds, and tables, 
and with many other variations. 


the conventional valance, 


decor 








Interior decorators have found that 
it provides desirable indirect lighting 
and enhances the beauty of room deco- 
ration. 

The Joleco illuminated valance is 
manufactured complete including 8- 
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inch or 10-inch face-board %4-inch ply- 
wood unfinished sanded surface, tra- 
verse rod, radio and television inter- 
ference filters, and a 10-foot cord with 
hand switch. 

The fixture is available in four 
lengths as standard: 33, 48, 66, and 96 
nches. 

Sizes can be combined in any group 
of multiples to form the length re- 
quired. Each length employs a single 
fluorescent lamp and comes equipped 
with adjustable wall mounting brack- 
ets, face-board mounting brackets, 
and hangers. 

Plywood face board can be painted, 
papered, or upholstered to complement 
the decorations of the room. Special 
lengths of face boards and traverse 
rods, where multiples are 
available on special order. 

Further details on the illuminated 
valance can be obtained from Joleco 
Corp., 2513 Baldwin St., St. Louis 6, 


Mo. 


used, are 


e 
Expanded Panelette line 
THE SQUARE D COMPANY has an 
nounced an of its NMO 
“Plug-in” Panelette line. These “Plug 
in” lighting panelettes are now avail 
able with either lugs of circuit breaker 


expansion 


mains from 2 to 40 circuits for use on 
a-c lighting and appliance branch cit 
cuit applications 

Four standard basic devices of 
20-, 28- and 40-circuit combinations 
are available, permitting stock sele 
tion of equipment to meet job require 
ments, including space for future cir 
cults 

These Panelettes incorporate ther 
mal - magnetic “Plug - in” circuit 
breaker units (rated 15, 20, 30, 40, or 
50 amperes) mounted on cylindrical 
bus bars. The circuit units 
are interchangeable with those of the 
MO-12 and MO-20 load centers 

A flexible packaging arrangement 
permits the carton containing box and 
bus assembly to also take the neces 
“Plug-in” 
after their 
plete package can be shipped to 
the complete customer 

NMO Panelettes 
ers’ listing and are available for use 
three- 


breake) 


sary breakers and trim 
selection. Thus, one com 
meet 
requirement. 
bear Underwrit 
on single-phase, three-wire o1 
four-wire a-c systems 

Further details are available from 
the Square D Co., 6060 Rivard St., 


Detroit 11, Mich. 
e 


phase, 


Continuity tester 


ANEW POCKET-SIZE continuity tester 
is being added to the line of electri- 
cians’ tools manufactured by Ideal In- 
dustries, Inc., 1017 Park Ave., Syca- 
more, Ill. 

This new tester is dasigned to deter- 
mine continuity of circuits and iden- 
tify wires between terminals or in 
multi-wire cable, as in switchboards 
and control panels. 

It permits testing of circuits with 


1952 





FLUQRESCENT 
LIGHTING 


COMMERCIAL 


INDUSTRIAL 
OR 
SCHOOL LIGHTING 


FIXTURES 


Figure with us on 
some of your jobs! 


We Are Very Competitive 
and May Save You Money 
* 


WRITE FOR OUR CATALOG AND 
SPECIAL PRICES ON 
INDIVIDUAL JOBS 


LOUISVILLE LAMP CO. 
724 W. Breckenridge Street 
Louisville 3, Kentucky 
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PYLE-NATIONAL 


INDUSTRIAL 
LIGHTING FIXTURES 


for safely 


IN HAZARDOUS LOCATIONS 


EXPLOSIO ROO 


Pyle-National LE Series: Class 1, C and D 
For use in locations where highly flammable 
materials are manufactured or handled. 
Rugged, flame-tight cast aluminum alloy hous- 
ings render internal explosions harmless, and 
Threaded 
construction permits easy access to interior for 


insure safe operating temperatures. 
Pp 


wiring ard lamp replacement. Available in many 
types and sizes. 


Pyle-National DE 
Series: 


Class 1, Groups, 
E, Fand G 


For use in locations where flammable dusts ore 
present in quantity 

Strong, one-piece cast aluminum alloy hous- 
ings are designed to exclude dust from the inte- 
rior and to avoid accumulation of dust on the ex- 
terior surface. Available in many types and sizes. 


Consult the new PYLET Catalog 
for complete line of explosion- 
proof supporting PYLETS for 
lighting fixture mounting. 





THE 
PYLE-NATIONAL 
COM PANY 
1354 N. KOSTNER AVENUE CHICAGO 5), ILLINOIS 
District Offices and Representotives in Principal Cities 


of the United Stotes 
Plugs and Receptacles * Floodlights * Conduit Fittings 
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out the need of live-wire connections, 
as it provides its own power from pen- 
lite batteries. The tester may be used 
in noisy areas, because it uses a signal 
light indicator which illuminates the 
point of contact. It requires only one 
hand, leaving the other hand free to 
hold circuit diagrams or blueprints 

No larger than a pen-lite flashlight, 
this sturdy little tester has been de- 
signed for use by electricians, building 
and plant maintenance men, and also 
on many production lines. 

The tester comes equipped with a 4 
foot cord and alligator clip. When not 
in use, the test lead is detached, elim 
nating any chance of exhaustir 
batteries 


Panelboard distribution 


THE BULLDOG Electri Products 
Co., Detroit 32, Mich., has announced 
that it is now featuring its P2B and 
P3B Pushmatic Electri-Center (cit 
cuit breaker) panelboards under a 
new merchandising program. The pro 
gram makes lighting panels available 
for immediate delivery from the dis- 


tributor’s shelves. 








A basic device consists of cabinet, 
front, and an interior which already 
contains either four or six Pushmatic 
breakers. The customer merely in- 
forms the counterman of his prefe1 
ence for interior (single-phase, three- 
wire or three-phase, four-wire), type 
of front (flush or surface), and the 
number. and type of additional indi- 
vidual Pushmatic breakers. The coun- 
terman pulls component part 
from his shelves to make up the de- 


each 


sired panel. 
* 


Industrial lighting fixtures 


4 COMPLETELY NEW line of indus- 
trial lighting fixtures has been an- 
nounced by Gibson Mfg. Co., 1919 
Piedmont Cir., N? E., Atlanta, Ga. 

These fixtures have been designed 
and produced to give more uniform 
illumination to all surfaces within the 
are of the reflector plus excellent 


shielding. They are finished to provide 


the toughest possible resistance to 
oxidation ir 
treme humidity and 


atmospheric 


installations where ex 
other 
conditions prevail. 


adverse 


The reflector is formed in a perfect 
parabola with the outside lamps at 
the center of curvature 


wr focal point, 
iniformity of 
down-light over working area. Longi- 
tudinal 


0 provide maximum 


shield, for greater lateral 


shielding, is available for all twe 
fixtures 


-lamp 


Gibson industrial units are adapta 
ble to all mounting. End 
wer the edge of the 
Wire-way channel and are provided 
with %-inch conduit knockouts. The 
end panels are 


types o! 
panels completely « 


easily detached and 
channel coupler added to make a com- 
pletely closed channel any length. 
The Gibson industrial line includes 
models in 4-, 5-, and 8-foot conven- 
tional for bi-pin lamp, and 4-, 6-, and 


8-foot mono-pin slimline both two- 
ind three-light. 
Parabolite, the indus- 


turret 


top-quality 
trial series, is wired with 
sockets, and is available in all porce- 
lain, or all hi-baked enamel, to speci- 
fication. 
Nadalite, 


trial series, with all 


the medium-priced indus 
ETL-approved 
ballasts, starters, and “white” sockets, 
are smaller units with narrower lamp 
spacing. 
Special four-lamp fix- 
ires with the same quality compo- 
nents as Parabolite. Scotty series fea- 
ture shallow channel to accommodate 
narrow cross-section ballasts. 
Components are ETL approved and 
fixtures meet RLM requirements. 


series are 


* 
Appliance switch 

JOHN I. Paulding, Inc., of New Bed- 
ford, Mass., has announced a double- 
pole appliance switch capable of with- 
standing intermittent temperatures 
up to 600°F and sustained tempera- 
tures up to 450°F. 

Householders should appreciate the 
switch because it makes an ideal re- 
placement item. 

The positive snap-action mechanism 
is enclosed in a precision-molded box 
of electrical porcelain made in Pauld- 
ing’s own pottery. Over-all dimen- 
sions of the box are 1-13/16 inches 
1-3/16 inches wide, and 1% 
inches high. 

Special phenolic-molded, heat-resis- 
tant material is used for the breaker 
bars. Electrical porcelain barrier sep- 
arates terminals. A special phenolic 
barrier prevents arcing. Special face 


long, 
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plates for mounting can be furnished 
on request. 

Large-headed screw 
provided on the back for easy wiring. 
The unit is listed by Underwriter’s 
Laboratories, Inc. 


terminals are 


32-step voltage regulator 


»») 


A NEW SINGLE-PHASE, 32-step vol- 
tage regulator with ratings that are 
branch and 
\ 


particularly suitable for 
rural circuits has been announced 
the General Electric Compzny’s trans- 
former and allied 
ment in Pittsfield. 

Designated as the ML32, the new 
company’s 


ry 


products depart- 


regulator supersedes the 
ecight-step MLS. The new 
offers 10 per cent raise and 10 per 
cent lower regulation in 32, °s per 


regulator 


cent steps. 





Designed to include all ratings cov- 
ered by the ML&, the ML32 is avail- 
able in voltage classes of 2500, 5000, 
and 7620 volts, with insulation levels 
designed for the corresponding “Y” 
voltages. 

Among other improvements a modi- 
fied, rapid switching process has been 
incorporated in the new regulator to 
give it maximum contact life and 
quiet operation. 

Controls on the new regulator are 
designed to meet ASA Class I accu 
racy standards, and are assembled on 
a new, neatly arranged control panel, 
essentially the same as those used on 
large power transformers with load 
ratio control. A new 
tion indicator is located on the tank 
for easy reading from the ground. 


magnetic posi 


Time-delay plug fuse 

RoyaAL-LAG “Shok-Absorber” safety 
glass-top plug fuses have just been 
introduced to the trade by Royal Elec- 
tric Co., Inc. Pawtucket, R. 

Incorporating a time-delay “lag” 
link of a new type, the fuse will safely 
absorb starting overloads and sudden 
current surges, just as cartridge-type 


lag fuses do, preventing needless blow- 
ing, but giving ample protection to the 
entire circult. 

In merchandising the fuses, 
is emphasizing the home market be 
of the many heavy appliances 
Two types of 
packing are handy 
five-pack, and a brand new individual 
pack developed by Royal, in display 
50, ‘which can be trans 


Royal 


CAUSE 
now commonly in use. 
available: the 


cartons of 
ferred to counter bins and carry the 
full sales message right with it 
“Shok-Absorber” 
vertised, is UL-listed, and bears the 
Good Housekeeping seal of approval 


nationally ad 


T-polarity flush receptacle 

NEW TO THE 1952 line of the Rodale 
Mfg. Co., Inc., is a 20-ampere two 
wire “T”-polarity flush receptacle 
(Catalog No. 1240). Molded of bake- 
lite, the product is especially designed 
for heavy industrial use 


It will accommodate all 


standard 
single-outlet plates, yet effectively pre- 
vents the all-too-frequent blown fuses 
and other mishaps that occur when a 
regular parallel-blade cap is mistak 
enly inserted into a_ receptacle of 
much higher amperage 

The new cap, rated 250 volts, and 


listed by Underwriters’ Laboratories, 


is available for immediate delivery 


owe. 


Also available are two ym panion 


tems, the two-wire polarity cap 
(Number 1202) and cord connecto 
(Number 2220) 

, 


A sample will be sent if request is 
made on letterhead to the Rodale Mfg 


Co., Inc Emmaus, Pa 


+ 
High-wattage R-40 lamps 
DEVELOPMENT OF TWO new 500-watt 


R-40 reflector 
nounced by General 


has been an 
Electric's 
division, with headquarters at Nela 
Park, Cleveland 12, Ohio 
The two lamps, one 


lamps 


lamp 


with a flood 
beam and the other a spot beam, are 





A NAME 
GROWING BIG 
—ELECTRICALLY 
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NEW ADDRESS — 590 MEANS STREET N. W.— ATLANTA, GA. 





DRILLS 


FOR ALL TYPES 
OF MASONRY 


—=trtrtrrc) 


ARRO FLEXO-FLUTE SPIN DRILL 


Cemented carbide tips. Cleans 
dust from holes automatically. 











oo ————} 


ARRO HAND STAR DRILL 





ee 





ARRO 3-FLUTED DRILL POINT 
Type 200 








——e 








ARRO 4-FLUTED DRILL POINT 
Type 300 


ARRO TWIST DRILL POINT 
Type 100 


RUBBER GRIP DRILL 
POINT HOLDER 
FOR TYPES 100, 200 and 300 
DRILL POINTS 


ee PY 
PLAIN STEEL DRILL POINT HOLDER 


FOR TYPES 100, 200 and 300 
DRILL POINTS 





ARRO offers a complete 
line of drills for masonry, 
especially designed for 
their specific jobs. Made 
of the finest materials 
and produced by skilled 
craftsmen....ARRO drills 
are conveniently avail- 
able from your ARRO 
distributor. 


Sold only through Yobbers 
ARRO EXPANSION BOLT CO 


MARION, OHIO 


~~ 
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designed to meet growing demands otf 
outdoor industrial, service station, and 
other applications. 

Made of heat-resistant glass, with 
faces 5 inches in diameter, the lamps 
have mogul screw bases. 

Preliminary performance data indi- 
cates a mean candlepower in the cen- 
tral 10-degree cone of approximately 
20,000 for the spot, and 4000 for the 
flood lamp. 

According to engineers, the lamps 
were designed in response to require- 
ments for lamps of sturdy construc- 
tion and easy maintenance to provide 
a high light output for applications in 
outdoor industrial areas and service 
stations. Other expected applications 
are for parking lots, roadside stands, 
street railway yards, and airport 
hangers and aprons. 

The new lamps are higher wattage 
companions of the 300-watt R-40 re- 
flector lamps, and will considerably 
extend the fields of applications of re- 
flector lamps, G. E. engineers said. 

30th the 500-watt flood and spot 
lamps are now available, and carry 
list prices of $3.45 and $4.05 respec 
tively. 

* 
Solderless ground fitting 


A RIGID-TYPE solderless ground fit- 
ting for bonding ‘%-inch conduit to 
water pipe or driven ground rod is 
now under production at the H. B. 
Sherman Mfg. Co., Battle Creek, Mich. 

The Sherman GF23 ground fitting is 
an extra-heavy, high-strength clamp 
made of special bronze alloy of high 
est electrical conductivity. 


The fitting has a swivel conduit 
hub, adjustable to any position, mak- 
ing it adaptable for installation in lo- 
cations that are inaccessible with 
other types of clamps. The large 
clamping washer and the design of the 
conduit fitting provide absolute pro- 
tection for the wire connection. 

A bottom section is reversible for 
small rods. Heavy bolts and _ lock 
washers, and a special slot which per- 
mits the clamp to be opened easily for 
installation are other features. 

The new fitting accommodates up to 
No. 4 standard AMG wire, %-inch 
conduit and fits ™4- to 1l-inch water 
pipe as well as %- to 1-inch diameter 
ground rods of any shape or ma- 
terial 


Transformer bulletin 

THE PROPOSED AIEE guide for the 
use of openly ventilated dry-type 
transtormers with Class B insulation 
is contained in a new eight-page bul- 
letin released by Allis-Chalmers Mtg. 
Co. 

The guide gives general recommen- 
dations on installation, inspection, 
storage, maintenance, and operation. 
It includes distribution and power dry- 
type transformers in racings above 00 
kva and above 600 voits, cooled by 
natural draft or forced draft. 

Copies of the builetin, 61X7088B, 
which should be particulariy helpful 
to maintenance engineers and service- 
men, are available upon request from 
Allis-Chalmers Mfg. Co., 938 So. 70th 
St., Milwaukee, Wis. 


Packaged heat pumps 
(Continued from page 45) 
and 4,700 kwh for cooling. How- 
ever, as the air-to-air heat pump 
used no water either as a_ heat 
source or for dissipating the sum- 
mer heat, the over-all cosi was not 
in excess of the prey ious cost of the 
water-cooled, self-contained sum- 

mer air conditioner. 

Packaged units used and dis- 
played in real estate offices serve 
to suggest yvear-around residential 
air conditioning to property buy- 
ers. These packaged units fit ex- 
ceptionally well in small isolated 
offices such as real estate offices. 

In one such real estate office 
different 
types of heating systems are on 


near Philadelphia — six 


display. One of these is a heat 
pump. This instills in the buyers’ 
minds the thought of the all-elec- 
tric air-conditioned home. 

The heat-pump' installation 
serves a small real estate and in- 
surance office and shows an annual 
consumption of 20,500 kwh. This 
basementless building, 25 feet by 
32 feet, with two additional sec- 
ond-floor offices, was conditioned 
by a 6-hp air source heat pump. 

With the occupancy above that 
in a normal home and greater 
than average in-and-out traffic, the 
requirements are more like those 
of a commercial user than of a 
residence. 

Four summer months of cooling 
used 5,100 kwh at an annual load 
factor of 814%. The addition of 
the heating load of 15,400 kwh 
brought the total annual consump- 
tion to 20,500 kwh and raised the 
load factor to 33%. 
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IN KITCHEN VENTILATION 


EXCLUSIVE 


in 
TRA DE-WIND 
VENTILATORS 


CENTRIFUGAL /BLOWERS 


for discharge under|pressure 


The outstanding performance of 
c lippe r Ve ntilators is 
due to their exclusive fe sign, incorporat- 
ing the use of genuine] centrifugal 
blowers. Unlike blade- -type fans 
b lowers move a large 
es oom of air through a duct under 
pressure. This pressure is necessary to 
overcome the resistance set up by the 
walls, elbows and/other obstructions in 
the duct system. You can count on 
for qui ility ; perform: ince 

| 


The ONLY ventilator that gives you 


@ Centrifugal Blowers @ interchangeable 

@ Isolated Motor Horizontal and 

@ Dripiess Grille Vertical Discharge 
@ Easier installation @ Five-year Guarantee 


PRICE OFFERS AN INDUCEMENT 
BUT QUALITY OFFERS A REASON 


TRADE-WIND 


MOTORPANS. rN MOS 


5727 S. Main St., Los Angeles 37, Calif. 
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In a climate such as that in the 
Southeast, the balance between 
the heating and cooling load would 
be closer and more favorable. 

In many cases a great deal of 
the cooling and heating load as 
well, comes from the amount of 
outside air which is required for 
ventilation. This is particularly 
true in the case of restaurants and 
taverns where it is necessary to 
remove odors from the premises 
in order to maintain the custom- 
ers in a good frame of mind over 
a continuous period. 

Heat from the kitchen of a res- 
taurant is quite important and 
extremely large in quantity. Un- 
fortunately, a great amount of 
grease formation occurs with cook- 
ing. The use of exhaust air from 
the kitchen as the outside air 
source will lead to a great deal 
of trouble because of the clogging 
up of the outside air coils and 
possibly complete ruination of the 
system. 

However, in cases like a tavern 
where relatively clean smoke 
given off in large quantities, it 
is possible to bring in some of the 
ventilation air through the heat 
pump, warming it up to the proper 
temperature, and at the same time 
improving the heat pump’s_ per- 
formance. 

Likewise, some of the exhaust 
air can be discharged through the 
outdoor coil of the heat pump, 
which in effect raises the temper- 
ature of the outdoor air source of 
heat. The result is again an in- 
crease in the performance 

The improved performance 
brought about by the proper han- 
dling of ventilation and exhaust air 
manifests itself in a greater heat- 
ing capacity and a higher coeffi- 
cient of performance 

Lighting and air conditioning 
for small commercial installations 
constitutes not only the bulk of 
the electric load but is continuously 
growing in use. As mentioned 
earlier, these two loads add com- 
forts for the customer and improve 
sales facilities resulting in larger 
customers’ checks 

fecause of the character of this 
load, many utility companies have 
taken this business on the basis of 
an additional demand charge. This 
is undoubtedly justified. 
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DESIGNED 
ESPECIALLY 
FOR YOU 


Designed especially for you 

Kayline’s new Catalogue 
No. 52 of fluorescent, in 
candescent and slimline light 
ing fixtures is now available 
Architects and lighting engi 
neers will value this color 
fully illustrated 68 page 
catalogue. It's full of light 
ing charts and diagrams 
You'll want it ot your finger 
tips. Write for it on your 
business letterhead 


See Sweet's 
Architectural 
File 
Section 
31A-12 


THE KAYLINE COMPANY 
2480 EAST 22nd —— 
CLEVELAND 15, 10 








The bulk of the cooling peak 
comes on summer afternoons from 
12 noon until 5 p. m. at a time 
when the demand in hourly usage 
overlaps a number of other impor- 
tant loads which the 
cailed upon to serve. 

However, in the 


utility is 


winter-time, 
the same demand in consumption 
will reduce the require 
ments for the store, not only dur- 
ing the peak periods of the after- 
noon, but 


heating 


also during the morn- 
ing, when the heating load is in- 
creased to get the building up to 
temperature. 

As a result, in several localities 
the winter consumption may be 
substantially 
than summer consumption. 


equal to or greater 

With 
an air-source packaged heat pump, 
the savings in cost of water cur- 
rently used for dissipating heat 
from the cooling system in summer 
alone will substantially assist in 
paying the cost of heating the 
premises in the winter. 

The addition of this all-electric 
air-to-air heat pump increases your 
revenue. 

It also about a 
load factor than the one 


brings better 
which 
already exists with the lighting, 
cooling, and appliance load. 

The customer purchases these in- 
creased monthly kilowatt-hours on 
the lower rate blocks and thereby 
pays a lower average annual cost 
per kilowatt-hour. 

It is likely that there would be 
a lower over-all cost to the cus- 
tomer for year-round electric ser- 
vice doing the complete job than he 
now pays for three services 
tricity, gas, and water. 

These economic factors indicate 


elec- 


oppoitunities for packaged air- 
heat-pump small 
commercial installations which need 
only the sponsorship, support, and 
promotion of electric utilities to 
make them an actuality. 


to-air sales in 


Fixture display 
Continued from page 35 


form 
mail advertising which 


selling, he hit upon a clever 
of direct 
has been in use ever since. 

There are two forms of direct 
mail, sent out as personal letters, 
which the Texas electrical con 
tractor has been using for several 
years. 

The first is aimed at the archi- 
tect, building contractor, or de- 
velopment owner, who is building, 
or causing to be built, many homes 
in fast-expanding Waco. To each, 
at regular intervals averaging once 
a month, goes the letter, mimeo- 
graphed on a letterhead, 
which is illustrated with this 
article. 


Jordan 


A cut of the store appears in 
the upper right-hand corner. In 
the copy, Mr. Jordan emphasizes 
lighting  fix- 
Copy points 


the importance of 
tures in a new home. 
out: 

“Dear Sir: The 
building at — . will 


home you are 


make a better showing if the light- 


ing fixtures give each room its 
needed touch. Lighting fixtures are 
one of the most important furnish- 
ings in any new home. 

“Most 


with no furniture for decoration, 


homes are seen or sold 


so for each room to make a better 








OUTLET & SWITCH BOXES 
CONDUIT FITTINGS ‘ELLS 
COUPLINGS—-NIPPLES, FLA.) 
FLEXIBLE & TELEPHONE WIRE 
FRICTION G RUBBER TAPE 
FANS & APPLIANCES 

RADIOS & TELEVISION 


Atlanta Office & Warehouse 
324 Peters Street, S. W 
ATLANTA 3, GA 
Phone Main 6886 





Nules 4 e,* fuss eit wa 


FACTORY AGENTS FOR 


WIRING DEVICES 

WALL PLATES — BROWN, IVORY 
FLOOD LAMP HOLDERS 
CARTRIDGE & PLUG FUSES 
FLUORESCENT BALLASTS 
STARTERS—SOCKETS 

LIGHTING FIXTURES 


* IMMEDIATE SHIPMENTS FROM ATLANTA & MIAMI STOCKS 


Send for our 1952 
NEW catalog binder 


Miami Office & Warehouse 
1820 N.W. Ist Avenue 
MIAMI 36, FLORIDA 

Phone 2-6736 








showing, the lighting fixtures should 

be wisely chosen.” 
The rest of the 

invitation for the builder or his 


letter is an 


customers to visit the showroom, 


where Jordan Electrical Service 
will assist with all lighting prob- 
lems. 

These direct-mail contacts, sent 
out in a 


constant barrage, and 


otten including folders or 
sketcnes of the 


inventory, 


color 
lighting fixture 
made Jordan's 


name well known in Waco. 


have 


A similar letter, aimed at a bet- 
ter-profit-per-unit sale, is sent to 
all Waco residents who are plan- 
ning construction of a new 
Electrical 


home. 
Jordan Service sub- 
scribes to a contractors’ associa- 
tion which sends out regular bul- 
letins on all building 


taken out on new home construc- 


permits 


tion, remodeling projects, etc. In 
this way, Jordan’s is able to con- 
tact the prospect long before the 
first brick is laid. 

Copy in this letter reads: 

“Dear Mr. & Mrs.: In building 
a new home, you are interested in 
several 


things: the convenience, 


the appearance, and the cost. 
“The lighting of your new home 
is certainly a convenience, the 
lighting fixtures add to the ap- 
pearance, and we believe we can 
help you in re gard to the cost.” 
The letter goes on to emphasize 
the importance of lighting fixtures 
in the decorative scheme, adequate 
light for reading or the youngsters’ 
study periods, and for exterior 
beauty. 
these 
letters may be sent out every day. 
And since they always reach the 


As many as a dozen of 


prospective homeowner at a time 
when he is most receptive to sug- 
gestion, they bear a high degree 
of response. 

Most of the letters which go to 
individual customers, incidentally- 
are typed out, personally signed, 
and sent in plain envelopes. This 
with the “broadcast” 
atmosphere, usually 
direct-mail promotion. 

The direct-mail program, in 
combination with an_ excellent 
location and a steadily growing in- 
ventory, resulted in such a sales 
volume that within two years the 
original $1,000 inventory had been 
increased almost five times. The 


does away 
prevalent in 
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inventory is 
that of the 

In 1948, it was necessary to build 
a 35x30-foot showroom to 
the the original 
“We becoming so crowded 
for space that it was necessary to 
hang many of our samples in the 
rear rooms, or out in the shop,” 
Mr. Jordan said. 

“Construction of the additional 
showroom made it possible for us 


now seven times 


original year. 


annex 
right of 
were 


store. 


to further classify ligating fixtures 
into specific types, which increased 
and expedited sales.” 


over lighting the entire ceiling, o1 
a row of fixtures at a time. 

“Even if our visitors are not 
immediately interested in the pur- 
chase of fixtures, they always enjoy 
experimenting with the switches,” 
he said. 

Mr. Jordan 
factor in 


feels that a major 
lighting fix- 
tures is to maintain a large inven- 
tory. He scans the market closely, 
buys from eight to 10 sources, and 
unless a model fits into a particular 
architectural theme in building, 
he seldom repeats it. 


retailing 


liability of his firm, and the fact 
that any adjustments or necessary 
service will be without 
by the Jordan organization 

“We see to it that 
lation is properly 


made cost 
instal 
made,” he 
“which is good business for us, in 
asmuch as it eliminates the cost of 
return calls 


every 


said, 


and repairs.” 
New G. E. building 
(Continued from page 41 


G. E.’s Atlanta Apparatus ware- 


house on Glenn St., plus five other 
provide convenient 


There are always fresh, 
ing new 


The new showroom, also in pas- 
tel tints, with an all-glass front, 
and comfortably furnished with 
leather lounges and chairs, was 
carefully planned by the Texas 
contractor. 

The fixtures suspended from the 
ceiling are controlled by 45 indi- 
vidual switches which are on 
the wall just inside the door which 
connects the two showrooms. 

With 45 switches on eight cir- 
cuits, it is possible to light every 
fixture individually. Mr. 
considers this a vast improvement 


inspir- 
ideas in the fixtures sus- 
pended from ceilings. southeastern industries 
Many wealthy customers have to obtain electric power equipment 
dropped in ovens year to year to which is marketed in four general 
order lighting fixtures to re- 
place those which have been in ser- 
vice for only a few years. 


warehouses, 


Jordan’s sources for 


sales areas. 

The Industrial Depart- 
ment is responsible for all electric 
utilization 
motors, 


new 
Sales 
equipment such = as 
control and 


Cut-price competition, always a 
factor in any type of selling, 
become intense in lighting fixture 
retailing, Mr. Jordan added. He 
ignores low-price competition and 
emphasizes instead the well-known 
names carried in his stock, the re- 


can industrial 
heating devices. 

The Transportation De- 
partment markets all types of die- 
freight 
This group 


Sales 


Jordan sel-electric passenger, and 


switcher locomotives. 








CONTOURED 
BRUSHES (* (©) 


NCE 
ep IMPROVED MOTOR PERFORMA 
seed FEWER, FASTER BRUSH CHANGES 
mo LESS MOTOR “Down” TIME 


2) CARBON 


HELWIG CO. Hf iwi =SARBON for Lead, Rubber, Braid or 


Synthetic Covered Cables 


Nothing else gives ‘slip’ to electric cables like Y-Er 
Eas. This creamy, non corrosive lubricant simplifies 
cable pulling, especially through saddles and sharp 
turns 














Y-er Eas is never harmful to cables or conduit. It 
performs its slipping function, then dries out and 
shrinks in volume leaving only a light film of powder 


EFFICIENCY — SERVICE — ECONOMY 


-—NATURLITE— 


Reg. US. Pat 


Fluorescent Sileas 


deliver maximum efficiency and economy 
maintenance costs Bonderized 
light for the same dollar 


*Parker Rustproof Co 
Reg. US. Pat. Off 


LIGHT & POWER UTILITIES CORPORATION 


1035 Firestone Bivd.. Memphis, Tenn 175 Sth Ave.. New York 10. N.Y 
Southern meer 
Craig-Owen Co. . A. Wokemen 
or Georgia Ave. -. 0. Box 759 
Tenn. , Le. 


Write for 
Descriptive Only Y-Er Eas has all these features! 
Never messy or greasy to use 
Never harmful to hands or clothing 
Prevents sticking and setting of cables 
Does not run back on cables 
low original and Facilitates removal of cable at later date 


at no extra cost More Improved Y-Er Eas has been tested and approved 


by the Underwriters’ Laboratories, Inc 


At all leading Electrical Supply Houses 


C. K. Ramond 
301 Bellaire Dr. 
New Orleans, Lo. 


C. B. Bastin 
126 Thomas Rood 
Decatur, Ga. 


ELECTRO COMPOUND CO. 


3812 W. 150th Street © Cleveland 11, Ohio 
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CLAMP... LOCK 





This 
SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


No Removable Parts 
Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 
85% Copper Alloy © Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 


Specify K&H for YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG 5LC 


L KRUEGER & HUDEPOHL 


VINE AT THIRD=ES * CINCINNATI 2, OMIO 








NON-METALLIC — BX. 
& GROUND WIRE 
Ne RRR 


SERVICE ENTRANCE CAP 
LTT RENNER 


Sold Thru 


Your Local Wholesaler 
TLANTIC CONDUIT 
FITTINGS CO, 


BOSTON, MASs. 





Southern Representative 
Hopper & MeCoy 

454 Marietta St.. N. W. 
Atlanta 3, Georgia 











also markets electric urban transit 
vehicle equipment and aircraft and 
marine power equipment. 

The Electric Utility Department 
furnishes all southeastern utilities, 
both private and public, with powei 
generation and distribution equip 
ment. With the enormous increase 
in electric load all over the South, 
this business is correspondingly 
large. 

Approximately 100 southeastern 
agents or distributors also sell 
General Electric apparatus. The di- 
rection of this business is handled 
by the Agency and 
Department. 


Distributor 


In the new district headquarters 
building in Atlanta is one of the 
largest telegraphic centers in the 
country. This new switching center 
brings the many southeast offices 
into direct contact with all G.E. 
factories and headquarters. 

Atlanta is the ninth switching 
point in the company’s 60,000-mile 
telegraphic 
coast network is leased from the 
Western Union 
which serves all G.E. operations 


system. Its coast to 
Telegraph Co., 


in 117 cities in 35 states. The net- 
works of 251 stations brings all 
tne company operations within one 
minute of each other. 

R. W. Donald, G.E. Southeastern 
District auditor, estimated the new 
equipment cuts in half the re- 
routing time on the average mes- 
sage. “All 
“are re-transmitted 


messages,” he says, 
without re- 
distanc e be- 


tvping. Therefore, 


tween points is virtually of no 
consequence in determining deliv 
ery speed.” 

At the originating point, each 
message is typed on the typewriter- 
like keyboard of a teleprinter. As 
it is typed, it arrives instantaneous- 
lv at a switching center. 

An attendant notes the destina- 
tion on a perforated tape, presses 
a button, and an electric brain 
flashes the 


tination. 


message to its des- 
Formerly operators at 
relay centers had to re-type mes- 
sages manually. A monitor sys- 
tem protects the center against 
failure. 

General Electric has been an 
active Atlanta organization since 
its forerunner, the 

Huston Co., opened a 
office in 1888. Its 


Atlanta 


Thompson- 
southern 
hame was 


changed, on the books, 


when the General Electric Com- 
pany was formed in 1892 

This neophyte group, engaged 
in the sale of electric generating 
and utilization equipment, con- 
sisted of one man and a secretary, 
and sold everything made by G.E. 
at the time. The company’s trst 
office was a single room in the 
Kimball House, Atlantic 


landmark. 


historic 


Now, in keeping with the growth 
of its service to Atlanta and the 
South, G.E.’s Apparatus group 
alone employs nearly 400 Atlanta 


citizens. 


Farm-wiring contracts 
Continued from page 40 
job of this nature.” 
The salesmen of the firm make 
their 
complete 


rural calls equipped with 


literature and _ details 


on all major appliances, plus 
sketch forms in which the _ pro- 
posed wiring is roughed out be- 
fore being turned over to the 
four-man wiring crew. 

An average farm-wiring instal- 
lation, which provides plenty of 
outlets for use in every building 
on the property, will run to 
around $400, it has been found. To 
this amount, the firm can usu- 
ally tack on 
$1,000 in 


around another 


appliances within six 
months. 

An electric range is usually the 
first choice of the farm  house- 


wife, after electrification makes 
installation possibie, followed close- 


lv by automatic laundry equip- 
ment, then refrigerators and home 
freezers, Goodland Electric Center 
has found. 

Most farmers usually add one 
with purchases 


Goodland 


applianc e at a time, 


spaced months apart, 


Electric has discovered. 
During recent months, however, 
appliance 


with a possibility of 


allocation, farmers are ordering 


three or four appliances simulta- 
neously, once their property has 


been electrified 








STA-BRITE SETS THE PACE 
* IN THE SOUTH * 


If it’s fluorescent 
MAKE IT SLIMLINE 
STA-BRITE FLUORESCENT MFG. CO. 
325 NW 22nd Lane, Miami, Fie 
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bn $9 


FAMOUS 


Whether you're 
buying parts or a 
complete signaling 
system, you're sure of 
getting dependability 
when you ask for proven 


name brands. For many 


NAMES! 


HOLTZER-CABOT 


STANLEY & PATTERSON 


FARADAY 


years Holtzer-Cabot, Faraday, 


Stanley & Patterson have 


built 


leadership in the signaling field by making 
and selling only the best. Make them your 
standard on the next order. 


SOUTHERN REPRESENTATIVES: 


TEXAS 

P. A. Michler 
Dallas, Texas 
Barney Winkler 
Houston, Texas 
OKLAHOMA 

W. F. Howe & Co. 
Kansas City, Missouri 
KANSAS 

W. F. Howe & Co. 
Kansas City, Missouri 
MISSOURI 

W. F. Howe & Co. 
Kansas City, Missouri 
John E. Kindall 

St. Louis, Missouri 
ARKANSAS 

L. B. Rosebrough 
Memphis, Tenn. 

W. A. Munding 
Memphis, Tennessee 
LOUISIANA 

C. E. Corrigan, Jr. 
New Orleans, La. 
MISSISSIPPI 

L. B. Rosebrough 
Memphis, Tenn. 

W. A. Munding 
Memphis, Tennessee 
C. E. Corrigan, Jr. 
New Orleans, La. 
TFENNESSEI 

L. B. Rosebrough 
Memphis, Tenn. 


W. A. Munding 
Memphis, Tennessee 
W. H. Beaven 
Birmingham, Alabama 
ALABAMA 

W. H. Beaven 
Birmingham, Alabama 
KENTUCKY 

A. H. Knochelman 
Cincinnati, Ohio 
WEST VIRGINIA 

J. O. Singleton 
Pittsburgh, Pa. 
MARYLAND 

W. H. Pindell 
Washington, D. C. 

J. O. Singleton 
Pittsburgh, Pa. 
VIRGINIA 

W. H. Pindell 
Washington, D.C. 
NORTH CAROLINA 
George R. Koeln & Co. 
Atlanta, Georgia 
SOUTH CAROLINA 
George R. Koeln & Co. 
Atlanta, Georgia 
GEORGIA 

George R. Koeln & Co. 
Atlanta, Georgia 
FLORIDA 

W. H. Beaven 
Birmingham, Alabama 


H. R. Holmyard 
Miami, Florida 


* 


Consolidated By: 


Tre. 


ADRIAN, 
BELLS * BUZZERS 


MICHIGAN 
* HORNS * CHIMES 


} 


TELEPHONE WIRE 
THERMOSTAT CABLE 


TW BUILDING AND 


CHESTE 
WIRES :\i CABLES 


> ONE WIRES 


NG wire 


TELEPH 
tw BUILD! 


ecm 


T CABLES 


a 
WEATHER PROOF 
WIRES 
THERMOSTA 


— - —-___ 
a 


i WIRES 


OFFICE & BEL 


—_—— 


BURGLAR ALARM 
& 


FLEXIBLE coRD 


= 


SIGNAL WIRES 


——a 


fON SIGN 


E 
a IGNITION CABE 


Tested and approved 


-for safety and 
dependability beyond 


JAN-C-76 
APPROVED WIRES 


80-90-105°C 
HOOK-UP WIRE 


SHIELDED WIRE 
AND CABLE 


FLEXIBLE CORDS 
COAXIAL CABLE 
TELEVISION 


All Chester wire and cable features the 
extra dependability, long service life 
and easier working qualities of plastic 
LEAD IN CABLE insulation. Their tough, impervious plas- 
GAS TUBE HIGH tic coats provide maximum immunity 
TENSION CABLE to abrasion, weather, oil and most 
che Is. g ‘ c 
OlL BURNER a aaa Ce lee Se 
IGNITION CABLE 
and present a fine appearance in ex- 
BLASTING WIRE posed locations. 


There’s a Chester single or multi-con- 
ductor wire or cable for 
every indoor or outdoor requirement 
including many special constructions 
for the electrical, electronic, TV, radio, 
telephone and other industries. Why 
not write today for full information? 


CHESTER, NEW yor x« 


practically 


BELL AND 
OFFICE WIRE 


FIXTURE WIRE 





VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 
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dependable service 
design and workmanship 
choice of materials 
underwriters acceptance 


*For over 45 years, McGill has produced superior 
electrical units of sound design and mechanical excel- 
lence, that have been universally accepted by industry, 
commerce and in the home. Users frequently report 
Levolier switch installations operating as usual after 
many times the years of service expected of an ordi- 
nary switch with equal capacity. Specify Levolier 
switches — it always pays to use the best. 


Available from your 
electrical wholesaler 


McGill Levolier No. 
41 switch is Uncon- 
ditionally Guaranteed. 
Made now with one 
piece molded phenolic 
casing—easier to wire 
and install. Provides 
most dependable con- 
trol of lighting § cir- 
cuits with longest 
service possible in a 
6 amp. “T” rated 125 
volt switch. Write for 
catalog No. 49. 


4100 Series 
Industrial Socket 
660 Watt 
250 Volt 


No. 71 
6A 'T" 125V 


No. 400 No. 25 
4A 125V 3 6A “T" 125V 





American Blower Utility Set. Built in 12 sizes, 
capacities from 517 to 17.925 cfm at 4” SP. 


QUALITY SELLS 


Quality of workmanship, performance, price and ease of 
installation—these are the factors that account for the 
strong popularity of American Blower Utility Sets. 
These Utility Sets are ideal for general ventilation 
where duct systems are required. They can be used as 
supply or exhaust fans and are available as standard 
packaged units ready for immediate installation 


It will pay you—both in higher profits and reputation 
wise—to sell the complete line of 
Ventilating Equipment 


American Blower 


Ask the nearest American Blower Branch Office for 
data. 


AMERICAN BLOWER CORPORATION, DETROIT 32, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 


Division of Americay Raniaror & Stavdard Sanitarp conrosanion 
il lity! 
Sell quality! 


AMERICAN @ BLOWER 


Air Handling Equipment 





\ 


Underwriters’ Laboratories Inc., Inspected 





Model C Ventura 
Attic Fans— Built is 
capacities up to 
21.500 cfm for either 
vertical hor. Zor 

tal operation. Low 
power consumption, 
quiet-operating. 


Aeropel Kitchen Fan 

Exhausts kitchen 
heat, smoke and 
smell. Keeps kitchens 
fresh. Winner of two 
Fine Arts Awards for 
beauty and utility in 
the home. 


Model A Ventura Fans 

Smartly styled 
No exposed wiring 
Smooth easy-to 
clean surfaces. Built 

capacities from 
1000) to 9700) cfm, 


free delivery. 12 sizes. 
electrical 


A ge 








sperialties 


~ ee SS SEE: : ; sak VT ities cat eee a Serving home and ti 





relist y: AMERICAN STANDARD + AMERICAN BLOWER » ACME CABINETS 
CHURCH SEATS + DETROIT LUBRICATOR + KEWANEE BOILERS + ROSS_HEATER + 





McGill Manutacturing Co., Inc.,650 N. Campbell St., Valparaiso, Ind 
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TONAWANDA IRON 
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Radio 


Miss HOLSEW ARES This is 
the face th: I hed the Elec- 
tric Housewares Spring Sales 
Plan for 1952. Miss Majoric 
Adams, of Chicago, selected ax 
Miss Electric Housewares for 
1952 at the Housewares Show, 
Navy Pier, Chic is shown with 
a photo blowu 

the display booths of 1 
NEMA’s Electric 


terest in the 
ribing the 
Spring 
being di 
raft of housew 
snappy ad h 
gift angle; radio spot 


produce 
more volume in less space. 


IN THIS ISSUE 
Advertising for the Small- 


Town Dealer 


How to Sell Room Air 


Conditioners 


The 1952 Appliance Shows 











— 








MILLIONS OF TIME BUYERS |. 


already financed home appliances, automobiles, ete. with 





CommerciaL Crepir. These same people represent the 
average appliance buyer . . . they want credit, they 
expect credit. they need credit to buy. With the 
COMMERCIAL CRrepIt PLAN vou are offering “brand 
name” financing that is already preferred by customers 


and dealers alike. 


More appliance dealers use 
Commercial Credit financing 


than any other national plan 


EIGHT WAYS BETTER! 








7 = 


eoeeseececse 


FLOORSTOCKS HELP BOOST SALES—( owwerncial itd 

Creepin offers dealer miplete finanein INSURANCE PROTECTS CUSTOMERS— Appliances ASK YOUR DISTRIBUTOR for a copy of this inver- 
tro le pl lown t 1 under the CowwerciaL Crepir Plan a esting book. See how the OMMERCIAL CREDIT 

isured, Proper surance Cov- PLAN help vou vhy many dealers have 


of loss of, or come to depend or OMMERCIAL Crepir for 


leath. 


COMMERCIAL CREDIT CORPORATION 


A Subsidiary of Commercial Credit Company, Baltimore ... Capital and Surplus 
over $120,000,000... offices in principal cities of the United States and Canada. 
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81.3% 20.6% ARE% 11.8% 8.6% FAM 2.2% / 1.8% dey 1.37 





This chart shows you the 
rate of market saturation 
for each individual appli- 
ance. Today's low-saturo- 
tion appliances offer you 
your greatest sales poten- 
tial. In the not too distant 
future the low-saturation 
appliances will be in as 
great demand as today's 
refrigerator. 














LEADERSHIP in the Promotion of 


Low-Saturation Appliances! 





Vedas modern h s are d ding all-electric liv- 
ing. No longer are they satisfied with the ownership of just 
one or two electric appliances. Their sights are set on com- 
plete all-electric kitchens and home laundries. Hotpoint's ag- 
gressive promotion of all the ingredients of the all-electric 
kitchen and laundry has paced this great transition and has 
established upsurging markets for the full and complete 
Hotpoint line. All-electric living has arrived! 


Hotpoint has predicated its postwar expansion program on 
the newer appliances—appliances which hold a great future 
—a future with virtually unlimited marketing potentials 
Electric ranges, automatic dishwashers, automatic clothes 
washers and dryers, electric water heaters, freezers, and food- 
waste disposals are all moving into the acceptance stage. 
The future of any successful appliance dealership lies in the 
active promotion of these low-saturation appliances. 


The future belongs to those who prepare for it. Hotpoint has paved the 
way for every American home to enjoy the benefits of electrical living. 
Hotpoint dealers are in a position to cash in on this upsurging trend. 
Have a talk with your Hotpoint distributor and prepare for greater 
profits today and tomorrow with Hotpoint’s Full-Line Franchise. 


ee Novemecd Thaanchite ia the Lridatty! 


RANGES ¢ REFRIGERATORS © DISHWASHERS © DISPOSALLS® « WATER HEATERS 
FOOD FREEZERS © AUTOMATIC WASHERS © CLOTHES DRYERS © ROTARY IRONERS © CABINETS 
Inc. (A General Electric Affiliate) 5600 West Taylor Street, Chicago 44, Illinois 
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AD NO. 


IN A NEW SERIES 





SFLOP- listributor 


Get Acquainted With Your 7207 Distributor Executives! 


When it comes to getting the right answer to prob- 
lems concerning modern appliance selling, who's 


the right man to go to? Your Thor distributor! 


You can always count on the help of your Thor 
distributor. For merchandising help that moves 
merchandise. For ideas that pull traffic into your 


For sure-fire advertising and selling aid—call on 
your Thor distributor often! 


Facing you below are ten of the Thor distributors 


front door —and push washers out your back door! 


MR. S. A. GASSAWAY 
Orgill Brothers & Company 


10 West Calhoun 
Memphis, Tennessee 


MR. A. G. RIDDICK 


C. T. Patterson Co., 
800 South Peters St 
New Orleons 7, La. 


Inc. 


MR. CHARLES R. REW, JR. 
Alabama Appliance Co 

1st Avenue North & 13th St 
Birmingham, Alabama 


MR. GLEN J. WILDER 
Pensacola Hardware Co 
20-24 East Gregory St. 
Pensacola, Florida 


Southern Division 


MR. C. L. LANNIN 
Carolina Appliance Company 
P.O. Box 1997 

Charlotte 1, N.C 


MR. J. F. GREENAWALT 
Electric Sales & Appl. Inc. 
1550 N. E. 2nd Avenue 
Miami 32, Florida 


MR. THOMAS J. SANDORS 
Peosiee-Goulbert Corp. inc 
300 Peters St. S. W 

Atlanta, Georgia 


MR. E. H. WILLIFORD 
Carolina Sales Corp 
1420 Evons St 
Greenville, N. C. 


who serve Thor dealers in the Southern Division. 
You'll profit by knowing your Thor distributor 
better. Have a chat with him today! 


MR. E. H. HOOKS 
Commonwealth Sales Corp 
1601 Summitt Avenue 
Richmond 20, Va 


MR. L. L. DAVIS 
Moore-Handley Hardware Co. 
492 Craighead St 

Nashville, Tennessee 


"REG. U.S. PAT. OFF 
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are the best in America! 


Profit With the Help of Your #2027 
Distributor’s Salesman! 


What's the latest and hottest selling idea in 
washers? If anyone would know—your Thor dis- 
tributor’s salesman wi//. And he loves to hand 
ideas out to Thor dealers—he loves to work with 


How’s he doin’? Your Thor salesman likes to 
have you check up on how well he keeps you in- 
formed of the latest trends in selling. Test him 
next time he calls. Using the quiz shown below, 


you in building up your washer volume—no mat- 
ter how tough the competition in your locality! 
Spend a few minutes with him every week—for 
tested ideas that make customers spend / 


Try This Quiz on Your oA 


give him a score of 50 points for each correct 
answer. If he doesn’t hit 100, we give you a 
beautiful new Pfleuger Reel to begin the 1952 
fishing season! FREE! Please use coupon below. 


Distributor’s Salesman 


Win a Beautiful New Pfleuger Reel! 


I’m sure that your Thor salesman 
will score 100% on the above 
quiz—but good luck to you! And 
you'll always have good selling 
luck when you depend on your 
Thor salesman for traffic-build- 
ing and selling ideas! He will 
welcome a test of his knowledge 
of the latest selling news from 
Thor. Test him with this quiz 
when he calls! 


M. R. (BoB) WILSON 
General Sales Manager 


QUESTION 


1. What is the Thor Promotion for February? 


2. What are the 10 features that make Thor Wringer 
Washers the best on the market? 


ee ee ee ee | 


M. R. WILSON, General Sales Manager 
Thor Corporation, Chicago 50, Illinois 

[] I'M GOING FISHING! SEND ME 
THE NEW PFLEUGER REEL I WON! 
My Name 
Firm Name 
Street 

City 


Zone State 


My Thor distributor's salesman’s name is 


LJ 
LJ 


ee 


GPLOP conroranion, Chicago 50, Illinois 
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WELL PAY YOU :20% 


(Besides Your Regular Profit) 


NO TRICKS ...NO HIDDEN PURCHASES... 


We're so sure that you will sell 
many fans from this display... that 
we're willing to take this loss on 


your first order! 


a 
PLUS... entirely FREE... 
oO Just fill out immediately the coupon with the name of . 
your jobber .. . and mail to us. (No coupons accepted one 


SAINT Louils 
after March 15th, 1952.) 


Display Rack .. worth $12.00 
fy You will receive the following four fast-selling Inter- 


national Fans at your regular dealer's price. Shipment will be made through your jobber. 
When display shipment is received, remove from 
Your Total carton and place on your floor or in your win- 
cost each Selling price Total profit dow, remove the $20.00 Certificate Tag and 
Two (2) Model C-20K $36.65 $109.90 $36.60 mail to us for your check. 


Two (2) Model 224-K 59.95 179.90 60.00 As soon as we receive your Certificate Tag... 
Total Profit $ 96.60 we will send you our check for $20.00! 


You (aut Lose! BUT YOU MUST ACT QUICKLY! 














to display only two of 


‘ 
«THE WORLD'S MOST QuIE 
i WINDOW FANS!” 


%, \ \ 
\ \ ‘ 


THE BIGGEST FAN VALUE ON THE MARKET— 


| 


| VOLUME AIR DELIVERY PLUS PATENTED SPRING- 






| SUSPENSION QUIETNESS...AND WE PAY YOU 


| TO PROVE IT TO YOURSELF! 






| Model C-20K | Beautiful baked-enamel cabinet 


model . . . powerful | ;2 H.P. motor that 

You GET QUALITY FANS floats on springs for absolute quietness. 
" zs Big 20-inch clover-leof blades... expand- 

... With these outstanding features. chin hie, 0 ete heitin wn es te 


Compare them with any other fan width. Moves more than 3500 CFM (Nema). 


cn te mart Pose 224-K 
Powerful 24-inch model that does 


a terrific job of ventilating homes .. . moves 
more than 4200 CFM (Nema) and is also 
spring-suspended for below-a-whisper 
silence. Expandoble sides fit up to 42- 












inch width windows. = | 


OTHER INTERNATIONAL MODELS! 


Why SPRING-SUSPENDED i ten 


Model Retails Price Profit 
SAINT LOUIS FANS CR-20 20-inch $49.95 $33.30 $16.65 
W-24 24-inch 79.95 53.30 26.65 


are “THE WORLD’S CA2 Twin 12-inch 69.95 46.63 23.32 
MOST QUIET FANS” 


Spring-suspension is an exclusive 







VE ee ed, Lae a, ice eel ti fe), ma geley-\ 


patented feature of International To Fan Division 
window fans... all moving parts Internotional Oil Burner Co., 3812 Park Ave., St. Louis 10, Mo. 


are entirely cradled in resilient Gentlemen: | accept your Display Deal which includes the following 


springs to eliminate hum and Two (2) Model C-20K (each) $36.63 Toto! Cost, $73.30 

vibration. They sell themselves on Two (2) Model 224-K (eoch) $59.95 Total Cost $119.90 

eee och tile ideas 1 One (1) Display Rack worth $12.00 FREE 
-_ ' ry: 

silence r ivery <05.98 


20.00 rebote. 1) Moil this order before March 15, 1952; 2) When shipment of fons is 
rece t display stand on display on your soles floor of in window promptly, 3) Remo 
display stond, and mail for $20.00 refund direct to International factory at address 


THIS OFFER WILL BE GOOD ¥aeanenennnnssnnnnnnsnnnnn nnn 


ONLY UNTIL MARCH 15, 1952! Ship my fon diplay trough 


CE ciabvccdeseceebdbanaecsasdeee 


; Re 6. h0. 0:06:60 6000 60095.05 06.000465040004000000008 00680 j 
| enemas ie E cclllcssenetlicetiicontsiiicndticmmnatitonnstiieenndtitemnentienetieeentiee inet tai 








Model 75WAC 
Extends only 9): 
inte the room 


10 BE (Mila diit. 


Just Look At These Features! 


% = =©MODERN BEAUTIFUL STYLING, finished in neutral grey-green, high 


lighted in burgandy and gold vs 


TWIN AIR DIRECTORS give a new circulation principle with deeper 


penetration without drafts 


x 
¥% VARIABLE SPEED COOLING coutrol that allows greater comfort under 
* 


more climatic conditions 


“PERFECTLY BALANCED” codling system for more efficient operation 


@ y Vornado distributors are now selecting and franchising 


exclusive key dealers call your distributor today. 


if 


| Compare the Profit on Vornado 


SUTTON CORPORATION . WICHITA, KANSAS 
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(Additional items will be found on pages 7, 


2004—Air Conditioning Equipment. New Bulletin No. 
3158-B, “Central Air Conditioning Equipment,” contains 
comprehensive information on this type of equipment 
along with charts, specifications, and maintenance instruc- 
1 The bulletin has been released by Buffalo Forge Co. 
P. O. Box 985, Buffalo 5, N. Y. 

prota tyeet Heaters. An illustrated folder describing 
Bell Water Heaters and the ten-year guarantee and war 
ranty is available from Adacar Mfg. Co., Napier Field, 
Dothan, Ala. 

2012—Domestic and Industrial Heaters. Electromode 
Corporation, 45 Crouch Street, Rochester 3, New York, 
is currently offering an Industrial and a Domestic Cata- 
log. The Industrial Catalog (EC-62R) gives complete 
descriptions, specifications and illustrations of Electro- 
mode Suspension-Type, Combination Portable and Suspen- 
sion, and Explosion-Proof Heaters, and includes data on 
control equipment, mounting and wiring diagrams, Illus- 
trations of typical installations. Also information on how 
to figure heat loss. The Domestic Catalog (EC-63R) is 
full of typical installations for walltype, portable, auto- 
matic and non-automatic Electromode Heaters, with com- 
plete specifications and suggested uses; also includes 
instructions for instaliation of wall model heaters. 

2014--Hot Water Heaters. Informative and well-illus- 
trated data are available from M. M. Hedges Manufac- 
turing Co., Inc., Chattanooga, Tenn., on their line of Aute 
matic electric and gas water heaters. 

2018—Electric Fans. A 28-page, profusely illustrated 
booklet describes in complete detail, this company’s line 
of fans. Booklet available from Emerson Electric Manu- 
facturing Co., 81st and Florissant Ave., St. Louis 21, Mo. 

2022—Night-Air Cooling Window Fan—A two-page cat- 
alog sheet, completely illustrated and containing descrip- 
tive information on the 1952 Viking Window Fan is now 
available from the Viking Air Conditioning Corporation, 
5601 Walworth avenue, Cleveland 2, Ohio. Illustrations, 
installation sketches, prices, specifications, and cooling 
diagrams are included. 

2024—Electric Water Heaters. New specification sheets 
are now available for a full line of cylinder and table 
top models, featuring the Water Hotter, from the White 
Products Corp., Middleville, Mich. 

2028—Fans. Catalog No. 400 just issued by Chelsea 


9 and 91) 


Fan & Blower Co., Inc., 639 South Ave., Plainfield, N. J., 
include descriptive copy, specifications, dimensions, photo 
graphs, etc., of a full line of fans for residential, com 
mercial, and industrial uses. This catalog includes 
information on 30 types of ventilating and comfort cool- 
ing equipment varying in size from 10 inches to 72 inches 

2030—Electric Fans & Drills. Signal’s complete line is 
shown in a new catalog just off the press, featuring a 
wide variety of desk, pedestal, exhaust, and vent fans 
Literature on drills, telegraphic equipment, and motors 
is also available from the Signal Electric Mfg. Co., 
Menominee, Mich. 

2034—Electric Flat Irons. Full information on Amer 
ican Beauty Electric Flat Irons in a weight, a shape, a 
size for household, as well as every industrial and manu 
facturing use, is available in literature from the American 
Electrical Heater Company, 6110 Case Ave., Detroit 2, 
Mich. 

2038—Murray Ventilating Fans. A set of specification 
sheets is available describing the Murray line of fans, 
including 20 and 24 inch window fans and vertical and 
horizontal ventilating fans. H. C. Biglin Co., Inc., 177 Hat 
ris St., NW, Atlanta 3, Ga., is exclusive sales agent for the 
line which is manufactured by Murray Co. of Texas, Inc 

2040— Electric Blowers and Exhausters, Bulletin 3014-D 
describes Types “E” and “RE” Buffalo blowers and ex 
hausters manufactured by Buffalo Forge Co., P. O. Box 
985, Buffalo 5, N. Y. Characteristics of the Blowers, 
graphs, charts including capacities and static pressure, 
and exact dimensions are all contained in the 8-page 
folder 

2056 Electric Heaters and Heating Units sold through 
electrical dealers for home or farm are described in a new 
folder available from E. L. Wiegand Co., 7600 Thomas 
Bivd., Pittsburgh 8, Pa. The folio contains data and price 
sheets covering the profitable Chromalox line of table 
stoves, air heaters, range and water heater units and the 
new flexible Thermwire heating cable. 

2058—Exhaust Fans. A new Emerson-Electric Exhaust 
Fan catalog, illustrating and describing in detail this line 
of fans for all types of buildings, is offered by the Emer 
son Electric Mfg. Co., 81st and Florissant Ave., St. Louis 
21, Mo. 

2064—Electric Fans. An attractive 12-page Catalog 
of Zephair fans has been made available by the Hunter 





ELECTRICAL SOUTH 
806 Peachtree St... NE 
Atlanta 5, Ga. 


Gentlemen: 
Please send me the bulletins and catalogs indicated. 


(Print Plainly) 
Name Title 
Company 
Address 


City & State 





February, 1952 


Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 





2004 2010 2012 2014 2018 
2022 2024 2028 2030 2034 
2038 2040 2056 2058 2004 
2066 2070 2072 2078 2088 
2090 2092 2106 2108 2112 
2114 2116 2118 2122 2124 
2132 2134 2136 2138 2140 
2142 2144 2150 2152 2154 
2156 











ELECTRICAL SOUTH for FEBRUARY, 




















For EASY installation...and EASY selling... 


can up with (224 fans for | 











Install with Only a Screwdriver! 


Adjustable mounting panels of 18” and 22” R& M 
Window Fans fit any window up to 39” wide. 
Electrically reversible. Flip of a switch forces air 
in or out. Two speeds on both intake and exhaust. 
Four blades, direct-connected. Quiet. 18” size 
has 2500 CFM delivery; 22” size, 3400. Ivory 
enamel with silver-finish grille. Guaranteed five 


vears. 18” size, $59.95*; 22" model, $79.95*, retail 


A Traffic Stopper! 


An attractive display 
for counter, table or 
window. Two sturdy 
supportsfastentofan’s 
adjustable panels. 
Fan operates with dis 
play in place. Overall 
size with fan: 30” high, 
27” to 36” wide. Ask 
your distributor or 
write us for details on 
how to get this sales 
making display. 


No Special Construction, 
No “Extras” to Buy! 


R & M “Package’”’ Attic Fans are complete home 
cooling systems. There’s no trap-door, grille, or 
suction box needed! Ideal for low attics and all 
standard hallways. Rubber-mounted, sound-in 
sulated. Change air once every minute in average 
house. Factory-lubricated, sealed ball bearings 
Baked enamel (off-white) on shutter and trim. Four 
sizes with air deliveries from 4750 to 9500 CFM 
Including ceiling shutter, from $154.93*, retail 


rs Big 
Sr. Merchandise Mover! 
ra ‘ - Displays Attic Fans as 
ROBBINS & MVE 
Attic 


they are actually in 
PACKAGE Attic FANS ; 


stalled in customer's 
home. Of kiln-dried 
lumber, beautifully fin 
ished in two shades of 
blue lacquer. Will last 
for years. Easy to as 
semble. Complete with 
extension cord and all 
necessary hardware 
Size 43” x 47". Overall 
height 8’-5" with fan 
Check your distributor 
or write us for details 





on how to get this hard 
working display 





ROBBINS & MYERS 
f cy LOIS for 1/752 


/ a Robbins & Myers, Inc., Fan Division 
/ 387 So. Front St., Memphis 2, Tennessee 


NEW TV FILMS FEATURING YOUR STORE 
AVAILABLE ON BOTH TYPES OF FANS. 
WRITE FOR DETAILS, NOW. 
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Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products 
is given, with complete specifications and dimensions. 

2066—Shutters & Dampers. A 12-page catalog (No. 
46) is available from the Elgo Shutter Mfg. Co., 2738 W. 
Warren Ave., Detroit 8, Mich., describing the 17 different 
types of shutter and dampers manufactured by them, and 
as used in connection with ventilating and air-condition- 
ing installations. 

2070—Zephair Fans. Hunter Fan and Ventilating Co., 
Inc., 400 So. Front St., Memphis, Tenn., offers a new 8- 
page catalog containing detailed information on the Hunte1 
Zephair Fans, for home and industry. 

2072—-Window and Attic Fans. Two new 1952 bulletins 
on window and attic fans have been published by Reed 
Unit-Fans Inc., 1001 St. Charles Ave., New Orleans, La. 
A new line of 20”, 24” and 30” 2-speed window fans 
along with the established line of reversible window and 
attic fans are described in these bulletins. 

2078—Sales Helps. A variety of sales helps, including 
How to Sell Booklets, Consumer folders, Specification 
Sheets, Free Mats, Cuts and Glossy Photographs, Displays 
and Promotion Kits for selling and demonstrating Gen- 
eral Mills Home Appliances—the Automatic Toaster, Tru- 
Heat Iron and Steam Ironing Attachment sponsored by 
Betty Crocker. Available to dealers from General Mills, 
Inc., Home Appliance Dept. 1620 Central Ave., Minne- 
apolis 13, Minn. 

2088—Air Circulators. Vornado’s complete line pre- 
sented in a four page, three color catalog sheet (Form 
9090) includes a wide variety of desk, pedestal, tabletop 
turnabout, turnabout window fans and casement window 
fans. Also available is a four page descriptive folder 
which gives specifications on the complete line (Form 
9117). The O. A. Sutton Corporation, 1812 West Second 
St., Wichita, Kansas. 

2090 Fans and Fan Parts. A new bulletin No. 4152 
describing their Knock Down Fans and Fan Parts has 
been announced as available from S. J. Stewart (Elec- 
tric), 527-31 St. Joseph St., New Orleans 12, La. 

2092—Air Circulators and Window Fans—The Complete 
Line of Kisco Floor Model Air Circulators and Portable 
Window Fans for 1952 is illustrated and described in a 
series of two-color catalog sheets and envelope stuffers 
available to the trade. A Special Sales Manual containing 
product and sales information is available for use by 
Dealers handling Kisco Products. Kisco Company, Inc., 
2400 Dekalb St., St. Louis, Mo. 

2106—Fan and Centrifugal Blowers. Catalog No. 513-B. 
Vital specifications Fresh-Air Maker Fans-Hy Duty Cen- 
trifugal Blowers. Attic, Portable, Reversible Window, 
Exhaust fans. Single and double inlet blowers. Ventilat- 
ing Division - Schwitzer - Cummins Co., 1125 Mass. Ave., 
Indianapolis, Indiana. 

2108—Household Refrigerators, Farm and Home 
Freezers, Electric Ranges. Complete information regard- 
ing Coolerator space-saver refrigerators, a completely 
new line of farm and home freezers and automatic seven 
heat Push-A-Button electric ranges. Write Coolerator, 
Duluth 1, Minnesota. 

2112—Oil Heaters. Colorful 4 page catalog, entitled 
“Nescontrol Heating” describing and illustrating the com- 
plete Nesco line of Fuel Oil Heaters and Kerosene Heaters, 
is available from the Nesco, Inc., 201 North Michigan 
Ave., Chicago 1, III. 

2114—Electric Heetaires. A new, colorful, twelve-page 
booklet from Markel Electric Products, Inc., 145 Seneca 
St., Buffalo, N. Y., unveils a complete line of wall-attach- 
able, well-recessed, and portable heaters. Heetaire models 
for every room in the house and other applications are 
described. 

2116—Replacement Heating Units—For electric water 
heaters. Information on the complete line of various 
wattages, voltages, and shapes of water heater units of 
the Immersion Type can be obtained by requesting Re- 
placement Manual No. 5 from Tuttle & Kift, Inc., 1825 
N. Monitor Ave., Chicago 39, Illinois. 

2118—Electric Fans—-Robbins & Myers, Inc., Spring 
field, Ohio offers an attractive, 12-page illustrated cata- 
log covering outstanding features, design details, and 
performance ratings of R & M domestic, commercial and 
industrial fans for 1952. 

2122—-Surface Heating Units—For electric ranges. 
Complete information on fitting the famous TK Mono- 
tube Electric Range surface heating units into all types 
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of electric ranges cun be obtained by requesting Replace 
ment Manual No. 5 from Tuttle & Kift, Inc., 1825 N 
Monitor Ave., Chicago 39, Illinois. 

2124. Evaporative Air Coolers. Essick Manufacturing 
Company, 1950 Santa Fe Avenue, Los Angeles 21, Cali 
fornia, offers a greatly enlarged line of Air Coolers for 
1952. The “Comfort Selector” is introduced for the first 
time, which permits complete control of cool air delivery 
from zero to full capacity, enabling the user to vary the 
air volume and cooling to meet his personal requirements 
New this year also is a line of five “Down Discharge” 
models for easier roof installations. The complete line 
includes 25 models, ranging from 1500 CFM fan-type 
coolers to 12,500 CFM industrial sizes, including 11 win 
dow-mgunting units. Write for further information. 

2132—Industrial Fans. Circulators & Devices ar 
nounces the publication of their new, up-to-date 1952 
catalog illustrating their complete line of ventilating 
equipment, including Pedestal, Wall & Ceiling fans, Atti 
Fans, Exhaust Fans, new reversible window fans, blowers, 
shutters, ete. Write to Circulators & Devices, 128-168 
32nd Street, Dept. S. B. Brooklyn 32, New York, for your 
free copy. 

2134—HANDYHOT QUALITY APPLIANCES—6-pag« 
catalog listing 24 HANDYHOT Electrical appliances and 
3 accessories just off the press. (May be folded and used 
as a dealer-mailing piece by distributors). Chicago Ele« 
Mfg. Co., 6333 W. 65th St., Chicago 38, Ill 

2136 HANDHOT CONSUMER MAILER—“HOME IS 
A PLEASURE”—9-page catalog of appliances and fans 
giving “tips” for using in copy. (Makes an effective 
dealer mailing piece. The “kiddies” enjoy the carton 
type drawings). Chicago Elec. Mfg. Co., 6333 W 65th 
St., Chicago 38, Il 

2138—"FAN MAIL”—4-page mailer showing “HANDY 
BREEZE” fans, window ventilators and circulators. Ha 
one full page of “tips” on how to use fans effectively 
throughout the home. Ideal dealer-mailer. Chicago Ele 
Mfg. Co., 6333 W. 65th St., Chicago 38, IIl. 

2140—Ventilating Equipment Circulators & Devices 
announces the publication of their new, up-to-date 1952 
catalog illustrating their complete line of ventilating 
equipment including Pedestal, Wall and Ceiling fans, Ex 
haust Fans, new reversible window fans, blowers, shut 
ters, etc. Write to Circulators & Devices, 98-168-32nd 
Street, Dept. E. S. Brooklyn 32, New York, for your free 
copy. 

2142 Gas and Electric Water Heaters. Two bulletins, 
in color, devoted to Jackson automatic gas and electric 
water heaters, have been announced by W. L. Jacksor 
Mfg. Co., Inc., P. O. Box 26, Chattanooga 1, Tenn. Table 
top and round electric heaters, as well as floor furnaces, 
are described in one; Jackson’s 20- and 30-gallon gas 
heaters in the other. Warranties on both gas and ele 
tric models are explained. 

2144—Ventilating Products. The complete line of 
Schwitzer-Cummins Ventilating Products are described 
and illustrated in a new condensed catalog. Included are 
attic, reversible window, cabinet, portable and exhaust 
fans and single and double inlet blowers. Copies are 
available from Schwitzer Cummins Co., 1125 Massachu- 
setts Ave., Indianapolis 7, Ind 

2150—Apartment-Size Electric Range. Complete spe 
cifications on the State Pride apartment-size electric 
range, manufactured by State Stove & Mfg. Co., 509 
25th Ave., No., Nashville, Tenn., are contained in a new 
two-color catalog sheet. The stove is illustrated, and 
many consumer advantages are listed. 

2152—Shutters and Dampers. Air Conditioning Prod 
ucts Co., 2340 W. Lafayette Blvd., Detroit 16, Mich., has 
made available an 1l-page illustrated catalog No. 44 
describing their line of shutters and dampers 

2154—Rancher Fan. The “Niteair” Rancher, a com 
plete package unit designed for ranch-type homes with 
low-pitched roofs, is described in Form No. 630 catalog 
page from The Lau Blower Co., Dayton 7, Ohio. The 
eight-step installation procedure is shown, as well as di 
mensional drawings and specifications. 

2156—-Combination Portable Window Fans. Three size 
of Lau combination portable window fans that harmonize 
in color and design are included in catalog folder Form 
No. 615 available from The Lau Blower Co., Daytor 
Ohio. Model 1252 is designed for casement windows, as 
is Model 1652, which is 2 inches larger. Model 2052 is 
a new window fan with side expanders. Variety of uses 
for all three fans is included in the folder. 
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let’s be frank about 
¢ farm samme in the south 


aes 


ae Rican lan 


TENNESSEE 





KANSAS 
NEW MEXICO 


MAGAZINE COVERS 
THE SOUTHERN 


FARM MARKET 


PN} folly Wa 3B 


The Southern farm market is BIG its resources are tremendous its 
potential for the advertiser is phenomenal 

More than $50,000,000,000 has been spent by Southern farmers in the past ten 
years, resulting in—more than a million additional electrified farm homes 

in the South—over a million more automotive units and more electrical 
appliances bought for use by Southern farm homes than in any other f 


section in America 


..- AND IT’S ONLY THE BEGINNING! 
IT TAKES MORE THAN ONE... 10 GET THE JOB DONE! 


We would be doing you a disservice if we claimed that Farm and Ranch-Southern 





Agriculturist gave you complete coverage of the Southern Farm Market 
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Prove it for yourself—take a look at the following RFD circulation of the 4 major farm 
magazines having circulation in the 15 Southern states comprising this record-breaking 


Southern farm market: 


There are 2,638,528 farms in the South (including ranches and plantations—1950 Census) 


RFD Circulation Ratio to all 


in the South | Southern Farms 


Farm and Ranch - Southern Agriculturist | 858,227 
Progressive Farmer 700,159 
__ Gantry Gentleman 343,540 
Farm Journal 299,522 
TOTAL | 2,201,448 























<n BE 8 ol Si aa RS ae Sing. OR 


en ie sted Tet, 
KE te, 
ait 
we 


; /” More Southern Farm Families Read 
/ Farm and Ranch-Southern Agriculturist 


Than Any Other Publication. 
Circulation Guarantee 


1,290,000 - 


IT TAKES MORE THAN 
ONE...70 GET THE 


Farm AN oS | JOB DONE! 


UTHERN PS See: For more information, write, wire or phone 
TURIST any of our offices listed here 


sorts ag Los Angeles 17 San Francisco 3 Elgin 1800 MUrray Hill 5-6815 
— Simpson-Reilly, Ltd. Simpson-Reilly, Ltd. 

318 Murfreesboro Road 318 Halliburton Bidg. 814 Central Tower Dallas 2 Chicago 1 

Nashville 10, Tenn. 1709 W. 8th St. 703 Market St. 2027 Young St. 333 N. Michigan Ave. 

Telephone: 42-5511 DUnkirk 8-1179 Douglas 2-4994 Riverside 1181 Dearborn 2-5182 


Atlanta 1 New York 17 
1036 Peachtree St. N.E. 122 E. 42nd St 
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Get more with 
CHROMALOX ‘“ 


"2-units-in-T” 


UNIFORM 
OVERALL HEAT 

for the 
largest utensil 


EASIER SELLING 
MORE PROFIT 


| 





Inner Hot-Spot—thot saves up to 45% of the 
electricity used in small pans and percolators. 


Outer Coil Heat—for uniform, economical 
‘wens in large utensils and frying pans 





§ Get the Full Story 


Send for Bulletin RU-149. 
It shows you how to 





service all electric ranges 

quickly and profitably. 
Range Unit Division: EDWIN L. WIEGAND COMPANY 
7600 THOMAS BOULEVARD, PITTSBURGH 8, PA. 


CHROMALOX 


Electric Cooking at 1€s Best / 


wer 1000 Peachtre St N.E Atlanta, Ga.; | R. Ward ¢ 2711 Commerc 
Texas; 932 M & M Bldg., Houston 2, Texas; 1511 Louisiana St., New Orleans 15 
Boston St., Tulsa 5, Okla.; W. R. Phillips, P. O. Box 2561 Raleigh, N. ©.; 


Phillis Ir » Lamb Ave Richmond 22, Va. 














Are You Making Use 
of Our 


Reader Service? 


he editorial and business 
staff of ELECTRICAL SOUTH 
is eager to serve you. One 
way in which we can help vou 
is to make it easy for you to 
draw upon the wealth of tech- 
nical and promotional ma- 
terial available from = manu- 
facturers. 

In the accompanying pages 
are the deseriptions of scores 
of useful catalogs, applica- 
tion information booklets. and 
technical publications. These 
are available without charge. 

Check over the list of pub- 
lications available, cirele the 
numbers of the ones you 
need. and mail the coupon 
to us with your name, title, 
company and address plainly 
written. We will tell each 
manufacturer to send directly 
to vou the information you 


want. 


Vhe staff of ELECTRICAL 
SOUTH will be glad to help 
vou with other problems. They 
will obtain expert advice for 
vou on both technical and 
business problems. The ser- 
vices of a number of consul- 
tants are available. Whether 
your problem relates to sales 
promotion, lighting or wiring 
layouts, applications of the 
National Electric Code, or 
equipment application, it will 


receive careful attention. 


Address your requests to: 
Reader Service 
ELECTRICAL SOUTH 
806 Peachtree St.. NE 


Atlanta 5, Ga. 











| pn YEARS AGO the automobile was a rich 
4 ’ oneey . ‘ 
man’s toy. TV and radio were unheard of. Re- 
frigeration? You hung a card in the front window 
to signal the ice man. 


Today we drive 40 million cars, listen to 90 mil- 
lion radios, keep food in 33 million refrigerators. 

Yet millions in the rest of the world are still 
groping in the primitive darkness of 40 years ago. 

Why have we moved ahead? Competition is a 
chief reason. Only competition in business has made 
luxuries commonplace in your home today. Compe- 
tition, for example, in the production and sale of 
steel and things made out of steel. 

Steel makes progress possible—in war or peace 
. .. in the manufacture of everything from table- 
ware to tanks, razor blades to skyscrapers, baby 
carriages to “Big Mo’”’. 

How well does this competition of ours work 
in the steel business? 

... The U.S.A. shows an 83.4% gain in steel out- 
put between 1939 and 1950. The rest of the world 
shows an 0.8 loss. 

- - - In 1939, the U.S.A. under ‘“‘competition” 


made ' of all the world’s steel. Today we produce 
half—all with only 6°7 of the people in the world. 

. . Steel workers under “competition” gained in 
jobs, too. There were 449 thousand jobs in 1939, 
Today —637 thousand. 

The steel industry is just one example of how a 
free competitive system works. Ours is the security 
millions of people in the world dream of when they 
embrace such dead-ends as “planned economies’. 

Look around and see what happens when people 
hand their jobs and factories over to the government. 
Or have them taken by law. Or by force. Name it 
what you will—‘‘communism”, “nationalization”, 
“socialism’’,“‘regimentation’’—it is a one-way street, 
and no turning back. By then people no longer own 
government. Government owns the people. 


This report on PROGRESS-FOR-PEOPLE is published 
by this magazine in cooperation with National Business 
Publications, Inc., as a public service. This material, in- 
cluding illustration, may be used, with or without credit, 
in plant city advertisements, employee publications, 
house organs, speeches or in any other manner. 


THE COMPETITIVE SYSTEM DELIVERS THE MOST TO THE GREATEST NUMBER OF PEOPLE 
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LOOK AHEAD... 
PLAN AHEAD... 


-- a timely feature presentation 
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You can’t name another 


major appliance’ you can 
sell to more types of 
prospects than a FEDDERS a [See 
ROOM AIR CONDITIONER 207707599 mm 


efined by Me 


RANKLY, we think our $100 is safe. Fedders 

offers room air conditioning in such compact, 
easy-to-use form that practically everybody is a 
prospect! That’s why in just four years this new com- 
fort appliance has mushroomed in volume until it pro- 
duced more dollars in sales for alert appliance dealers 
than some appliances that have been on the market 
for over twenty years. 

Look at the statistics in the January issue of 
Electrical Merchandising and you'll see for 
yourself that room air conditioners achieved 
higher volume than many of the lines you are 
now carrying. 

Fedders is the greatest name in room air condi- 


yb bdeb bbb bb bbb D ‘ADDO 





A GREAT NAME IN COMFORT 


tioners. This isn’t so surprising when you realize that 
Fedders backs its dealers with the finest product and 
the biggest ad and promotion campaigns in room 
air conditioner history .. . Life, Saturday Evening 
Post, Better Homes & Gardens, American Home and 
twelve other great magazines; plus television and 
radio in major markets across the country to give 
you the support you need to sell Fedders in: volume 
at a profit. 

Look around your own sales floor and count the 
number of appliances you carry that are less profit- 
able. Start this year and get your share of the profits 
from the biggest new major appliance since TV! Mail 
the coupon or phone your Fedders Distributor now! 





HERE’S JUST A PART OF THE 
RICH UNTAPPED MARKET! 


BEDROOMS RESTAURANTS 
BUSINESS OFFICES CANDY SHOPS 
DOCTORS’ OFFICES CABINS 
LIVING ROOMS TRAILERS HOTEL ROOMS 
SCHOOLS GARAGES TOURIST COURTS 
CAFES FITTING ROOMS WAITING ROOMS 
INNS DINERS HOSPITALS 
KITCHENS CAMPS COTTAGES 


BAKERIES 
RADIO STATIONS 





PHOTO DARK ROOMS 
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MAIL THIS COUPON TODAY! 


‘Fedders-Quigan Corporation, 
Refrigeration Appliances Division 
Department FES-1, Buffalo 7, New York 


Gentlemen: Please rush me complete information on 
how I can make extra profit selling the 1952 line of 
Fedders Room Air Conditioners. 


Name 
Address 
Company City 


County State 








Ou the 4ppliance Prout 


iRNOusTR Y NEWS BRIEFS —_ GOVERNMENT REGULATIONS 





Second quarter 
allotments down 
@ ALLOTMENTS of critical mate 
rials for the second quarter of 1952 
have been made by the Defense 
Production Administration. Affect- 
ing appliance dealers particularly 
are the sharp reductions in allot 
ments for home construction and 
to manufacturers of 
appliances. 

“In the area of construction,” 
reports DPA, “it is possible to sup- 


household 


port private home construction only 
at a level of about 600,000 new 
home starts for this year, as com 
pared with 1,000,000 for 1951. 

“Less essential commercial con- 
struction will have to be brought 
to a virtual standstill except for a 
few in critical areas where they are 
badly needed. 

“In general, production of con- 
sumer durable goods (stoves, re- 
frigerators, household appliances of 
all types, and similar goods) will, 
in the second quarter, be about 10 
per cent 
level. 


below the first-quarter 


” 


Seller’s market 
not in sight 
@ IN SPITE of such reduced produc- 
tion of appliances as cited above, 
many manufacturers of appliances 
feel that the American housewife, 
and not the appliance dealer, will be 
in the driver’s seat in 1952. 
Raymond J. Hurley, chairman of 
the Thor Corp., manufacturer of 
washing machines, told a meeting 
of the National Appliance and 
Radio Dealers Association recently 
that he appliance 
seller’s market arising from pro- 


could see no 


duction restrictions announced for 
this year. 

Actually, he said, alternate mate- 
rials programs and manufacturing 
ingenuity will permit washer man- 
ufacturers and other divisions of 
the appliance industry to produce 
a “highly satisfactory” number of 
units in 1952. He said that he be- 
lives the public understands this 


98 


also, and that this belief plus the 
fact that income taxes and high 
cost of living have cut into the buy- 
er’s spending money, indicates that 
the industry in 1952 will have to 
sell its production of merchandise, 
whatever it may be, harder, more 
vigorously, and more intelligently 
than in the past. 


More aluminum 
cutbacks hinted 
@ EVEN as the industry studied the 
effect of 
allotments on 


reduced second-quarter 
construction and 
durable goods production, the Na 
tional Authority indi- 
cated that it intends further heavy 
cutbacks in aluminum allotments in 
the third quarter of 1952. 

This nay be 


Production 


necessary, the 
agency told members of the alumi- 
num producers industry advisory 
committee, because of an expected 
unfilled 
from the three previous quarters 


heavy backlog of orders 


Price relief for 

service trades 

® CEILING PRICE adjustment proce- 
dures for the service trades subject 
Price Regulation 34 
were announced recently by the 
Office of Price Stabilization follow- 
ing the adoption of Amendment 2 
to CPR 34 effective January 9. 


to Ceiling 


The amendment to CPR 34 is de- 
signed to give the service trades 
price relief equivalent to that pro- 
vided for in the Capehart Amend- 
ment. Because the service trades, 
including radio and appliance ser- 
vice and electrical repairs, do not 
generally have the detailed cost ac- 
counting that would be required to 
apply the Amendment, 
equivalent relief has been provided 


Capehart 


by a modification of the adjustment 
provisions of 20(2) of 
CPR 3 

Under the terms of the revised 


Section 


regulation, service firms may file 
relief if 
prices represent an impairment of 


for price their ceiling 
normal, pre-Korean earnings to a 
degree that effective operations of 
the services portion of the firm is 
threatened. 

The application for such price 
relief must be filed on OPS public 
form 43, revised. Applications 
must be filed with the appropriate 
OPS district office if services are 
sold only to non-industrial custom- 
ers. The application should be filed 
with OPS in Washington, D. C., if 
services are sold to manufacturers 
or industrial firms, and under cer- 
tain other conditions listed in the 
revised CPR 34. In order that con- 
sumers may know that they are not 
than OPS ceiling 


paying more 





loa 
Sales trend— 


Sales of retail radio and 
appliance dealers were 
estimated at 264 mil- 
lion dollars during No- 
vember, 1951, by the 
UL. S. Office of Business 
Economics, an increase 
of 3 million dollars 
from October, 1951. 
The November, 1951. 
sales were 2 million dol- 
lars less than sales re- 
ported for November, 
950. 





RETAIL RADIO. HOUSEHOLD APPLIANCE DEALERS 
Estimated Total Sales 
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———————— 


MONTHLY AVERAGE 
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One of America’s 


Leading Lines 


You won't miss 


a single sale 


with this line-up! 


Jackson Table-Top Electric 
Water Heaters come in a 
range of models and prices 
to fit any customer demand. 





Your customers may choose any one of 
these models according to their family 
needs. Available in both 30 and 40 gallon 
capacities, the counter height heaters are 
designed to fit in any kitchen, laundry, 
bathroom or rumpus room as a useful and 
attractive piece of furniture. 

All cabinets are finished in gleaming 
white, with lustrous black “‘toe rail’ at the 
bottom. Tanks are made of heavy gauge 


steel, hot dip galvanized: a full 2 inches of 
Approved by 
Underwriters 


insulation surrounds each tank and 
Laboratories, Inc minimizes heat loss. 230/240 Volts A.C. only. 
These heaters are your answer to cus- 
tomer demand and increased profits. 
Phone, wire or write today for full infor- 
mation on this outstanding line. 


W. L. JACKSON MANUFACTURING COMPANY, INC. 


1222 E. 40th Street Chattanooga, Tenne 
SALES REPRESENTATIVES 
J. A. LLOYD FACTORY SALES AGENT L. 0. LEDFORD GEORGE H. ANDERSON 
Warehouse Stocks Carried SALES AGENCY COMPANY 
Street 811 Chickamauga Avenue P. O. Box 2235 


375 Whitehall] St., S. W. 2506 Lucena St 
>) . 235 
Atlanta, Georgia Charlotte, N Rossville, Georgia Memphis, Tennessee 
5554 Telephone 9-2724 


Telephone LAmar 1977 Telephone 5-8258 Telephone 89 
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prices for services that they buy, 
the service trades regulation re- 
quires retailers of services to dis- 
play in a prominent place in their 
establishments a listing of OPS 
ceiling prices covering the services 
which they sell. 

In considering 
increased 


applications for 
ceilings, OPS will take 
into account post-Korean increases 
and decreases in all costs; extent 
to which the applicant’s previous 
earnings experience may have been 
unrepresentative because of special 
conditions or occurrences; the earn- 
ings of the applicant’s service busi- 
ness as well as the earnings of his 
entire business operation; and 
whether existing ceiling prices im- 
pair normal earnings in a repre- 
sentative pre-Korean period to such 
an extent that the effective opera- 
tion of the applicant's service busi- 
ness is threatened. 


Enforcement survey 

under way on CPR 34 

@ SERVICE FIRM operations are 
being scrutinized by OPS enforce- 
ment officials for possible violators 
of the price regulations. Approxi- 
mately 75 injunctive actions have 
been filed against service trades es- 
tablishments throughout the coun- 
try, including radio and TV service 
firms as well as other types that 
come under CPR 34. Among the 
firms covered by the injunctive ac- 
tions are some in Raleigh, N. C., 
Atlanta, Ga., Memphis, Tenn., Jack- 
sonville, Fla., Wichita, Kans., and 
Tulsa, Okla. Similar action is con- 
templated against more than 400 
other concerns that are thought to 
be violating the regulations. 

Some convictions have 
obtained which resulted in 
service firms paying double and 
treble damages as a result of over- 
charges. 

Edward P. Morgan, OPS direc- 
tor of enforcement, reports that 
the compliance survey of establish- 
ments coming under the service 
trades regulation, CPR 34, has 
stimulated an awareness of the reg- 
lation on the part of many who had 
not yet filed their ceiling prices, 
and it has resulted, also, in numer- 
ous establishments rolling 
their prices. 

Service establishments are re- 
quired under CPR 34 to post a 
statement of their ceiling prices in 


already 
been 


back 


100 


Hope you don’t mind, Miss Martin Nobody 
ever looks at things on the bulletin board 


a conspicuous place, and to file a 
copy of it with the OPS District 
Office within a period. 
They are required to keep records 


30-day 


showing the prices, rates or pric- 
ing methods used during the base 
period, and to make them available 
to OPS agents for inspection. 


Tie-in warranty 


charges dropped 
@ IN A RECENT ruling, OPS desig- 
nated compulsory charges for TV 
Warranty extensions tacked on to 
sales prices as tie-in sales and a 
violation of Section 18, of the Gen- 
eral Ceiling Price Regulation. 

Some manufacturers had already 
abandoned this practice and have 
extended the parts warranty nine 
months past the original warranty 
period. Announcements at the re- 
cent appliance marts in Chicago in- 
dicate that many manufacturers of 
TV are incorporating a year’s war- 
ranty in the selling price. 

In a recent letter to its 
members, the National 
Dealers 


news 
Appliance 
and Radio Association 
points out that it will continue to 
campaign for advertised prices that 
indicate, openly and clearly, all 
charges except local sales taxes. 
At the present time, the Excise 
Tax on TV is charged separately 
on a no-profit-for-the-dealer basis. 
NARDA reports that while this of- 
fers a slight advantage by point- 
ing up the excise tax burden carried 
by the industry, it involves several 
disadvantages: (1) Still permits a 
degree of false price advertising 
by unscrupulous dealers; (2) lets 
public know from 10% of factory 
price clue how much profit is in TV 
sets from manufacturer to con- 
sumer; (3) cuts into dealers’ lim- 
ited TV mark-up by abandoning 


historic practice of allowing mark- 
up on excise tax investment. 


Sales training 
needs studied 
@ PLANNED for 1952 by the Amer- 
ican Home Laundry Manufactur- 
ers’ Association is a study of basic 
sales training practices, with the 
objective of an educational program 
for retail appliance sales forces. 
Richard J. Sargent, chairman of 
the trade group’s automatic washer 
division, in proposing the study, 
cited the experience of professional 
shoppers employed recently to test 
the sales methods of electrical 
appliance salesmen in one 
community. 


large 


They found that more than two- 
fifths of all salesmen approached 
when they were not busy did not 
greet the “customer” for two to 
three minutes. Only one-tenth took 
the name and address of the 
attempted to make an 
appointment for a home demon- 
stration. Two-thirds failed to ask 
the shopper if she owned an appli- 
ance of the kind under discussion, 
or to offer to made a trade-in ap- 
praisal, or to explain the store’s 
selling plans. 


shopper or 


In. 56 per cent of all cases, the 
salesman did not ask the shopper 
to buy. In 69 per cent of the calls, 
neither gave the 
prospect his busines card, nor told 
her his name. 

“This is only a sample of our 
modern-day selling ‘effort,’ but it 


the salesman 


representative of 
present conditions,” Mr. Sargent 
said. “I believe that our industry 
has a tremendous responsibility to 
make a thorough study of modern 


appears to be 


sales training practices in an effort 
to develop a basic program that 
would have universal acceptance by 
retailers and their salesmen.” 


What o problem! Up to my ears in 
work, and my secretary threatening 
to leave, unless | get rid of you! 
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More for YOU.... in '52 


More Sales...More Profits and 


More Satisfied Customers 


with “Nitedir. Fans! 


the complete Package Unit 


Rancher Fan 


America’s most populor Fan for homes with 
low-pitched roofs! 
A complete unit (available with automatic 
ceiling shutters and aluminum moulding). 
Rubber-cushion mounted for quiet perform- 
ance... sealed ball bearings need no oiling. 


Simple and easy to install. 
Four sizes, 24”—30”—36” and 42”. Write 
for specification sheet No. 630. 








Lau Panel Units 


Residential, Commercial and Industrial 


Featuring exclusive LAU self-aligning pillow 
blocks and Durex bronze bearings, which hold 
shaft rigidly . . . prevent vibration. Five blade 
sizes, 24’’—30”—36”—42” and 48” per- 
mitting great flexibility of installation and 
superior performance. LAU Panel Units are built 
for efficiency and long, trouble-free service. 
Write for specification sheet No. 629. 


All LAU Fans comply with Commercial Standards y \ —— ’ 

CS 178-51. All are fully warranted, UL approved \ a u ara: 

and carry Certified Ratings by PFMA \; Desi 
ix Yu WH LL hee 


d ye 


THE LAU BLOWER COMPANY - 2019 Home Ave., Dayton 7, Ohio 


See Your Jobber or Distributor or write us Now for details! 
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PROMOTION 


Fred Phillips, owner of Fred Phillips’ Furniture 
Store, Shelbyville, Tenn., has sloganized his business 
during the past 10 years to a quarter-million-dollar 
volume. His slogans are tied in with a consistent ad- 
vertising campaign, in which all media are centered 
weekly around one specific promotion on one appli- 
me ance. This refrigerator and display sign to which 
1200.00 6 F REFRIGERATORS Fred is pointing was part of a window display used 
any & during a recent refrigerator campaign. 
1O YEARS OLD 
eS 


by Ross L. Holman 


Small-town advertising 


that results in quarter-million-dollar colume 


Emphasis on national brands already popularized 


by manufacturers’ advertising means extra profits for you 





(Left) After seeing the 26-year-old refrigerator in the win- (Right) The inside of Fred: Phillips’ store is well-organized, 
dow display, this housewife came in to be shown the mod- with appliances on each side of the prospect as she walks 
ern counterpart with the full-length freezer across the top. through the store. 
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@ A PHILOSOPHER once said, “Give 
me the authority to make a coun- 
try’s slogans and | will control its 
destiny.” 

I don’t know whether Fred Phil- 
lips ever heard that bit of wis- 
dom or not, but something gave 
him a hunch to apply the power 
of slogans to his furniture and 
appliance business at Shelbyville, 
Tenn. 

During the past ten years, he 
has sloganized it into an annual 
quarter-million-dollar volume. 

Slogans are the punch lines of 
many of his newspaper ads. He 
strews them over the airways. They 
feature his show window displays 
and are occasionally 
on the 
trucks. 

Just to mention a few that have 
won friends and influenced cus- 
tomers, there’s the one with a wed- 
ding bell appeal, “You furnish 
the bride and we will furnish the 
home.” 


splashed 
bodies of his delivery 


On electric fans, “It’s easy to beat 
the heat with Fred.” With that 
slogan and the ad that went with 
it, he sold 125 wind agitators on 
one hot weekend. 

His slogans are tied in with a 





(Below) These two radio commer- 
cials were used over Shelbyville 
Radio Station WHAL during the 
week of the refrigerator promotion. 
Fred has carried about six daily 
spots to supplement weekly promo- 
tions ever since the station was es- 
tablished. 


“TO GET the most in value and 
performance, get a General 
Electric regrigerator, the Old 
Reliable Refrigerator at FRED 
PHILLIPS. Never before have 
vou been offered so much re- 
frigeration. 

“Ask your neighbor about 
General Electric and see fo 
yourself all the many outstand- 
ing features which this modern, 
streamlined appliance offers you 
for convenience and service. 

“While you are at FRED PHIL- 
LIPS FURNITURE STORE, be 
sure to see the General Electric 
refrigerator that is over 26 
years old and is in perfect con- 
dition. 

“You can put your complete 
confidence in General Electric as 
a symbol of research and a mark 
of dependability. Your General 


G.E. Offers “Dividend Years’! 


Grand Cid Box of 26 sa ill Going Strong-You Can Seelt at Freds 


LOE & E REFRKEERALRS 
© YEARS OLD 


Get Your G. E. HOME FREEZER | 6 E 
tn Time For This Yeor's Harvest! 


' ~« 


ied > 
rt 


Refrigerators 


“Not Only‘How Long’ 


{ But Also ‘How Well 


Makes G.E. Great” 


—Seys FRED 


THE 


Deters base! etwas ipeed! 


"SMART DINETTE SUE | “az 


“ j De Luxe 
Cleaner 


Dinette § up 
| Suites Priced 995 
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This full-page ad tied in with the 





lgorets 


window display and radio commercials 
on the refrigerator promotion held recently by Fred Phillips. 


His ads have 


appeared each Thursday on the back page of the newspaper for 10 years. 


FRED PHIL- 
FURNITURE in 


Electric dealer, 
LIPS for 
Shelbyville. 

“And remember, you can noW 
own any size General Electric re 
frigerator for only 15% down 
and 18 months to pay the bal 
ance, and your old refrigerator 
can be traded in as the down 
payment.” 

w 


“MAKE ALL the comparisons 
you care to make and you'll find 
that, dollar for dollar, the Gen- 
eral Electric refrigerators offer 
you the best values. 

“They have everything that is 
best, plenty of chilled storage 
space from top to bottom, roomy 
crisper, and freezer chest, all- 
steel construction with porcelain 
ename!] interior and exterior fin 
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ish that always stays white. 

“These General Electric re- 
trigerators can be purchased 
at the FRED PHILLIPS FUR- 
NITURE STORE, here in Shel- 
byville. When you buy General 
Electric, you're buying dependa- 
bility, a symbol of research, and 
a refrigerator you can put your 
confidence in. 

“Drop by FRED PHILLIPS 
and see the General Electric re- 
frigerator in his window, which 
is over 26 years old—in perfect 
condition, the labels still in the 
door. Yes, that refrigerator is 
direct, down-to-earth proof of 
the dependability that General 
E lectric offers you 

“See FRED PHILL IPS, the 
working man’s friend, for a 
demonstration of these wonder- 
ful, old reliable refrigerators.” 











(Left) A housewife who thought it 


of Fred’s salesmen. 


consistent and persistent advertis- 
ing campaign. “When I opened this 
store 10 years ago,” he explained, 
“IT contracted with the daily Times- 
Gazette for at least 100 inches on 
the back page of the paper each 
Thursday. 

“Each Thursday since that time, 
the ad has consistently appeared 
on that same back page and has 
varied from 100 inches to three or 
four pages, depending on the im- 
portance of the promotion I wanted 
the readers to read. 

“Since the local 


radio station 


(Left) One of Fred's salesmen sold this electric blanket 
to a woman to give her mother for Mother's Day. 
called Mother the “Sweetheart of the 
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over after reading 
Fred’s slogan for an electric range, “Just like hiring a 
cook,” came in for a complete demonstration from one 
(Right) “Beat the Heat with Fred.” 


WHAL was established, | have car- 
ried five or six daily spots. Occa- 
sionally, but not regularly, I sup- 
port both newspaper and radio with 
direct mail appeal.” 


Specific promotions 
All the advertising media used 
each week are centered 
one specific promotion. 


around 
He doesn't 
over too 


scatter his ammunition 


many offers. If it is washing ma- 


chines, they are featured not only 
on radio and the 


Times-Gazette 
back page, but the show windows 


Fred 


Family” in that 


week's promotion. 
his advertising, Fred's suggestions on what would please 
mothers in the way of gifts for the occasion. 


says Fred Phillips as he explains the merits of a fan to a 
young houseewife. That slogan and ads that accompanied 
it sold 125 electric fans over a hot week-end! Slogans are 
the punch lines of most of his advertising media. 


will display every kind of wash- 
day appeal. 

This constant hammering away 
at Bedford County’s buying power 
has accounted for Fred’s growing 
volume. The total amount of money 
he spends on advertising may sound 
big. 

He says, however, “The average 
business firm feels like it is staying 
within reasonable bounds if. it 
doesn’t spend over 5 per cent of its 
gross on advertising. My advertis- 
ing bite is only 3 per cent. 


(Continued on page 126 


(Right) Inside the store, as well as in 
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INDUSTRY 


SURVEY | 


What dealers think 


about controls 


These typical letters from dealers indicate that 


very few favor price controls in their present form 


@ A SURVEY among appliance dealer 
readers of ELECTRICAL SOUTH in- 
dicates that few dealers believe 
that price controls are necessary, 
at least insofar as their own oper- 
ations are concerned. 

This is understandable because 
most dealers have been faced with 
a real sales problem since price 
controls became effective, and the 
need for price ceilings has not 
been apparent to them. 

Because the future of our emer- 
gency government controls is ex- 
pected to be the subject of con- 
siderable discussion again, as the 
new session of Congress gets un- 
der way, ELECTRICAL SOUTH asked 
its dealer readers to express their 
views on controls. The following 
letters are typical of those re- 
ceived. 

cm 

@ “WE THINK if all controls were 
taken off and let us all go to work 
and root hog or die poor, we would 
all go to work and we would not 
have so much confusion.”—Frank 
S. Smith, Electric Supply Co., 
Valdosta, Ga. 


@ “I BELIEVE THAT the govern- 
ment should concern itself with 
maintaining strict price controls 
on basic items only, such being 
primarily food, clothing, and 
shelter. 

“As to controls on luxury items, 


I believe that these are better to 
be left alone to competition, since 
this is one of the vital spirits re- 
sponsible for our country’s great- 
ness.” —M. M. Kaye, Bond Vacuum 
Store, Richmond, Va. 


@ “AS FAR AS electrical appliances 
are concerned, controls are work- 
ing fairly well. As to general 
hardware, they are not very ef- 
fective.”"—A. L. Davis, partner, 
Brown's Paint Store, Mullens, 
W. Va. 


@ “PERSONALLY, I feel that there 
is no need for any price control. 

“What with all this price cut- 
ting, allowing too much for any 
old appliance, ‘regardless of con- 
dition,’ and maybe only $5 cash 
as down payment, it looks like us 
small-town dealers are getting 
‘smoked out’ gradually, so why 
price control? 

“I feel like there should be a 
control to prevent this, and give 
the small business man a chance. 
Maybe I am wrong, but this is my 
honest opinion.”—L. L. Bender, 
Bender Supply, Sealy, Texas. 


@ “THE RETAIL PRICE of an item 
has always been computed on the 
basis of cost of raw product, labor, 
cost of operation, and of course, a 
normal profit. One of the basic 
principles of economics has always 
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been that price is determined by) 
supply and demand. 

“This country has long 
noted for progress, and it became 
big and prosperous by people be- 
ing able to buy what they wanted 
We pay a price for an item, and if 
the item is in short supply, the 
price will be higher than if the 


been 


item is in overstocked supply 
“T have long believed that the 
American people are honest, and 

Continued on page 126 


Vr. DiSalle reports on 
price stabilization 


“THE RECORD shows that the 
results thus far obtained by 
the Office of Price Stabiliza 
tion are most encouraging 

“At the present time, a con 
siderable number of commodi 
ties are selling below ceiling 
prices, particularly textile 
products and consumer dur- 
But every indica- 
tion points towards grave dan- 
inflation once the 
defense program moves into 
full production. 

“This reflects in large part 
the reaction from the over- 
buying during the period pre 
ceding the general freeze. 

“At the same time, pressures 
against price ceilings continue 
to be intense in many areas of 
the economy—notably metals, 
industrial metal products, 
chemicals, and other defense- 
related goods; meats and some 
other foods. 

“In the absence of ceilings, 
goods of this kind would have 
risen considerably in price, 
raising both the cost of the 
defense program and the cost 
of living to consumers. Higher 
living costs in turn would have 
intensified pressures upon the 
wage ceilings. 

“With the step-up in defense 
production and with increased 
restrictions on the output of 
many kinds of civilian goods, 
market pressures must be ex- 
pected to become more general 
and more intense, and OPS 
ceilings will become increas- 
ingly important in holding 
prices in check. 

“The Office of Price Stabili- 
zation will continue to give its 
best effort, under the authority 
provided by Congress, to pre- 
serve and safeguard’ the 
strength and soundness of 
the American economy during 
the emergency mobilization 
period.” 


able goods. 


gers of 











MARKET tor air conditioners 


y William B. Henderson 


@ OF THE MANY remarkable de- 
velopments in the design and use 
of air conditioning equipment in 
the past twenty years, outstand- 
ing is the 
tioner. 


packaged air condi- 
Factory-assembled, the 
packaged air conditioner is shipped 
to the buyer ready for operation 
after the addition of service con- 
nections. 

It is the industry’s answer to 
the constantly increasing demand 
for air conditioning for industrial 
processing, and for health and 
comfort in spaces where people 
work and live. It provides an es- 
sential weapon for the merchan- 
diser in the competitive battle for 
the consumer’s dollar. 

Packaged air conditioners are 


usually grouped in two general 


Mr. Henderson is executive vice- 
president of the Air Conditioning and 
Refrigerating Machinery 
This article is adapted from a state- 
ment presented at the Packaged Air 
Conditioner Conference, in New Or- 
leans, 


Association. 


106 


classifications—the room air con- 
ditioner and the self-contained air 
conditioner. These two classifica- 
tions differ, in the main, only in 
size and type of application or 
use. 

The room air conditioner is the 
smaller in size and is of the win- 
dow-sill or floor (console) type. 
Its size range is from one-third 
horsepower through one and one- 
half horsepower. Usually it is 
air-cooled. 

The self-contained air condi- 
tioner is usually water-cooled and 
its size range is much broader, 
currently from two _ horsepower 
through twenty-five horsepower. 

Packaged air conditioners first 
came on the market in commer- 
cial quantities in 1935, though 
some had been sold a year or two 
earlier. They first appeared sep- 
arately on an industry statistical 
record in 1938. Those first room 
air conditioners were of the floor 
type and were the forerunners of 
today’s packaged air conditioners. 


The window-sill type room air 
conditioner did not make its ap- 
pearance in quantity until 1940. 

Public acceptance of packaged 
air conditioners in those early 
years was reflected in fairly en- 
spectacu- 
lar, sales volume. Sales rose from 
13,350 units in 1938 to 40,000 units 
in 1941. 


couraging, though not 


Production slowdown 

Came World War II. Arming 
the United States and other coun- 
tries curtailed the manufacture of 
packaged air conditioners except 
for defense and defense-support- 
ing needs. Relatively few 
aged air conditioners 
50,000 units 


pack- 
slightly over 
were manufactured 
in the four war years, 1942 
through 1945. 

But with the end of hostilities, 
the pent-up deniand for air con- 
ditioning equipment (and _ partic- 
ularly packaged air conditioners) 
quickly made itself evident. In 
1946, sales of almost 48,000 pack- 
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aged units were recorded, and sales 
continued to rise rapidly to a vol- 
ume of 250,000 packaged units in 
1950. 

No longer could there be any 
doubt that air conditioning had a 
large measure of public accep- 
tance as being desirable and nec- 
essary to the American economy 
and to better living for the indi- 
vidual. 

Today, as has been the case 
since the packaged air conditioner 
first came on the market, the re- 
tail and service industries—with 
their millions of stores, restau- 
rants, offices, display rooms, and 
other places of business—continue 
to provide a leading market for 
our industry’s 
ucts. 


packaged  prod- 
Competitive values 

Air conditioning is almost in- 
dispensable for survival in today’s 
highly competitive market-place. 
It often marks the difference be- 
tween profit and loss. A_ profit 
margin is increasingly difficult to 
retain these days because operat- 


ing overhead climbs constantly 


higher. New and heavy charges, 


stemming from government con- 
trols, must be met. In addition, 
the businessman now shoulders 
a heavier burden of federal, state, 
and municipal taxation. 

Air conditioning is needed to 
attract buyers and keep them in 
a buying mood despite uncomfort- 
able weather; for the protection 
of merchandise from soilage and 
spoilage; for decreasing cleaning 


and maintenance costs; and for 
the comfort, health, efficiency, and 
productivity of the organization's 
operating staff. 

A recent news item provides an 
illustration: both the Republicans 
and the Democrats have decided 
on Chicago for their 1952 national 
conventions. Two auditoriums com- 
peted for this highly 
business. The successful 
despite 


desirable 

bidder, 
substantial cisadvantages 
of location, transportation, etc., 
was awarded the contracts prin- 
cipally he promised the 
benefits and comforts of adequate 
air conditioning for the huge con- 
vention crowds. 


because 


An indication of today’s pub- 
lic demand for comfortable and 
healthful living and working en- 
vironment is the large number of 
air conditioning installations in 
factories and _ offices, primarily 
for the benefit of employees. Com- 
panies find that employees are 
more productive, with less absen- 
teeism and employee dissatisfac- 
tion when the working spaces are 
properly air conditioned. 
ers find that air conditioning 
helps maintain a stable employee 
group 
lationship to an 


Employ- 


and this has a close re- 
organization’s 
success as a profitable business. 


Employee “turnover” is expen- 
sive, especially in these days when 
competent replacements are hard to 
get. 

Increasingly, air conditioning is 
being made a condition of collec- 
tive bargaining by employee rep- 
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resentatives. The implications of 
this trend are important for the 
air conditioning industry. It can 
logically mean that, in the future, 
relatively few industrial plants, 
stores, or business offices will be 
without air conditioning, installed 
primarily for the purpose of main 
taining employee comfort, health, 
stability, and productivity 


Home installations 

With the enjoyment of the 
benefits of air conditioning in the 
places in which they work, shop, 
and spend their recreation hours, 
it is small wonder that so many 
people insist on having air con- 
In 1951, 
over 70 per cent of the room air 


ditioning in their homes. 


conditioners sold were purchased 
by individuals for use in_ resi- 
dences and apartments. The ma- 
jority of these were installed in 
bedrooms. Most were bought be- 
cause of the comfort and home 
cleanliness benefits they provided 
But many were purchased pri- 
marily as an aid for a member of 
the family 


suffering from 


physical difficulty 


some 


Income-group patterns 
Purchasers do not fall into any 
definite 


income-group pattern 


Homes in low-cost housing de- 


velopments are sprouting room 
air conditioners in their windows 
to an extent not greatly less than 
the areas in which the higher-in- 
come groups live. Air condition- 
ers are not uncommon in auto- 
trailer camps. 

market 


The increased accep- 


tance of packaged air condition- 
ing in the smaller homes has led 
to a growing market for room air 
small 
horsepower and 1/3 


conditioners of 


capacities 
horse- 
power). Smaller rooms mean less- 
exacting demands on the room air 
prices 
3ut this trend 
has very definite dangers for the 


conditioning units. Lower 


are an attraction 
industry—the sale of a low-ca- 
pacity unit may be the result of 
claims 


a salesman’s exaggerated 


(Continued on page 123) 





(Photo through the courtesy of ©. 
A. Sutton Corp., Wichita, Kansas, 
manufacturer of Vornado room air 
conditioners ) 
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MERCHANDISING 


How you can sell 
room air conditioners 


Outstanding Texas distributor explains how 


you can cash in on this rapidly expanding market 


by Morris Margolin 


President, Marlin Associates 
Dallas, Texas 


@ By Now INDUSTRY should be 
aware of the fact that the South 
is a vast, still-undeveloped mar- 
ket, rich in reward for dealers 
who fully exploit that market by 
aggressively merchandising an ef- 
ficient and reputable room air con- 
ditioner. ; 

That comment is based on our 
experience as distributors last 
vear. Last season our 70 dealers 
sold more room air conditioners of 
the brand we handle than were 
sold by any other organization of 


(Above) The South constitutes a 
vast market for room air condi- 
tioners, especially in the home. 
Morris Margolin recommends very 
strongly to dealers that they use the 
trial installation period, for his 
records show that 90 per cent of 
these installations resulted in sales. 
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dealers in the United States. And 
that includes Chicago, New York, 
and all 
centers. 


other big metropolitan 

In the same season, sales of room- 
conditioning units increased 18 per 
cent in the United States. In our 
territory, our sales through dealers 
increased 64 per cent. It is a posi- 
tive trend that is gaining momen- 
tum, and it is my opinion that 
dealers should certainly capitalize 
on this trend. 

It is true that-in Texas we had 
one of the hottest summers in a 
quarter of a century. That helped 
But it is also true that in the South 
the demand for room air-condition- 
ers can be compared to the demand 
for radios in the infancy of that 
industry. 

The South is a natural for room 
Southern hotels and 
southern office buildings are air- 


conditioners. 


conditioned, almost without excep- 
tion. Air conditioning is fast be- 
coming a southern habit. 

The dealer who does not capi- 
talize on this powerful sales ally 
is negligent future. 
Last year many dealers told me that 
it would have been a sorry selling 


of his own 


season indeed, had it not been for 
room-conditioner sales. 

We and our dealers established 
territory 


our sales record in a 


comprising 44 counties in North- 


For selling the largest number of Mitchell room air conditioners in 1951, 
as well as for outstanding promotional activity, Morris Margolin, left. 
author of this article, was congratulated at the recent Refrigeration and 


Air Conditic 


ing Exposition in Chicago by B. A. Mitchell, center, president 


of the Mitchell Mfg. Co., and George E. Anderson, right. district sales 

managet for the Mitchell Company in Dallas. Mr. Margolin explains that 

if this performance was possible in one section of Texas, similar oppor- 
tunities exist throughout the South for all dealers. 


east Texas, a territory represent- 
ing only one-sixth of the total 
counties in the state and includ- 
ing only one metropolitan cente1 
Dallas. 

It is only incidental that we, as 
distributors, were signally honored 
during the Air Conditioning Ex- 
position in 
Mitchell, president of the factory 
we represent, for the record our 


Southern office buildings are air-conditioned almost without exception. 
The dealer who does not capitalize on this powerful sales ally is negligent 
of his own future, according to Mr. Margolin. 
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Chicago by B. A. 


dealers made possible. My point 
in mentioning these facts is that 
if, through our dealers, that per 
formance was possible in one sec 
tion of Texas, similar opportunities 
exist throughout the South for all 
dealers 

Naturally, the help we gave deal 
ers last season—our fourth as a 
distributor for the air conditioners 
we represent—was responsible to 
a considerable degree for territory 
sales by dealers. And one of the 
factors in our support of dealers 
was perhaps more influential than 
any other in the production of unit 
sales. This was a specific sales 
technique found most effective at 
the dealer level 


Trial installations 

After three previous vears of ex 
perience with room conditioners, 
our sales promotion manager, L. J 

Bert) Walter, was convinced that 
installation of a unit in a home 
on trial was by far the procedure 
most productive in converting pros- 
pects to sales. 

So Mr. Walter and members of 
our sales force recommended with 
great emphasis to dealers that they 
use the trial installation procedure 
Dealers were 
advised to install the unit for a 
week or 10 days 


at every opportunity 
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This view of a room in the Langford Apartments, Winter Park, Fla., shows 
one of the 24 room air conditioners which were installed recently. These 
3/4-ton units have been made a part of the architecture of the building. 


Small vents on the outside are the only indication of the units’ 


existence, 


while inside they have been built into an alcove, with a decorative what- 
not shelf above. This is only one of the many interesting applications of 
room air conditioning available to ambitious southern dealers. 


There were no losses and no in- 
stances of damage to a unit, for 
householders in the income bracket 
that makes them 
room-conditioners are responsible 
people. And Mr. Walter's records 
show that where dealers were suc- 
cessful in getting a unit installed 
on a trial basis, 90 per cent of 
these installations 


prospects for 


resulted in 
sales. 
Serving facilities 

Before a dealer begins to make 
sales, however, he should give some 
very careful consideration to his 
facilities for service. For even if 
the unit represents the best in ma- 
terials and precision workmanship, 
certain service demands on this in- 
tricate equipment cannot be fore- 
stalled. 

A dealer must be prepared for 
this. For no one is quite so im- 
patient as the owner of a room 
conditioner who, in the middle of 
a hot summer has suffered a ser- 
vice failure. Such an owner wants 
service and he wants it today. 

Where the repair or adjustment 
is of a minor nature, it can be at- 
tended to by the dealer's service 
man. But most 
equipped and are not 


dealers are not 
expected 
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to be equipped for major service. 
So they should have facilities avail- 
able to them on a basis that per- 
mits expeditious handling and re- 
turn of the unit to the house- 
holder. 

This vear, where a unit re- 
quires major service, that service 
will be made available to our deal- 
That is, 
we are making it imperative that 


ers on a 24-hour basis. 


within 24 hours after a unit is re- 
ceived by our service department, 
that unit will be shipped back to 
the dealer. 

To prepare for such a type of 
service to dealers, we have invested 
$30,000 in a new, adjoining build- 
ing. At the peak of the season, 
20 men will be employed there. 
That investment rather forcibly il- 
lustrates the importance we attach 
to service after four vears of ex- 
perience. 

We and our dealers consider the 
selling season as being spread over 
the five months of April, May, June, 
July, and August. In preparation 
for that season, our promotion be- 
gins in January. 

By then we have decided what 
our advertising program will be, 
the extent of its co-operative fea- 


tures, and we know about what 


the promotion for the year will con- 
sist of. 
This information is passed on to 


dealers and this year it was done 
in January through the medium 
of two general sales meetings, with 
about half the dealers assembled 
for each meeting. At both meet- 
ings the featured speaker was a 
nationally recognized sales special- 
ist, namely Elmer Wheeler, of “sell- 
the - sizzle - instead - of - the-steak”’ 
fame. 
Display units 

Also in January we make it 
a point to get into each dealer’s 
place of business, at least one 
unit, and, preferably, one of each 
model. 

Sales Manager Walter has dis- 
covered that, regardless of weather 
in January, it is beneficial for a 
dealer to have a unit or units on 
display. 

This display, which should be 
rather prominent, establishes the 
dealer in the memories of cus- 
making purchases. 
Dealers who use this display most 


tomers other 
those who are 
looking ahead to the selling sea- 
son. They overlook no opportu- 
nity to call attention of customers 
to the unit, and it is not ridiculous 
to do this during frigid weather. 
(Continued on page 124) 


effectively are 


Marlin Associates thinks each dealer 

should have at least one room air- 

conditioning unit in his place of 

business. Summer comfort displays 

such as this one tell the complete 

air-conditioning story in a matter 
of seconds. 
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1952 appliance shows 


@ AN AMPLE SUPPLY of most ma- 
jor appliances and electrical house- 
wares for the first six 
of 1952 was 


months 
generally indicated 
at the Chicago January Markets 
at the American Furniture Mart, 
the Merchandise Mart, and the 
Navy Housewares Show. 
These include practically 
all of the major appliances and 
the majority of fan and electrical 
housewares firms. 

Attendance for 1952 totaled well 
over 30,000 dealers, distributors, 
and manufacturers 


Pier 


shows 


approximately 
the same as for the record year 
of 1951. most 
part stayed longer to shop. It is 
interesting to note that an increas- 
ing number of dealers and distrib- 
utors from the South and South- 
west were in attendance. 

Buying at the 


Dealers for the 


shows, where 
some manufacturers take orders, 
was regarded as normal—below 
buying” of January, 


1951, but well above the Summer 


the “scare 


markets which found dealers and 


jobbers heavily overstocked, and 
practicing selling 
themselves in lieu of dealer cus- 


tomers. 


manufacturers 


Shortest lines 
Buying by dealers and distribu- 
t heaviest, of 


ors Was ourse, on 


lines where inventories have been 
cleared. Generally, Southern buy- 
ers reported low inventories. Home 
laundry equipment was_ espe- 
cially active, with ironers and au- 
tomatic dryers 
lotment. 
lines at the Marts. Refrigerator 
sales were sound, and better than 


expected. 


generally on al- 
These were the shortest 


Radio and television manufac- 
turers’ reports were mixed, with 
generally lower sales and a defi- 
dealers for 
bargains. Electric housewares and 


fan buying at the Navy Pier was 


nite searching by 


brisk and more shortages were 
noted and predicted in these lines 
than on major appliances. Cof- 
fee makers and the new fast-mov- 
ing deep fat fryers were in many 
cases being allotted to dealers. 
One trend at‘the shows was a 
noticeable shifting of distributor 
lines and shopping by distributors 
for additional lines. Some of the 
strongest distributors in the United 
States are in the South and South- 
west, and conversations with some 
of these indicated many changes 
in lines. 
Several major 
panies held 


appliance com- 
distributor 
tions either just prior to or dur- 
ing, the early days of the Marts 
Admiral Corporation took 800 dis- 
tributors and salesmen on a tour 


conven- 


of their Chicago and Galesburg 
Marts with 


a three day meeting. Crosley Divi- 


plants prior to the 


sion of Aveo Manufacturing Cor 
poration held a distributor meeting 
at Cincinnati just at the opening 
of the Show. 

One of the most elaborate job 
South- 


ern firms in attendance, was that 


ber meetings, with many 


of Amana Refrigeration, at Amana 
Iowa, with a special train chartered 
to bring the jobbers to Chicago 
for the Marts. Many 
such as Deepfreeze Division had 


concerns 


district manager meetings preced- 
ing the shows 


Future conditions 
At press 


American 


and at the 
Mart 
leaders in the industry 


parties 
Furniture press 
luncheon, 
expressed predictions of favor- 
able business and generally con- 
tinued James J 
Nance, president of Hotpoint, Inc 


stated that 


production 


lagging defense worl 


The appliance shows in Chicago provide a very special opportunity for 


distributors to arrange meetings of their key personnel with 


of the manufacturers they 


represent. 


executives 
Southern distributors, being fur- 


ther removed from the manufacturing centers, have been particularly active 


in this respect. Here is a 


typical group from the South: grouped around 


Two-Ton Baker, famous radio star, are left to right, William A. MacDonough, 

Bendix national merchandising manager, and Bob York, Larry Miller, Carl 

Williams, William Pruitt, and Calvin Mitchell, all of Southern Appliances, 
Inc., Charlotte, N. C. Mr. Mitchell is president of the firm. 
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confuses the picture, but that 
major appliance production in 
1952 should be about 80° of 1951. 
George C. Foerstner, vice-president 
and general manager of Amana 
estimated their 
freezer production to be ahead of 
1951. 

Ernest A. Marx, general man- 
ager of Allen B. Du Mont Labo- 
ratories, anticipated greater tele- 
than the 
four and one-half million of 1951. 
C. W. Theleen, sales manager of 
the Major Appliance Division of 
Electric, their 
production would be about 


Refrigeration, 


vision set production 


General 
1952 


75% of 1951 with ranges and water 


predicted 


heaters hampered by copper and 
nickel shortages; refrigerators and 
freezers curtailed but still ample 
supply; washers, dryers, dishwash- 
ers in short supply with greater 
consumer demand. 


dctive Southerners 

Southerners were active in the 
National Radio 
Dealers Association convention 
which brought many dealers in 
for the second week of the Ameri- 
can Furniture and 
Marts. Harry B. Price, 
Price’s, Inc., Norfolk, 
vice-president of this group, and 
among the directors are Gross 
Williams, Shreveport (La.) Re- 
frigerator Co.; H. L. Frankel, 
Frankel’s Appliances, Huntington, 
West Va.; Wallace Johnston, Wal- 
lace Johnston Appliances, Inc., 
Memphis, Tenn. Many other well 
known 
among the award winners at this 
meeting. 

New line and 


Appliance and 


Merchandise 
Jr., of 
Va., is a 


southern dealers were 


major changes 
were quite limited both in major 
Two 


appliances and housewares. 


idmiral 


new room air conditioner lines 
were on display; several improve- 
ments were noted on refrigerators; 
additional freezers in- 
cluding a small type for auxiliary 


and apartment use were on display; 


upright 


most of the television manufactur- 
ers talked of their new lines; new 
fan lines were prominent at the 
Many of the 
new lines and changes are outlined 


Housewares Show. 


below. 


Refrigerators and freezers 


Hotpoint, Inc., showed nine mod- 
els of with minor 
changes; all with automatic door 
latch and ranging from 4 cubic 
feet to combination types up to 
10.6 cubic feet. They also showed 
a new 11 cubic foot home freezer 
with 385 lbs. capacity and one foot 
narrower than the former model of 


refrigerators 


this size. 
Norge Borg 
Corporation had two new refrig- 


Division Warne) 
erators with more than 8 cubic 
feet capacity to retail at $249.95 
and $269.95, and three new home 
freezers 8, 15, and 23 cubic feet. 
Sanitary Refrigerator Company 
showed one of the most interest- 
ing developments at the Mart with 
upright home 
apartments 
storage 


a 4 cubic foot 
freezer designed for 
and homes small 

Dimensions are 381% 


with 
space. inches 
high, 28 inches wide, arid 24 inches 
high. With 200 pound capacity 
it also should appeal to families 
whose present refrigerator is sat- 
isfactory except for limited frozen 
food space. Four com- 
pletely restyled models of refrigera- 
tors were also shown. 

Admiral Corporation had 12 new 
model refrigerators. Two of these, 
9 and 11 feet, had flash defrosting: 


storage 


Sanitary 


another had full automatic defrost- 
ing. A completely new 12.2 cubic 
foot Dual-Temp with two doors is 
said to be the largest of its type in 
the industry. 


Amana Refrigeration, Inc., had 
two new chest type freezers, 8 and 
14 cubic particularly 


stressed the three uprights in 12, 


feet, and 


18, and 25 cubic feet capacities. 

Coolerator Company unveiled a 
home freezer line with three new 
18.4 cubic 
feet capacities. All had two com- 


models, 10's, 13, and 
partments, one for fast-freezing, 
and doors opening and closing with 
finger touch. 


Servel, Inc., showed six models 
of refrigerators to operate on 
bottled gas, electricity, 
A 9 cubic foot box 
with double doors, automatic de- 


piped or 
or kerosene. 


frosting on both 9 and 11 cubic 
foot boxes were featured. W. Paul 
Jones, president, told distributors 
that the new line of electric re- 
frigerators is now being sold na- 
tionally. 

Gibson Refrigerator Company 
introduced a new model 922 re- 
frigerator with deluxe features 
including 45 pound freezer locker, 
crisp’r chest, vegetable tilt basket, 
and snap seal latch. Also 
featured was two-door model 1052 


door 


as a part of this company’s Dia- 
mond Jubilee. 
Phileo announced 


nine full length single door mod- 


Corporation 


els as well as three door models 
with automatic defrosting. A new 
door storage idea termed the Dairy 
Bar had the features of the former 
Conservador with special shelves 
for storage of eggs, fruit, ete., as 


well as bottle storage. 


Norge 
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Electric and gas ranges 

Westinghouse Electric & Manu- 
facturing Company has added a 
double oven range to the Westing- 
house line with other new merchan- 
dise including refrigerators as well 
as ranges, to be shown on January 
24 and 25 at a distributor meeting 
at Mansfield, Ohio. 


Magic Chef, Inc., displayed gas 
ranges with minor changes and re- 
styling. The space heater line of 
this company had a new color har- 
mony idea with four color panels 
for sections in front of heater. Two 
new gas radiant heaters have been 
added to the line. 

Estate Stove Company had four 
new model gas and electric ranges, 
making 11 models in the newly 
restyled line. A Duncan 
merchandising tie-in and 
models, starting at 


Hines 
budget 
$99.95, were 
featured. 


Samuel Stamping and Enamel- 
ing Company was a new entrant in 
the range field, with two combina- 
tion gas and electric ranges with 
gas top burners and electric high 
broiler. Other models included two 
apartment size and five basic 36- 
inch ranges. 

Prentiss Wabers Company had 
two new electric ranges in their 
line of both gas and_ electric 
models. Shown were an economy 
four-burner range with completely) 
automatic controls and a new 
three - burner apartment range, 
with controls mounted at top of 
stove away from burners and 
broilers. 

Gibson Refrigerator Company in- 
troduced a new model J electric 
range with 2 hot wall ovens—the 
banquet oven automatic and both 
with “Con Sealed” heating units 


Prentiss-W abers 


Norge 


below aluminized steel bottoms fo; 
easier cleaning. 

Norge Division Borg Warne? 
Corporation showed two new elec- 
tric and one new gas range. The 
new electric models featured back 
panel lights showing cooking speed 
tor top elements. Both gas and 
models 
with slide out 


electric were available 
racks with hooks 
for utensils and shelves for kitchen 
tools 

Hotpoint, Inc., introduced two 
new electric ranges with lighted 
controls and with 
Push 


colors 


push button 
large clock-type oven timer. 
button lights in different 
show heat settings on _ back 
splasher. 
Admiral 
three new electric ranges, two of 


Corporation showed 
these with easy dialing for heat in 
surface elements and ovens. All 
models can accommodate a new ro- 
tary roaster spit which is self bast 
ing and self turning. 
Phileco Corporation features on 
1952 electric ranges included three 
exclusives: “Broil under Glass,” 
“Jiffy Griddle,” and “Quickest 
Timer.” The timer makes auto- 
matic cooking simple with two func 
tional controls setting time to finish 
cooking as well as the hours and 
minutes required for cooking. 


Home laundry equipment 


Meeting public demand for dry- 
ers and ironers is going to be 
something of a problem in 1952, 
and few new models were shown 
Some of the features are listed 
below. 

Thor Corporation was one of the 
few to bring out a new 
matic washer. 


auto- 
This is an agitator 
type and is added to the preced- 
ing semi - automatic type. Also 
Thor had automatic dryers in 
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Hotpoint 
gas or electric and wringer type 
washers. 


Bendix 


Bendix Home Appliances showed 
the Snow White automatic washer 
with a “Magic Heater” that main- 
tains or increases the temper 
wash water. It is said 


to improve washability at no extra 


ature of 


cost. 

Speed Queen 
five wringer model washers with 
double-walled tubs for heat reten 


Corporation had 


tion and safety aluminum wringers 
Automatic dryer and ironers also 
were shown. 

{ltorfer Brothers Company had 
an automatic washer with an ex- 
clusive 3-step rinsing action to get 
clothes cleaner. Three wringer-type 
washers and ironer also were 
shown. 

Conlon Moore Corporation fea- 
tured ironers with exclusive hand 
action as well as auto- 
dryer and 


ironing 
matic wringer type 
washers. 
Horton 
showed gas and 
ironers with 
roll; three wringer-type washers, 


Manufacturing Com- 
pany electric 


dryers; perforated 
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and a 10 pound automatic washer. 
Whirlpool 
two automatic 


showed 
washers and two 
dryers, as well as wringer type 
washers. Ironers have been tem- 
porarily withdrawn but should be 
available later in the year. 


Corporation 


Hotpoint 


Hotpoint, Inc., featured an auto- 
matic washer with 8 lb. capacity 


and moistureless dryer matching 
n appearance. The dryer had a 
new dial including 60 minute cycle 
for ordinary loads and an added 30 
minutes for wringer washerloads, 
and is sealed in, eliminating dis- 
charge of steam and lint into laun- 
dry room. 

Automatic Washer Company 
showed a new automatic washer 
to distributors in a private show- 
ing. No time was set for an- 
nouncement and actual delivery 
of this addition to the Automatic 
line. 


Electric dishwashers 


Hotpoint, Inc., had new dish- 
racks included in 1952 dishwash- 
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Magnavox 


Philco 


er models to accommodate 60 pieces 
of silverware and largest plates 
Also included was a new center 
baffle washing action and a revised 
water inlet system. 


Radio and television 


More television set manufac- 
turers seemed to be concentrating 
on improvements for more power, 
longer distance, and clearer re- 
ception. The 17-inch tube which 
was most popular in 1951 was in- 
dicated as continuing to be popu- 
lar, but a continuing trend toward 
larger 20- and 21-inch screens, was 
reported. Many manufacturers are 
now including one year’ war- 
ranty on tubes and parts in list 
prices. 

Motorola, Inc., featured 10 new 
models ranging from 14 - inch 
portable and budget priced 17- 
inch models at $199.95 to 20-inch 
r'V, radio, and 3-speed phonograph 
combination at $575.00. A new 
3-position area selector switch was 
featured to. boost power in fringe 
with antireflection 
“Electro - Lock” picture 
focus, and improved built-in an 
tenna. 


areas “Glare 


Guard,” 


Admiral Corporation Full line 
included 12 new models and 22 
models from 1951. All 
“Flex - o - matic” 
greater 


featured 
focusing and 
power for the picture 
Announced was an unusual 
“product dividend” 
with record player 
been added to nine new TV sets 
at prices competitive to sets with 
TV alone. The same cabinets are 
utilized. 

Hallicrafters Company brought 
out 11 new TV sets and 10 new 
radios at a distributors’ meeting 
and at the Furniture Mart. Also 


tube. 
where radio 


outlet has 


Hallicrafters 


*announced Was 


Motorola 


policy of includ- 
ing excise tax and one year part 
and tube warranty in the list price 
on TV sets. 150-mile reception 
guarantee was also featured 

Philco Corporation added to the 
17- and 20-inch television sets a 
new 21-inch line in nine models. 


Coleman circulating heater 


An entirely new chassis and the 
introduction of a new “Super 
Colorado” tuner. It is said to give 
even in outlying 


good reception 


Philco room air conditioner 
Models _in- 
17-inch, six 20-inch 
Continued on page 122 


“weak signal areas.” 
cluded four 
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Appointment of F. F. Duggan as as- 
sistant general sales manager of the 
Crosley Division, Aveo Mfg. Corp., has 
been announced by W. A. Blees, Avco 
vice-president and Crosley general 
sales manager. 

Mr. Duggan has been general sales 
manager of Avco’s American Kitchens 
Division at Connersville, Ind., since 
September, 1949. 


F. F. Duggan 


At the same time, John W. Craig, 
Aveo vice-president and American 
Kitchens general manager, announced 
that Charles K. Clarke, assistant gen 
eral sales manager in charge of field 
sales for American Kitchens, had been 
named general sales manager to suc- 
ceed Mr. Duggan. 

Mr. Duggan was general sales man- 
ager of the Deepfreeze Division, Mo- 
tor Products Corp., in North Chicago 
for four years before joining Ameri- 
can Kitchens. Before that he spent 18 
years as a sales executive of Hotpoint, 
Inc., of Chicago. 

Mr. Clarke joined American Kitch- 
ens in the fall of 1950 as regional 
sales manager for the West Coast. He 
came to Connersville in May, 1951, as 
assistant general sales manager. 


Raymond E. Miller has been named 
dryer sales promotion manager for the 
Bendix home appliances division, Avco 
Mfg. Corp., according to Frank S. 
Ryan, director of advertising and 
sales promotion. 

Mr. Miller was _ previously 
training and promotion manager for 
Westinghouse Corporation at Mans- 
field, Ohio. 


sales 


Joseph C. Frantz has been appointed 
sales promotion manager of the Apex 
Electrical Mfg. Co., according to a re- 
cent announcement by A. C. Scott, 
vice-president in charge of sales. 

Mr. Scott also announced the ap- 
pointment of Thomas B. Fitzgerald to 


succeed Mr. Frantz as product sales 
manager of the Holland-Rieger divi- 
sion of Apex. 

Mr. Fitzgerald was assistant sales 
manager of the Holland-Rieger divi- 
sion prior to his new appointment 


B. C. MeCoy, Jr., has been appointed 
New Orleans zone manager of Nash- 
Kelvinator Sales Corp., succeeding E 
S. Kerr, zone manager for the past 
four years, who has been appointed 
zone manager at Cincinnati. 

Mr. McCoy was formerly 
manager of the Jacksonville, Fla., 
branch, and has been with Nash 
Kelvinator since 1939. 


branch 


Appointment of George M. Cheston 
as vice-president in charge of sales 
has been announced by the Sepco 
Corp. Mr. Cheston will supervise sales 
nationally on the company’s complete 
line of products. 

The appointment of H.S Perkins as 
general sales manager of The Silex 
Company has been announced by M. 
G. Smith, president. Mr. Perkins joins 
Silex from Landers, Frary & Clark, 
where he was sales promotion mana- 
ger and Washington representative. 


M. D. Durham, formerly zone man- 
ager in a large territory covering 
southern and southwestern states for 
Youngstown Kitchens, has been ap- 
pointed manager of the firm’s newly 
created Western sales division with 
headquarters in San Francisco, ac- 
cording to Sales Manager D. F. Rucks, 
Jr., and C. D. Alderman, genera! man- 
ager of merchandising. 

W. L. Barnett, regional manager in 
Texas, was promoted to zone manage? 
in a southwestern territory with head- 
quarters in New Orleans. 

James C. King, also a regional man- 


\ 


George D. Carns, Jr. 
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ager, was named zone manager in 
Charlotte, N. C. 

A new regional manager is George 
D. Carns, Jr., formerly assistant sales 
manager for Hart-Greer, Inc., Birm- 
ingham, who will be located in Atlanta. 

In the reshuffling of sales regions, 
Regional Sales Manager D. R. Boehm, 
Jr., moves from Washington, D. C., to 
Dallas, Texas, and R. J. Julian is 
transferred from Detroit to Charlotte, 
N.C 


L. M. King has been appointed as 
sistant sales manager for The Coolera- 
tor Co., according to an announcement 
by G. L. Rees, sales vice-president 


H.C. Beresford 


H. C. Beresford, Coolerator adver 
tising manager, was named director 
of advertising and sales promotion in 


a program broadening the scope and 
f this department. 


tivities of 


ac 


R. J. Julian 
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One of three action displays avail- 
able from Admiral is this uke- 
strumming cowboy. Each display 
operates on motive power supplied 
by a single flashlight battery. 


Admiral— 


Battery-operated displays 


TRADE AND PUBLIC reaction to its 
initial trio of battery-operated motion 
displays led Admiral Corp., 3800 Cort- 
land St., Chicago, Ill, to repeat with 
an entirely different set of three 
scheduled for release to dealers in 
January of this year. 

The new collection of three displays 
consists of a high-swinging clown in 
a circus scene, a uke-strumming cow 
boy, and a “struggle-for-life’ move- 
ment that might be taken from any of 
the currently popular whodunits. 

Each is eye-catching and intriguing 
to watch; all are good sales provokers 
for the Admiral TV line, and popular 
with the trade. They require no atten- 
tion other than battery replacement 
every couple of weeks. 


Fresh’ nd-Aire— 
Fan campaign 

THE “DEALERS’ CHOICE” fan cam- 
paign for dealers has been announced 
by Fresh’nd- Aire Co., a division of 
Cory Corp., 221 No. LaSalle St., Chi- 
cago, Ill. 

Handout sheets for dealer mailing 
are being made available to their dis- 
tributors, along with a co-operative 
advertising program for dealer use. 

The entire program is patterned 
after a poker hand, with an Ace, 
King, Queen, Jack, and 10 of Spades 
deal. 

The Ace deal features the Model 80 
Fanette, and provides for the dealer 
purchase of three at the regular deal- 
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er cost. He is then sold the fourth 
Fanette at a special price, which he 
can use as a demonstrator for his 
own display. 


Youngstown Kitchens— 
Consumer catalog 

A NEW 24-PAGE Youngstown Kitch- 
ens consumer catalog is now available 
for dealer use from Mullins Mfg. 
Corp., Warren, Ohio. 

The catalog features kitchen photo- 
graphs in full color, and illustrates all 
the cabinet sinks, wall, base, and util 
ty cabinets in the 
Kitchens line. 


Youngstow n 


Sections of the book are given to the 
Jet-Tower electric sink and automatic 
dishwasher and the food waste dis- 
poser. Kitchen planning is discussed 
and basic kitchen arrangements are il- 
lustrated. 


Westinghouse— 


Demonstration ironing board 
A UNIQUE point-of-sale demonstra- 

tion board for the new Westinghouse 

open-handle iron is being supplied re- 

tailers handling the new iron. 

is available to retailers 

through Westinghouse distributors. 


The display 


ATTENTION-COMPELLING DISPLAY 


The unique point-of-sale demon- 

stration board for the new West- 

inghouse open-handle iron is shown 

here. The board tells a quick sales 

story the customer can demonstrate 
to herself, 


It has a specially imprinted cloth 
cover which invites the customer to 
try the iron. A row of buttons simu- 
lates a shirt front, making it easy to 
demonstrate the all 
edge on the iron. A pocket on one end 
of the 
open-handle iron slips into pockets for 
easy ironing. 


-around button- 


board shows how easily this 


The display is 2 feet long and 1 foot 
wide at the base, tapering to 6 inches 
at one end, Three rubber suction cups 
hold the: board securely to the counter 
and prevent marring of the counter 
surface. 


— now available from Casco Prod- 


ucts Corp., 512 Hancock Ave., Bridgeport. Conn., with an order of 36 Casco 
steam and dry irons. The manikin-type unit has a life-size demonstrator 
realistically ironing marked fabric swatches of linen, cotton, wool, rayon, 
and silk. The front of the base has a lighted moving sales message. The 


glass panel in modernistic design highlights product features. 


The display 


was pre-tested in heavily trafficked stores before national distribution. 


ELECTRICAL SOUTH for FEBRUARY, 1952 





Prduct Parade 





Room air conditioner 


AN AIR CONDITIONER that will oper- 
ate on an electrical consumption of 
less than the current required to light 
six ordinary electric lamp bulbs is the 
Mitchell 1952 M-132, 1/3-hp window- 
type room air conditioner just an- 
nounced by the air-conditioning divi- 
sion of the Mitchell Mfg. Co., 2 
No. Clybourn Ave., Chicago 14, II] 


ie 


The low cost of $229.95 puts it well 
within the reach of the average con- 
sumer. The M-132 features the exclu- 
sive “Mitchell-Mount,” which allows 
quicker installation, even in windows 
as narrow as 23 inches, and, because 
no filler panels are used that anchor 
windows closed, they may be raised 
or lowered at any time for easy wash 
ing. 

Other features of the 1952 model 
are the Turbo-Dryer; which eliminates 
stagnation of the refrigerant by cre 
ating a turbulence within the evapo- 
rator tubing thus breaking up surface 
tension; and the Miero-Filter, which 
laboratory tests have proved capable 
of removing 99.9 per cent of the dirt, 
dust, and pollen from the air. 

The unit decorative cabinet is con- 
structed of 19-gauge furniture steel 
and is finished in ivory. Over-all di- 
mensions are 13% inches high, 23 
inches wide, and 30%, inches deep 
Capacity of the unit is 4600 BTU/hr. 

The M-132 is covered by the Mit- 
chell five-year warranty. 

7 
G.E. freezer line 

A NEW SPACE-SAVING 11-cubic-foot 
food freezer incorporating all the 
major features of earlier models, but 
narrower in width by a full foot, high- 
lights the 1952 line of refrigerators 
and food freezers manufactured by 
General Electric Co., Louisville, Ky. 

Natural draft condenser cooling has 
made it possible to combine freezing 
mechanism and freezer in a single in- 
tegrated unit without affecting stor- 
age capacity or depth. 

Designated NA-11J, the food 
freezer has a capacity of 389 pounds 
and can fast-freeze up to 60 pounds of 
food in a period of 24 hours. Other 


features are a counter-balanced lid, 
adjustable temperature control, auto- 
matic interior lighting, and an outside 
signal light to indicate proper func- 
tioning. 

Four new refrigertor models, which 
provide extra storage space through 
cessed into the doors, have 
been added to the line. Refrigerator- 
freezer combinations in both the &- 
and 10-cubic-foot sizes have three 
door shelves. 

Refrigerators with freezing com- 
partments across the top of the cabi- 
net are available in 8- and 11-cubic- 
foot deluxe models. Soth come 
equipped with door shelves, large 
fruit and vegetable drawers which 
roll easily on rubber wheels, a butter 
conditioner with adjustable tempera- 
ture control, and four Redi-Cube ice 
trays. 


shelves r 


These same features are also 
found in the refrigerator-freezer com 
pbinations, 

oe 


Vornado air conditioner 


THE INTRODUCTION OF a Vornado 
room air conditioner for home or of- 
fice has been announced by O. A. Sut- 
ton Corp., 1812 W. 2nd St., Wichita, 
Kan. 

Twin air directors tilt up or down 
and rotate through a 360° arc, giving 
complete control of air flow and elimi- 
nating drafts. A forced exhaust fea- 
ture which operates without the com 
pressor running allows year-round re- 
moval of smoke and stale air even 
when cooling is not required. 


Removal of humidity is accom- 
plished at the rate of 7% gallons of 
water every 24 hours. The twin 
squirrel-cage blower fans, blower ex- 
haust fan rubber-mounted and a com- 
pressor suspended in spring and rub- 
ber, plus a special insulated cabinet, 
insure quiet operation. 


The unit extends 9% inches into the 
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room, Finish is grey-green with 
touches of burgundy and gold. It is 
easily and quickly installed from in- 
side the room on a simple mounting 
platform that requires no screws. The 
platform is designed so that it is im- 
possible for the unit to fall from the 
window. 

Any standard-size window will ac- 
commodate the air conditioner, and 
special asbestocite adapters are avail- 
able for extra-large windows. 

O. A. Sutton Corporation has an- 
nounced that distributor-dealer sales 
aids will cover every phase of market- 
ing this new unit, and an extensive 
co-operative advertising program us- 
ing newspaper, radio, and direct mail 
as well as other media, will be pro- 
vided for dealers at the local level. 

In addition to material aids, inten- 
sive distributor and dealer sales train- 
ing programs will be initiated and 
conducted by Vornado district sales 
managers. 


Mobile dishwasher 
A NEW Roll-A-Way 


dishwasher has been announced by 
Apex Electrical Mfg. Co., 1070 E. 
152 St., Cleveland 10, Ohio. 

Made for the average-sized Ameri- 
can family, the new dishwasher has 
the following exclusive features: 

A built-in 4-gallon Fiberglas water- 
heater tank making it completely in- 
dependent of the home hot-water sup- 
ply. 

A high temperature 190° F, rinse. 

A hose which does not have to be 
fastened to the faucet during the cy- 
cle, eliminating need for a permanent 
faucet connection and freeing the fau- 
cet for other use during the cycle. 


Dish-A-Matiec 


The new Apex Roll-A-Way does not 
require installation or special plumb- 
ing, making it useful for apartment 
dwellers and the rest of the 45 per 
cent of U. S. 
dwellings. 
When necessary, the new Roll-A- 
Way Dish-A-Matic can heat its cold 
water to the predetermined tempera- 
ture, making it ideal for summer cot- 
tages, house trailers, camps, and on 


families who rent their 
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boats, where hot water is not avail- 
able. 

Other features include a tempera- 
ture-controlled start, automatic lid 
opening, push-button starting, and a 
new spring- mounted, centrifugal 
water circulating pump. 

Built-in safety features include a 
safety float switch which does not turn 
on the 1250-watt immersion heater un- 
less there is water in the tank, and a 
lid safety switch which shuts off the 
circulating pump if the lid is opened 
at any time the pump is running. 

First rinse is at 165° F. For the 
second rinse the temperature of the 
water rises to 190° F., 


a 
International window fans 


THE COMPLETE new International 
line of window fans, featuring the ex- 
clusive patented “Spring-Suspension,” 
has been announced by International 
Oil Burner Co. 

All moving parts are carefully 
cradled in resilient springs within the 
cabinet, to eliminate motor hum and 
blade vibration. 

The 20-inch model (Model C-20K) 
is powered by a two-speed motor. The 
20-inch cloverleaf blades move more 
than 3500 cubic feet of air per minute. 
The cabinet fits any window up to 44- 
inch width. 

The 24-inch model (Model 224K) 
has powerful 24-inch cloverleaf blades 
capable of moving over 4200 cfm. A 
streamlined air-flow cabinet design 
houses super-silent, spring-suspended 
motor and blades, and fits any window 
up to 40-inch width. 

Further information on the com- 
plete 1952 line of window fans can be 
obtained by writing to International 
Oil Burner Co., Spring and Park 
Avenues, St. Louis 10, Mo. 


e 
Double-oven range 


A NEW DELUXE double-oven electric 
range, heading the company’s 1952 
line, has been announced by Westing- 
house Electric Appliance Division, 
Mansfield, Ohio. 

Called the Commander, it retains the 
deluxe features of the 1951 line with 
refinements in style and design. The 
price of the new range, model AC-774, 
will be announced at a later date. 

The new double-oven range will be 
n limited production, because of mate- 
rial conditions, and will be available 
for selective distribution. The balance 
of the new range line will be intro- 
duced in March. 

The Commander features the Super 
Corox unit that comes to a red-hot 
heat in 30 seconds for fast-start cook- 
ing operation; the Two-Level speed 
cooker for either deep-well or surface 
cooking; the Miracle Sealed Oven with 
Fiberglas heat-guard seal which per- 
mits baking on any rack position; and 
Color Glance rotary controls with dif- 
ferent colors for each selected heat. 

The second and slightly smaller oven 


also has the heat-guard seal and pro- 

vides for extra baking, roasting, and 
broiling capacity. It operates inde- 
pendently of the larger oven and per- 
mits the use of both ovens at different 
temperatures simultaneously. 

Other features of the double-oven 
Commander include a new electric 
timer, new electric minute minder, two 
automatic appliance receptacles, and 
two full-sized aluminum storage draw- 
ers. In addition to the Two-Level 
speed cooker and the Super Corox 6- 
inch unit, the Commander is equipped 
with another 8- and another t-inch 
unit for surface cooking. 


Steam and dry iron 


THE NEW STEAM and dry iron with 
“M-T” spout manufactured by Casco 
Products 3ridgeport, Conn., 
eliminates the practice of emptying 
an iron’s while the 
appliance is steaming hot. With the 
innovation, the iron is left to cool in 
conventional fashion before storing 
and then emptied when safe to handle. 

The device, concealed beneath the 
iron’s handle, acts also as an added 
safety valve for the escape of exces- 
sive steam. Such heated vapors are 
quickly carried off in the circulating 
air space between the iron’s handle 
and base. This keeps the handle cool 
even after a lengthy period of ironing. 

Another safety feature of the new 
steam and dry iron is a dual water 
tank. Placing a steel tank within a 
tank provides maximum heating effi- 
ciency and assures cool ironing. 


Corp., 


water reservoir 


Radio-TV repair booklet 


A NEWLY PUBLISHED booklet, “How 
to Simplify Radio and TV Repairs,” 
is now available from the Feiler En- 
gineering and Mfg. Co., 8026 No. 
Monticello Ave., Skokie, Ill. Individ- 
ual copies’ will be supplied free of 
charge. 

The booklet presents helpful gen- 
eral facts on radio and TV servicing 
and points out the advantage of signal 
tracing technique. 


ELECTRICAL SOUTH for FEBRUARY, 1952 








News Roundup 





® WALTHER BROTHERS Co., INC., 
New Orleans, formally opened its 
new building at 1722 Poydras 
Street recently. Ceremonies attend- 
ing the opening of the new plant 
also marked the 3lst anniversary 
of the company. 

The new plant was built at a 
cost of $325,000 and is designed 
to provide modern, efficient opera- 
tion of an up-te-date business. It 
will occupy 60,000 square feet of 
floor space. It has several display 
windows and attractive lighting de- 
signed to highlight appliance ex- 
hibitions. 

The new plant contains, in addi- 
tion to the administrative offices, a 
350-seat auditorium, which may be 
partitioned into three separate 
meeting rooms. 

The auditorium is equipped with 
a display stage and is wired for 
television broadcasts. The company 
plans to hold dealer meetings in the 
auditorium where meals can be 
served from a small kitchen in the 
building. 

To the rear of the building are 
the general office, the electronic 
parts department, the appliance 
parts department, a huge, double 
“hangar-type” warehouse and other 
smaller departments. 

The warehouse itself covers 35,- 
000 square feet of floor space and 
allows for the stacking of refriger- 
ators three-high and air condition- 
ers seven-high. 

The warehouse is served by a 
private spur rail line with other 
rail accommodations nearby. It can 
handle the unloading of products 
from eight trucks and four freight 
cars at the same time. 

The building is air-conditioned 
and fireproof. 


@ SALES REPRESENTATIVES from 48 
states assembled recently in Chi- 
cago for the unveiling of Mitchell 
Manufacturing Company’s 1952 line 
of air conditioners. 

Mitchell’s sales promotion pro- 
gram, said to be the most compre- 
hensive ever planned by the com- 
pany, was outlined during the meet- 
ing. The program includes heavy 
concentration on newspaper, maga- 


BERNS Al KING 


Sure signs of big summer business! The 
NEW, IMPROVED BERNS AIR KING 
products designed to start a sales heat wave 
in your store. Built for extra service. . . 
styled for added appeal... priced for 


eater value. Four big reasons why the 
complete BERNS AIR KING line is your a. 


assurance of profitable selling weather. Ww + 
\2 \\ 
we"gor YO" 


que 
1525 


d 3 
raging Prof & opRortuntien 
DRI-AIRE 

Electric Dehumidifier 


The dehumidifier market is growing! Now you 
can offer typical BERNS AIR KING quality, helps you sell every prospect! Can be moved 
Style and value in a unit that efficiently dehu- from room to room. ..ventilates an entire 
midifies 8,000 to 10,000 cubic feet... yet average home or apartment... exhaust or 
requires only 13°x13" of floor space. Removes intake. Adjustable in height, 3-speed opera- 
2 to 3 gals. of water every 24 hours. Perma- tion, 16-inch blade and more efficient Ven- 
nently oiled, hermetically sealed. tura design. Hammertone grey finish and 
List, incl. excise tax, only $139.95 


a List, incl. excise $69.95 


FAN-MOBILE 
powerful— portable — all-purpose 
The one fan that does practically everything 


ELECTRICALLY 


ow. 


— 


20” PORTABLE 
WINDOW VENTILATOR 


Blower Type Fan Blade 
BUILT-IN KITCHEN FAN 








Extremely popular thin model NOW ELEC- 
TRICALLY REVERSIBLE to make it even 
more sales-appealing! Does a big job of cooling 
yet can be easily moved from room to room. 
Installs with just 4 screws, adjustable in 
width. 20° model with 2 speeds. 

ALSO: ORIGINAL BERNS AIR KING 
MANUALLY REVERSIBLE WINDOW VEN- 
TILATORS that permit adjustment to any 
position. America’s fastest selling models 
available in 10°, 12” and 16” sizes. 


Most improved kitchen fan ever available! 
Extremely shaliow . . . adjustable to mount in 
CEILING OR SIDEWALL. Equipped with 
blower type pressure blade that maintains con- 
stant high air exhaust volume—helps prevent 
motor burnouts due to clogged ducts. One screw 
removal of grille. Fully Automatic, Wall Switch 
Controtied and Pull Chain models, 8-inch and 


10-inch sizes also list, inct. 
available priced from $27.55 excise tax 


Available Through Leading Electrical Wholesalers Everywhere or write for complete catalog to 


BERNS MANUFACTURING CORP. 


3050 NORTH ROCKWELL STREET, CHICAGO 18, ILLINOIS 
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zine, radio, and television advertis- 
ing, as well as extensive direct mail 
and point-of-purchase display mate- 
rial, 

The 1952 Mitchell air-condi- 
tioner line includes models with 
horsepower ratings of 1/3, %, %4 
and 1. A new feature introduced 
at the meeting is the ‘“Weath’r 
Dial,” an exclusive Mitchell innova- 
tion which allows control of ad- 
justed levels of cooling, dehumidi- 
fication, ventilation, and room air 
exhaust at the turn of a single con- 
trolled switch. 


Cari D. TaYLor, zone manager SOUTHERNERS GET TOGETHER — Alabama, Texas, and Oklahoma are 
of the Atlanta division of Nash- represented in this group at the Vornado distributor sales conference of 
Kelvinator, announced recently that O. A. Sutton Corp. The meeting was held recently in Wichita, Kan.. to in- 

apes See ¥ troduce the new Vornado air conditioning units. 

15 Nash-Kelvinator sales managers Left to right: W. E. M g. Auto Service Co., Birmingham, Ala.; C. P. Wofford, and 
= — a J. R. The s. both of I es Wholesalers, Ine., Dallas, Texas; Arlie Marvel, Dul . 
of the Southeastern division were Gtlahema City, Okla; W. Cc. cakes, ‘tec, Wades Gals Can Aan Aeneaks, Tenner =< pts 
winners in a nation-wide sales con- Wood, Vornado district sales manager, San Antonio. 
test conducted by the Kelvinator Sets x np i La in te Pos 
division. The winning managers and director of sales, at Automatic @ CBS-COLUMBIA TELEVISION, of 
were rewarded with a package vaca- Washer Co., Newton, Iowa. A sales Brooklyn, N. Y., has announced the 
tion plan to Nassau by air. program for the Laundry Queen appointment of Electric Sales and 
line has been set up under the di- Service Company in Atlanta as 
@ APPOINTMENT OF THE Goyer Sup- rection of R. D. Jones, general wholesale distributor for the 


new 
ply Co., Greenville, Miss., as dis- manager of the Goyer Co. The com- CBS television sets. The company, 
tributor for the Laundry Queen pany also handles Ironrite ironers, headed by P. C. Gilham, Jr., presi- 


Washer line has been announced Arvin radios, and Hamilton Beach dent, operates branch offices and 


by Hodge C. Morgan, vice-president vacuum cleaners. distribution points in Savannah 
and Augusta. The new franchise 
will include Georgia and the south- 
ern part of South Carolina. 





@ THE APPOINTMENT OF the Can- 
non Distributing Company as Cros- 
ley distributors in the Charleston, 
S. C., area has been announced by 
Ek. W. Gaughan, eastern divisional 
sales manager of Crosley division 
of Aveo Mfg. Corp 


@ TWO MORE WELL-KNOWN appli- 
ance manufacturers have an- 
WATER HEATERS nounced the addition of room air 
conditioners to their lines for 1952. 

The O. A. Sutton Corp., Wichita, 
Kan., manufacturer of the Vornado 


When your customer sees all THREE State Water 
Heater models — the Standard, the Low Boy, the Table 
Top When your customer hears ail NINE points . . 
air circulator, has announced the 
which make State as fine as any water heaters at any eo, . r . 

‘ ‘ “ns “OO ¢ - 
price When you show that low State price tag addition of a \ ornado room air con 
Mister, you've made a water heater sale! dit loner to its line ol cooling appli- 
No matter what line you stock or plan to stock, it ances. 


will pay you to investigate State water heaters and The 


Vornado air conditioner 
was displayed for the first time 
at a nationwide distributors’ meet- 
ing held recently in Wichita. The 
new unit is scheduled for produc- 
tion after the first of the year, 
and is the result of more than 


STATE STOVE & MANUFACTURING CO. three years of intensive research, 


509 25th Avenue N. Nashville, Tennessee during which time many pilot 


the NINE points which make State the easiest water 
heater in America to sell. Your letter will bring 


catalogue and the full State Story 
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models have been built and tested 
in all sections of the country. 

The Crosley division of Aveo 
Manufacturing Corporation is the 
other manufacturer who has an- 
nounced the addition of room air- 
conditioning units for its 1952 line. 

The new unit will be produced to 
Crosley design and specifications at 
the Buffalo plant of Fedders- 
Quigan, _according to announce- 
ment by John W. Craig, Avco vice- 
president, and Crosley general man- 
ager. 

W. A. 
dent and sales 
manager, reports that the new 
units will be available for the 1952 
air-conditioning sales season, and 
that the sale and distribution of 
the units will be handled through 
the existing organization of Cros- 
ley franchised distributors and 
dealers. 


Blees, Avco vice-presi- 


Crosley general 


@ YOUNGSTOWN KITCHEN distribu- 
tors from ten southeastern and 
southwestern states met in At- 
lanta recently for a three-day sales 
and promotional training confer- 


ence conducted by factory rep- 
resentatives of Mullins Mfg. Corp., 
Kitchen 
Among those who took part in 
the program were M. D. Dur- 
ham, Ft. Worth, Southern zone 
manager; James C. King, South- 
eastern regional manager; and R. 
J. Whitlock, mid-Southern regional 
manager. 


Youngstown division. 


News and views from 
the wholesalers 


J. L. Summers, manager, Appliance 
Department, Mitchell-Powers Hard- 
ware Co., Bristol, Va.—‘Stuart R 
Reid, formerly with the sales promo- 
tion department of Southern Maid, 
Inc., has been appointed assistant sales 
manager of our appliance department, 
Mr. Reid will work with the nine te: 
ritory salesmen and 100 appliance 
dealers served by Mitchell-Powers in 
East Tennessee, Southwest Virginia, 
and Western North Carolina 

“As to local conditions, white goods 
are moving at a fairly brisk rate, 
about equal to the 1947-49 average, 
but considerably under the 1950 rec- 
ord fourth quarter. We have enjoyed a 
record year on Universal, Dormeyer, 


and Dominion electric housewares. 


MANE Poole mites me 
. > 


i]; 


Mitchell-Powers Hardware Co. of 
Bristol, Va.. makes good use of ex- 
hibit opportunities at county fairs, 
tobacco festivals, ete. Shown here 
is Bruce Rutherford, Mitchell-Pow- 
ers salesman, discussing Hallicraft- 
ers TV with an interested group of 
prospects at the Abington, Va.. 
Tobacco Festival. 


1951 shows a good increase over the 
1950 electric housewares year. T\ 
continues to show the highest percent- 
age gain of any appliance sold by this 
company.” 

eo 


Jack G. Gaines, sales manager, John 
G. Gaines and Co., Inc., Kansas City, 
Mo.—“Vaughn Kearley has been added 
to the sales staff of this company. Mr. 
Kearley was formerly associated with 
Southwest Distributors of Kansas 
City, and has had 25 years’ experience. 





\ i 


SOUTHERN 


BE REX-AIRATE 
STOCKED 


WHEN THE 


HITS! 


Hot, broiling days make for fan sales. 
When Southern heat is at its peak—that's 
when it's easiest to sell REX-AIRATE fans. 
And, every one sold insures a liberal profit. 


ir 
~~) 


S 
=m —(_CONTROLS-1Nc > 


KNOWS NO BOUNDARIES 


Write for Catalog No. 317 describing the 
REX-AIRATE line of profit-making fans. 


’ 


Division of The Cleveland Heater Co. 


2310 Superior Ave., Cleveland 14, Ohio 


ELECTRICAL SOUTH for FEBRUARY, 1952 


121 








“‘Charlotte 


DEALERS 
Report That 


Viking 
PRR GEES 


WINDOW FA 
Have 


NS 


BOOSTED SALES 200%" 
Says C. W. Miller of 


H. K. 


715 Walton 


Dewees Co. 
Bldg. Atlanta, Ga. 


Viking Representatives 


“MY DEALERS 


TOP ALL COMPETITION 


WITH VIKING FANS,’’ says 


A. F. EPTING, A 


2116 Thrift Rd 


F. Epting’s Appliance Co 


Charlotte, North Carolina 


“In Charlotte s competitive 
market dealers want a single 
window fan that will meet all 
requirements. Vikings sin 
gle-size, mass-market fan 
fills the bill. It cuts down 
their inventory investment 
and simplifies selling.” 


“1 like Vikings big 22-inch 
blade and 2 speeds. The fan 
does a fast job of cooling at 
the high 3100 cfm speed and 
maintains the comfort level 
at the quiet, low speed. | 
don't have to worry about 
The Viking window 
fan fits any small home or 
apartment need.” 


sizes 


O. C. GRIFFIN, Griffin Hardware & Supply, 
2415 Central Ave., Charlotte, No. Carolina 


"Viking Window Fans give 
me a sure profit. There are 
no installation headaches or 
profit killing service  call- 
backs. Viking Fans do an 
effective cooling job that 
assures me of customer sat 
isfaction. The good will they 
build has resulted in lots of 
extra sales.” 


JOHN PENINGER, The Hub, 


Concord, 


SEND FOR VIKIN 


North Carolina 


G PROFIT STORY TODAY! 


king 


AIR COND 


5601 Walworth 
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ITIONING CORP. 


Cleveland 2, Ohio 





\ 
in retail and wholesale sales of 
trical appliances. He will assume 
tro] of city sales for John G. 
Ca” 


elec- 

con- 
Gaines 
and 


J. L. Pleasants, vice-president, Alli- 
son-Erwin Co., Charlotte, N. C.—“We 
have appointed distributors in 
North and South Carolina for Geneva 
Modern Kitchens, effective January 1, 


1952.” 


been 


S. H. Byquist, proprietor, Western 
Distributors, Salina, Kan.—‘*We have 
a new the 
eastern part of Nebraska and Kansas, 
A. Bosch. An additional representative 
will be added early next year making 
up of the 

Nebraska 
Bosch 


for this 


representative covering 


three-state area of 
and Colorado, be- 
our other rep- 
territory, Bob 


a split 
Kansas, 
tween Mr 

itative 


and 


ison. 
“Several new appliance lines have 
been added recently, including Domin- 
ion small appliances and Symphoni 
record players. 
“We passed 
August of 


1950 
year. Conditions 
fringe TV potential at 


our volume it 
last 
reguiar with 


this time.” 


S. J. Lyon, sales manager, Inter- 
state Electronic Supply Corp., Wi- 
chita, Kan.—“Business is good, espe- 
cially TV for a fringe area. We just 
issued our 128-page catalog, made up 
entirely in our own catalog depart- 
ment. 

“We have just recently moved into 
our new building of 12,000 sq. ft. of 
floor space. Among the new lines 
added are Webster Tele-talk and New 
comb sound equipment. Lyle Darling 
industrial 


is our salesman 


special 
now 
o 
Several personnel changes were an- 
nounced recently for Chas. S. Martin 
Distributing Atlanta. Ga. W. 
Frank Head has been appointed gen- 


eral sales manager. Department sales 
managers appointed are as follows: 
J. T. McGrath, Bendix home laundry; 
KE. R. (Gene) 
refrigeration; 


heating and 


Altwies, 


Russell, 
A. J 


radio and television. 


Emerson 


E. A. Morrison, owner, Interstate 
Electric Co., Charlotte, N. C.—‘Busi- 
ness has definitely slowed down in the 
past 30 days. Materials are much 
harder to find for construction work.” 


R. C. Stueve, president, Electric 
Supply Co., Tulsa, Okla—‘“We have re- 
cently added the Telechron clock line, 
and have added an additional sales- 
man to our staff, W. D. Williams, who 
started with us in December. 

“As to current conditions in our ter- 
ritory, there is, 


of course, a shortage 


er, but the steel conduit situa- 

1 fair shape. The sale of traf- 
fic appliances up to the first of De- 
cember been discouraging, but 
date has given evidence of 
better. Building construc- 
commercial! and residential, 
while not as active as a year ago, still 
is very encouraging.” 

e 


M. C. Mandell, manager, Pearsol 
Appliance Co., Dallas, Texas—“We 
are now printing our largest and best 
reference manual on 
which will 


list 


has 
since that 
becoming 
tion, both 


and 
machine parts 
up-to-date price 


catalog 
washing 
contain an and 
washers. 


t automatic 


listings on mos 
Also, this company has combined with 
the H & H Electric Company of 
semer, Ala., in the 
distribution of a 


3es- 
manufacture and 
line of exact-fit re- 
placement heating elements for prac- 
tically all makes of 


automatic irons 


and percolators.” 


W. G. Reynolds has been appointed 
manager for Gulf Electric and 
Hardware Co., Pensacola, Florida. 
Other rew members of the staff are 
J. C. Wolter, Harry Simpson, Milton 
Kolmetz, Warren 
Jennings, Clinton 


sales 


Anderson, 
McNair, and 


Harry 
J. O. 
Thomas 


& 
1952 appliance shows 


‘ontinued from page 114) 


as well as those above with pro- 


vision for adaptation to receive 
UHF telecasts when available. 
Magnavor 


Company A long 


distance synchromatic chassis was 
models—the 

TV-radio- 
phonograph combination with 
18th Century cabinetry; the “Con- 
20-inch table 


mahogany; 


featured with 3 new 


“Wedgewood,” 20-inch 


stellation,” model 


in either blonde or 
the 


bination in 


and “Avenue,” 20-inch com- 


contemporary _ styl- 
ing. 
Farnsworth 


Capehart Corpora- 


tion has added several numbers to 


round out a complete line. One 
featured quality cabinet line was 
the “Cortland” 
with full 


and 


cupboard 
cabinet. One 17- 
table model 
two 17-inch 


corner 
corner 
inch two 20-inch 
TY 


consoles 


along with 


sets, 


and eight 20-inch con- 
soles with radio phonograph com- 


fill the TV Also 
were compact portable 


binations line. 
featured 
radios in taupe, maroon, and 
green. 

Television fea- 
radios as well 
17-inch 


models 


Sparton Radio 
table 
as combinations and 
price leader TV sets. 


tured new 
new 


All 
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included the “Cosmic Eye” mer- 
chandising. 

Crosley Corp.— New models in- 
cluded 21-inch models in console 
and Early American cabinets with 
a full year warranty on the entire 
chassis and mark up for dealer on 
warranty charge. 

Philharmonic Radio and Tele- 
vision offered new 
models with simplified control and 
a distributor deal that gained at- 
tention from several Southern job- 
bers. 


Corporation 


Circulating heaters 
Coleman Company, Inc., an- 
nounced a model 877 as latest ad- 
dition to their extensive line of oil 
fired circulating heaters. This 
heater is equipped with low draft 
burner and draft meter with 53,- 
000 BTU heat output at the price 
of $99.95. Also announced on limited 
production scale by Coleman-was a 
new summer cooling unit for use 
with its Blend Air heating and ven- 
tilating system. 
Room air conditioners 
Crosley Corporation introduced a 
completely new room air condi- 
tioner line in 1 3, '» 
modern styling. 
O. A. Sutton Corporation had a 


and *, hp and 


new line of room air conditioners 
at both the Furniture Mart and 
Housewares Show in modern gray- 
green cabinet. 

Philco Corporation offered a new 
bedroom air conditioner in plastic 
cabinet at new low price along with 
model with automatic 
temperature control. This latter 
model regulates cooling, also dehu- 
midifies the air. 

Freshn'd Aire Company entered 
the field with two air condition- 
ing units in '2 and *, ton cooling 
capacity. Both feature a baffle ar- 
rangement for directional air con- 
trol. 


a larger 


Electric fans 

Chicago Electric Mfg. Co. an- 
nounced a stock insurance plan for 
dealers to protect against stock 
carry over and losses and to give 
added volume and profits. Plugged 
was the idea that stock must be 
displayed and promoted from Janu- 
ary to July and the protection plan 
enables dealer to carry adequate 
stocks. 

Schwitzer-Cummins Company 
showed a new twin casement win- 


ELECTRICAL SOUTH for FEBRUARY, 


dow fan unit. Also featured were 
reversible, two-speed adjustable 
window fans with removable unit 
for floor fan use. 

Fasco Industries featured a new 
5-year guaranty plan and also a 
new 721 “Ceil-N-Wall” 2-speed ven- 
tilating fan for duct installation in 
ceilings and walls. 

General Electric Company showed 
portable electric fan for 
use as a window ventilator as well 


a new 


as a desk table fan or floor circu- 
lator. 

Robbins & Myers Co. showed 
the newest and biggest of window 
fans in a 30-inch fan designed for 
both residential and commercial 
use. This fan moves 7000 cu. ft. 
of air per minute and is said to be 
the largest size made for general 
sale. 

Electric housewares 

Dulane, Inc., showed a newly de- 
signed coffee maker and the orig- 
inal Fryryte deep fat fryer avail- 
able in six new decorator colors at 
no increase in cost. 

Waring Products Corporation 
showed a new type speed blender 
along with a new hand mixer. Also 
shown was their complete line of 
folding irons. 

Dormeyer Corporation introduced 
a new hand mixer and a dual speed 
blender as well as improvements in 
the mixer-grinder-grater combina- 
tions. 

Landers, Frary & Clark had a 
new Jet 99 vacuum cleaner which 
empties in 2 seconds with disposable 
paper bag dust container. 

Air conditioner market 
(Continued from page 107) 


that the unit will cool a space much 
larger than that for which it was 
designed. 

To minimize that danger (un- 
fortunately it cannot be entirely 
eliminated), the industry must 
find a way to tell the buyer the 
utmost he can expect from a unit 
of a stated capacity. Eventually 
we will see an end to the implied 
guarantee by some salesmen 
that a unit will provide comfort 
regardless of conditions. That will 
come when the buyer under- 
stands and accepts an air condi- 
tioning unit’s limitations, much as 
he understands and accepts the 
limitations of the cubic capacity 
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RTS wino-o-vent ran 


LABLE IN 
age ond 30-inch sizes 


All the famous Reed quality fea- 
tures in a smartly-designed two 
speed window fan. Introduction of 
the 20-inch model to the Reed line 
gives window fan dealers complete 
size range for all installation needs 
The Reed RTS may be installed 
in either top OR 

bottom of window. 

Clever expansion 

panel makes instal- 

lation easier than 

ever. 


REED DEALERS 


Get full informa- 
tion about this new 
life size, full color 
Reed Display 
Stand. Sure-fire 
sales booster for 
the 1952 season. 


Reed. \Nit-FANS, Inc. 


1001 St. Charles Ave., New Orleans 8, lo 
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This ad is one of a series telling indus- 
trial and commercial management the 
story of Coolair Breeze Conditioning. 


Production 
Take a Drop? 


Here’s the Low-Cost Way 
to Cool Plants & Offices! 


It’s the breeze that cools you and your 
car after you’ve been parked in the hot 
summer sun. With Coolair Breeze Con- 
ditioning Fans you can introduce cool- 
ing, healthful breezes into plants and 
offices at low cost, without major in- 
stallation expense and at a minimum 
outlay for operation and upkeep. No 
water required! Result—more comfort, 
better summertime production. 


Coolair Breeze Conditioning can 
solve your cooling problem! The 
Coolair line ranges all the way from 
window fans up to 9’ industrial giants. 
Remember, it takes a real breeze to keep 
you cool. And your Coolair representa- 
tive will be glad to plan the installation 
with the capacity to provide you with 
cooling breezes all summer long. 


Low-Cost Cooling? You'll be sur- 
prised how little Coolair Breeze Con- 
ditioning costs! Write TODAY for com- 
plete information and the name of your 
local Coolair representative. American 
Coolair Corp., Jacksonville 3, Florida. 


The complete line of Coolair 
Breeze Conditioning Fans includes 
mouse- quiet, spring- mounted mod- 
els for cooling apartments, homes, 
offices, schools, churches, etc. 
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of a refrigerator or the number of 
burners on a stove. 

But the growing market for 
small-capacity room air 
tioners at 


condi- 
lower prices should 
lead to an increase in the multiple 
installations of room air condi- 
tioners in homes, and further spur 
demand for larger-capacity units. 

There is an increasing demand 
for year-round central-station air 
conditioning of residences by 
packaged air conditioners in both 
new and existing homes. This 
type of air conditioning will, with- 
out a doubt, become as _ neces- 
sary a component of the residence 
of the future as a heating unit is 
today. 

The home market has a large 
potential for the sale of both room 
air conditioners and central-sta 
tion packaged air 
embodying 


conditioners 
heating and _ cooling 
for year-round use. In addition, 
the development of the heat 
pump for the air conditioning of 
homes (and also for commercial 
and industrial applications) pro- 
vides material for interesting 
speculation in considering the pro- 
duction and marketing outlook for 
the packaged air conditioner for 
home use. 

In an appraisal of the residence 
market, some of the figures sup- 
plied by the Bureau of the Census 
give basis for what could easily 
be too - enthusiastic forecasting. 
But considered conservatively and 
with liberal subtraction to com- 
pensate for climatic conditions, 
buying-power variables, and other 
market factors, the potential for 
the sale of packaged air condi- 
tioning to the homes of America 
is still highly attractive. Consider 
that America has 43 million in- 
dividual homes and 8 _ million 
apartments equipped with elec- 
tricity. Many of these will eventual- 
ly be using room air conditioners 
some will have two or more units. 

Many of the individual homes 
will install central-station, year- 
round packaged air conditioners. 
Approximately 12,000,000 resi- 
dences, almost half of which are 
owner - occupied, are heated by 
warm air central heating plants 
using ducts for air distribution. 
The owners of many of these 
should have a pretty direct inter- 
est in ‘central station packaged air 
conditioners. 


One of our industry leaders— 
whose opinion is particularly to be 
respected because of his construc- 
tive conservatism said recently, 
“I would hazard a guess that with- 
in the next five years (granted 
freedom from war or major de- 
pression) we will see more than 
1,600,000 American homes enjoy- 
ing either partial or complete air 
conditioning.” 

There are other practical rea- 
sons for home air conditioning, 
though perhaps less compelling 
than the health and comfort of 
the occupant and his _ family. 
Home air conditioning keeps the 
furniture and furnishings in much 
better condition, and they last 
longer. Because of great clean- 
liness, much less housework is 
important 
factors, particularly for the house- 
wife, what with domestic help 
unreliable, 
and hard to get; home furnish- 


required. These are 


being so expensive, 
ings and all living costs being so 
much higher in price; and taxes 
and other deductions taking such 
a large bite out of the pay 
envelope. 

The more than 2% million re- 
establishments 
and the business and professional 
offices of the nation will absorb 
large volumes of packaged air 


tail and service 


conditioners of all sizes as our 
economy expands. The buying pub- 
lic will demand constantly higher 
operating standards from mer- 
chandisers of goods and services, 
in keeping with the higher living 
standards of the future. 

The more than 250,000 indus- 
trial plants of the United States, 
a major market for the larger, 
field - assembled air conditioning 
systems, will continue to provide a 
growing market for packaged air 
conditioners for many different 


purposes. 


Room air conditioners 
(Continued from page 110) 


This procedure establishes the 
dealer as a representative of a 
reputable unit. When the weather 
turns warm, the customer will re- 
member, especially if advertising 
and promotion are effective. And 
dealers tell us it is surprising the 
number of opportunities they 
have in January and February 
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to explain in detail the features of 
the unit. 

In February, there is accelera- 
tion in our reiationship with deal- 
ers, and our organization 
arranges to hold individual meet- 
ings with all dealers and their 
organizations during that month. 

In March, our dealers see us 
again, and in this month they are 
prevailed upon to get a fairly sub- 
stantial stock on hand. Dealers 
should not permit overloadi,g at 
this time, however. 

The stock should be representa- 
tive for display, but should not 
handicap the dealer in capital in- 
vestment out of season. In this re- 
spect, the dealer should guard his 
position so that he may increase 
stocks for trial installations and 
peak-season selling. 

Dealers tell us that our inten- 
sive promotion, which gets under 
way in April, has been exceedingly 
effective. Dealers have found 
it advantageous to co-operate 
promptly by supplying us with 
mailing lists of all prospects in 
the area. 
three 


sales 


To these prospects we 
different mailings, 
starting in April and timed for 
the season. Each mailing is an il- 
lustrated piece bearing the dealer’s 
signature. 
By May, 


send 


demonstrate 
interest in the 


dealers 
greatly increased 
line, for the peak-selling 
is approaching. But by then most 
of them are fully prepared for the 
From then on it is more 
or less up to the dealer—but we 
do not stop. 

Constantly throughout the peak 
selling period our men are in the 
field, working with dealers and 
their organizations, making sure 
the campaign proceeds under a 
full head of steam. For in some 
instances, dealers are inclined to 
relax somewhat during the peak 
season on the assumption that 
momentum of the campaign and 
hot weather will do the rest. 

They should avoid that 
point. Aggressive, sustained sales 
work is necessary through the 
hot summer months to realize the 
full reward that can be harvested 
from this great market. 

Our dealers have found that 
newspaper promotion of room air- 
conditioners is not productive ex- 


season 


season. 


view- 


cept during the peak season. So, 
on the basis of dealer experience, 
we recommend the proper timing 
with the newspaper 
advertising, radio spots, and tele- 
vision programs. 

Television is especially effec- 
tive if properly timed, and deal- 


weather of 


ers used it last year with telling 
results in our territory. With more 
television stations soon to be avail- 
able, no doubt many will, of 
their own volition, use more TV 
programs. 

All other promotion to the con- 
trary, however, our dealers have 
found that a satisfied customer is 
the best advertisement. We have 
no record of the number of con- 
ditioners our dealers have sold 
because of recommendation of an 
owner, but that number is legion. 

And dealers have found very 
effective from 
tion with companies, al- 


results co-opera- 
power 
willing and even 


ways eager to 


subscribe to any promotion that 
builds load. 

This vear our dealers will have 
another powerful sales tool at 


their disposal, and that is the fea- 


ture of room air-conditioning that 
contributes to better health during 
the summer months. 

Air purification features of the 
room-conditioner are rather well 
recognized. Somewhat neglected, 
on the other hand, is the bona 
fide and undeniable argument that 
heat attack and heart attack are 
one and the same thing, and that 
a properly conditioned home re- 
duces strain on the heart and, con- 
sequently, the likelihood of heat or 
heart attack. 

Let me repeat with great em- 
phasis that our experience has 
shown the South constitutes a 
vast market for room air-condi- 
tioners. It is a market that will 
be more and more receptive to 
the saturation point. It is a mar- 
ket that ‘put on the black side of 
the ledger, a great many dealers 
without room-conditioners, 
would have ended up last year in 
the red. 


who, 


And the opportunities are equal 
for all dealers, provided they have 
good, reputable merchandise, and 


good connections for promotion, 


supply, and service. 





Package Fon 
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~V-. sf 531 St. Joseph St., New Orieens 12, Le. 


in attic ventilation the right way is 


WIND ® WAY 


SALES-PROVED be 


Designed to fit any type building easily, so that time, 
effort and installation costs are cut down to a mini- 
mum. WIND-WAY sets on the floor of the attic or trim 
of the well hole, is NEVER fastened in any way, yet 
moves MORE AIR quietly with asbolutely NO NOISE 
or vibration. WIND-WAY sells “on sight” to people 
who recognize it as a simple, foolproof, superior fan. 


Write for descriptive 
bulletin No. 9150 








Price controls 
(Continued from page 105) 
if given a fair chance to prove it. 

“Since the World War II controls 
went into effect back in 1940, our 
economy has been hampered by au- 
thoritative government parasites 
who can and do tell us what we can 
charge for an item. 

“This present administration by 
the very nature of price controls, 
is going on the assumption that 
you and I as business people are 
going to cheat, be unfair to the 
other segment of the American pub- 
lic, and hence they clamp controls 
on us and tell us what we may 
charge for our own product. 

“Until we get rid of such people 
with this type of philosophy, we 
Americans are going faster and 
faster down the road to State So- 
cialism.”—Huber Herrick, Edmond 
Herrick Appliance Co., Louisville, 
Ky. 

@ “We see no good that it does be- 
cause we never have sold anything 
above manufacturers’ recommended 
list prices — and if we were to 





“WRIST ACTION” CORD SET 


Wireless swivel plug 

turns, bends, swings, 

spins — eliminates all 

cord wear, 

of all 

troubles. 

sive, patented de- 

i A proven 
Attractive 

display card free. 


RANGE CONNECTORS 


4 


Finest quality cord and recepta- 
cles, including new flush 
receptacle. Underwriter's 
proved. 220 volt, 50 amperes. 
Eliminates costly electrical work 
in connecting ranges. 


your jobber or write direct 
for full details and prices. 


DAVIS Mfg. Company 


PLANO |, ILLINOIS 


Southeast Rep. Southwest Rep 
H Dewees Co M. C. Huie Co 
Walton Bidg.,Atlanta,Ga Thomas Bidg., Dallas, Tex 
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change at all, we would sell for less, 
not more. We believe competition 
takes care of any price change. 
“Also, there is too much paper 
work and too much unnecessary de- 
tail. If we are to have a price ceil- 
ing, why not fix a no cut price also’? 
~Glen Gable, Gable Automatic 
Electric Co., Lakeland, Fla. 


(and what I 
think unbiased) opinion, that price 
controls are a flagrant waste of ef- 


@ “It’s my sincere 


fort, also an insult to the people’s 
intelligence. 

“In order to stay in business one 
must have new customers, while 
keeping the old ones. 

“It would be impossible in any 

section of our nation to keep a cus- 
tomer with unfairness or over- 
charges, therefore it’s my conten- 
tion that the customers are just as 
capable of controlling prices to- 
day as 100 years ago.”—J. G. 
Kirby, Kirby Service Co., St. 
Albans, W. Va. 
@ “Why put all the burden of paper 
work in checking OPS ceiling 
prices on the retailer? We have the 
least capable accounting. Why not 
put the ceiling price figuring on 
the manufacturer? 

“A small retailer is expected to 
keep up with government regula- 
tions, or be penalized. How can he 
be a tax expert when even the gov- 
ernment experts have trouble inter- 
preting the tax laws? 

“Credit controls: 10 to 15 per 
cent down payment makes for equal- 
ity and prevents price cutting. 
Twenty-four months on term pay- 
ments would help the poor man who 
buys on terms. 

“I’m for some economy in gov- 
ernment. When a merchant’s in- 
come (from sales) drops, he has 
to cut expenses and economize, but 
Uncle Sam just keeps on adding 
new taxes to pay for new expenses.” 

David J. Birrel, Birrel’s Appli- 
ances, Wauchula, Fla. 
Small-town advertising 

(Continued from page 104) 


But there are two kinds of ad- 
vertising. One is profitable adver- 
tising and the other is just adver- 
tising. Fred enlivens both copy and 
script with slogans and special pro- 
motions. 

On his Mother’s Day advertis- 


ing he addressed Mother as the 
“Sweetheart of the Family.” He of- 
fered to supply her gift-donating 
offspring with an electric range, 
innerspring mattress, overstuffed 
lounge chair, or any other comfort- 
expressing gift that would pro- 
vide Mom with a more abundant 
life. 

A refrigerator ad showed a pic- 
ture of Fred standing beside a still- 
operating 20-year-old refrigerator 
with the caption, “Not only ‘how 
long,’ but also ‘how 
G. E. great.” 

Another ad showing a picture of 


well’ makes 


the same 20-year-old refrigerator 
said, “Buy G. E. 
old gracefully.” 


today and grow 
A picture of a com- 

range tantalized 
prospects with, “Just like hiring a 
cook.” 

Another back-pager said, “Fred 
says more than one-third of our 
lives are spent in bed, so - 
Then followed a whole page of 
beds, mattresses, electric blankets, 
and every device that will promote 
sleeping comfort. 

The theme song of a 
Christmas 


plete automatic 


“shop early” 
message “Early 


birds get the easy pickin’s.” 


was, 


Many of the weekly ads and ra- 
dio spots are tied in with special 
interest-provoking promotions. One 
week Fred offered to deliver any 9- 
by 12-foot linoleum in the house 
for 10 cents down. 

He sold the rug at the regular 
price, but the unusual 10-cent offer 
in large letters made a lot of read- 
ers linoleum-conscious even if they 
were able to pay cash on the barrel- 
head. 

One special promotion was a 
back-pager plus radio spots, offer- 
ing an unusual kind of auction. 
It listed a range, refrigerator, 
washer, television set, and home 
freezer. 

It gave the store’s regular re- 
tail price but asked buyers to 
bid on any one at any price below 
the retail, allowing Fred to reject 
any or all bids. Bids were mailed 
in on a blank clipped from the ad. 

This auction sold a lot of appli- 
ances, all at a store profit. But the 
main pay-off was in the first-time 
customers who became interested 
in the store through this unique 
appeal. 

The most successful promotion, 


ELECTRICAL SOUTH for FEBRUARY, 1952 





however, was a contest conducted in 
co-operation with a manufacturer, 
but with a lot of local dealer appli- 
cation. 

In a page ad signed by “Fred, 
the working man’s friend,” the 
prospective contestants were asked 
to name the electric household ap- 
pliances that replaced the 
methods used by our grand- 


have 


mothers, as shown in a drawing of 
a household scene pictured in the 
ad. 

The top prize was a refrigerator, 
but credit certificates on store pur- 
chases of varying amounts, and av- 
eraging about $50, were awarded to 
other contestants. 

Out of a newspaper circulation of 
3,700, Fred got 775 answers. He 
circularized these names by mail 
every four days for 30 days. The 
pay-off was terrific. His store had 
a traffic jam for several days, and 
additional salesmen had to be em- 
ploved to wait on the trade. 

While this particular contest was 
the manufacturer’s copyrighted 
feature, it was supplemented with 


a lot of original Fred-like punches 
that helped to put it over. 

While his store goes by the con- 
ventional name of Fred Phillips 
Furniture Store, he has spotlighted 
himself in the public’s esteem by 
merely using the name “Fred,” and 
his business as “Fred's.” 

“Even the kids on the street call 
me Fred,” he explained, “and that 
is the way I want to be addressed 
by everyone.” The first-name in- 
timacy between Fred and his cus- 
tomers pays off. 

He has sloganized his place of 
business on the corner of the square 
by designating it, “The low rent 
corner.” He popularizes his values 
with, “Walk a block and save a 
buck.” 

Fred now has, in addition to 
the one at Shelbyville, a store in 
Tullahoma, about 16 miles away, 
and his ads locate both of them, 
“In two of the world’s finest 
cities.” 

He doesn’t have any outside sales- 
men or doorbell ringers. Effective 
advertising will bring him more 


sales per dollar spent than other 
forms of selling, he claims 

He carries a complete line of 
every kind of home furnishings, 
kitchenwares, appliances, house- 
wares, and, as he expresses it, 
“Everything it takes to make a 
house a home.” 

Fred popularizes the complete- 
ness of his store with an occasional 
alliterative twist like, Fred’s Five 
Floors of Fine Furniture. He even 
has a stock of guns and recently 
took a shot gun as down payment 
on a refrigerator. 

To gain wide acceptance he says, 
“I emphasize national brands on 
which the manufacturer has al- 
ready popularized the articles with 
national advertising that doesn’t 
cost the local dealer a cent.” 

Whether vou have ever met Fred 
or not you can’t read his ads with 
out feeling he is a personal friend 
He is just as popular socially as 
he is “sellinely.” He takes part 
in all important civie affairs and is 
an active member of the Kiwanis 
Club 











The symbol of 





50 Church Street, 


in convenient lengths, on smart metal spools 
for fast and profitable “footage” business 
...well known to your trade as the choice of Here is a decorative 
leading manufacturers...also U-L approved 
Cord Sets that put an end to CORDelirium. 


For exacting uses requiring special re- 
sistance to oil, heat and light, our SO 
and $JO cords are supplied with Neo- 
prene jackets... both 40% and 60% 


CORNISH WIRE CO., inc. 


New York 7, N. Y. 
L. MORRIS LANDERS CO., 624 Spring St., N.W., Atlanta, Ga. 


No 








Ask Your Jobber for the Best! 


Quality Fixtures by GLATTHAR 


i 


= y 
* m4 


three-light unit 15” in 
diameter, with cut glass 
effect on bowl, and 


brass finish on metal 


> sis 4. 
THE GLATTHAR Lighting COMPANY 


949 East 72nd St. 


This new modern one 
light unit is 12” in di 
ameter with red enamel 
shade, and milk glass 


and crystal globe 


- 


\ a - 
—— 


No. 1515 


Cleveland 3, Ohio 
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All-Steel Equipment 





Aluminum Co 


American Blo 
American Cook 
American Steel & Wire 


MEIER US. Steel Company 
AUTOMATIC bugis Cue 


Appleto 


ELECTRIC mer 
WALL FURNACE bovine 


Atlantic Conduit 


Atlant Steel Cx 


Wall-installed electric heating for permanent 
installations. Completely automatic in operation B 
and thermostatically controlled. No moving 
parts. Hawaiian tan hammertone finish. B & C Metal Stamping Co bar tie: cae teats 
Heating coil guaranteed 5 years against Hon. diue Manetecturine © : . cy “aii tisha ates « Saabs 
burnouts. 1000 watt, 1500 watt, 2000 watt, Senjar slectric Mfg. Ce ysite 1 Construction Mate- 
3000 watt and 4000 watt sizes. 10 and 1 ' a 


; Manufacturing Co 11% Gene iectric Co. (Lamp 
MEIER PORTABLE Blackhawk Industries 
Tool Co lectric Co., Wire & 
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FLOOR FURNACE | clinton om sige ag 

Mounted on modern tubular ‘il si : ' “ Ritts: D : ae 
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steel base, the Meier Portable : Fourth Cover 
Electric Floor Furnace may be tilted up or down iene Mills, Inc. (Home 

at will, and locked at any desired position ice Dept.) 117 

... heat where you want it! Automatic . . an 

thermostatic control . . . long life heating coil, ; oe ( oF beset: : peo ae 

(guaranteed for 5 years against burnouts). : esi Wena ne. aS ” : ctric Co . 

Finished in Hawaiian tan hammertone. Four ‘ertified Ballast Manufactur 
sizes to meet every requirement— 2000 watt, 


3000 watt, 4000 watt and 5000 watt. Champion Lamp Works 


Chester Cable Corp is elv Company 


Switch Corp > 
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: Chicago Electric Mfg. Co 
@ new, complete comprehensive : “ 


Meier Electric Heating Catalog 
is just off the press—send 
for your copy today 
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DIXISTEEL 


HOT-DIP GALVANIZED 
GROUND RODS 








5” 


A” 


gx 


0 The finishing touch 
to a first-class job 


THE MARK of a good electrical job well 
done isa D1xISTEEL Galvanized Ground Rod. 
Sharp-pointed for easy driving . . . hot- 
dip galvanized for positive protection 
against rust, %”"x8’ size carried in stock. 
Other sizes available. 
Write or telephone collect for prices. 


Atlantic Steel Company 


+ DIXISTEEL 











ATLANTA, GEORGIA 





MUM 


STAINLESS STEEL WALL PLATES 
FOR SPECIFICATION WORK 


” me YUUUMMMM dau Méucsiled: 


SS 


 cccraas 


WV 


Handsome, permanent, brushed satin finish blends with any 
type of wall decoration for LASTING BEAUTY 


\ 
~ 


Immediate delivery from stock! 
1 to 10 gangs in any combination of plate openings 


10 or more gangs on special order, including tandem 


Sold through wholesalers only 


Write today for catalog! 


S 


PERFECT-LINE 


Sf. Manufacturing Corp. 
Hicksville, L. 1. New York 
/ MME 


WIRING DEVICES - LIGHTING ‘cine VENTILATING FANS 
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MOUNT THE E Macey MISSILE 


Venti lation 
Sales are soaring in ventilating 
fans. Climb aboard the rocket to below) or flat-as-o flee nder, v 
rising profits Sell Murray — the tical 


fan that sells itself laraer residen 
and institutions 


Mucray Ventilating Fans 
EVERY Murray FAN 
1S A COMPLETE 
VENTILATING SYSTEM 


OOMING/ 


Upright horizonto ischarae (as 


—— MURRAY 
AN 


| WNDOW 
ff < 
i ic 


FAN 
and 24 for homes and apartments 
~ . finish, grille 


Off-white and 
whisper quiet’’ up to 5020 CFM 


H.C. BIGLIN COMPANY, INCORPORATED 
177 HARRIS STREET, N.\W. ATLANTA, GEORGIA 


For information, write to 








AUTOMATIC 
SHUTTER 

WITH ALL THE 
FEATURES 











FRONT VIEW—CLOSED 


IT TAKES THE LOAD OFF THE FAN! 


Aluminum louvers open fully, permitting capacity fan 
operation. New heavy reinforcement strip adds strength and 
long life to the louvers, assures quiet operation and perfect 
counterbalance, prevents rattling. Deep shrouds protect shutter 
from high winds. Tie-rod, brackets and bearings inside frame 
not exposed to weather. Special finish resists corrosion. Many 
other features 


WRITE FOR NEW AIR-FLO CATALOG 44-8 


Illustrations and details of the complete Air-Flo line 


Air Conpitioninc Propucts Co. 


2340 W. LAFAYETTE BLVD. + DETROIT 16, MICH. 














AND COOLSPOT FANS 


in your inventory 


ARE LIKE MONEY 
IN THE BANK! 


With production of electrical appliances cut 55% below 
pre-Korean War levels as of April 1... and a ot summer 
coming up, Signal and Coolspot Fans will be more than 
ever in demand as the ultimate in attractive, functional 
design and quality workmanship! Prepare now to cash 
in on increased consumer demand with this complete 
line of portable and vent fans! Look! It’s new! 5 Year 
Guarantee on all desk, pedestal, floor and window fans 


made by Signal Electric Mfg. Co.! 


fans 1 Year Guarantee! 


MODEL 562 10” single-speed oscil- 
lator fon operates on 60 cycle, 
delivers 700 C.F.M. This streamlined, 
handy-size model is finished in at- 
tractive blue-gray enamel 


V-700 SERIES Completely assem- 
bled units ready for trouble-free 
installation! Just bolt unit into wall 
opening from the inside and the job's 
done! in 16”, 12”, 10” and 8” models, 
this fan delivers from 500 to 1600 
C.F.M. depending on size. 60 cycle, 
single-speed motor. Assembled with 
gravity-type hooded shutters; alumi- 
num, felt-edged vanes are replace- 
able. Finished in durable hammered 
gray enamel; light weight permits use 
in thin wall construction 


Vent and exhaust 


MODEL 1649 60 cycle, 3-speed 16” 
oscillator fan; quietly delivers 1250 
C.F.M. Opalescent Windsor green 
finish and brightly polished guord 
for quick soles-appeal. Also avail- 
able in 12” (Model 1249) and 10” 
(Model 1049) 


MODEL WR-202 Sensational devel- 
opment in window fans, this new 20” 
model! is designed to deliver maximum 
air flow at low noise level. 50-60 
cycle 2-speed capacitor motor is 
instantly reversible, non-radio inter- 
fering. Side panels telescope to fit 
any size window; fan delivers 3800 
C.F.M. in exhaust position, slightly 
less on intake. Beoutiful ivory baked 
enamel finish 


Signal and Coolspot Fans are manufactured by 


SIGNAL ELECT 





Michi 
5 


Desk Fans @ Pedestol Fans @ Window Fans @ Exhaust Fans @ Floor Fons 


Shutter Attoched Vent Fans 
Grinders 


@ Kitchen Vent Fans @ Electric Drills 
@ Fractionol Horsepower Motors 
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NOW...take the GAMBLE out of the FAN business with the... 


Ce PRINS ON LGN OD LD LLL ONION LL Oe OD 43 
> ‘ 


¢ Handybreeze Stock Insurance Certificate 
: vee Fake ate, 1952 
Zs This is to Cartefy thal 

val 


is immered under the HANDYBREETE Ceufad | mamas 3 

@ vemadt of the purchase of $. £Q00.°° of HANDYB hS 

28 as covered by the order reference shown below 

Tile Stock Dnsunmnes Plan Contficase may be cunt an chaurp ee . . 
onpua No_ AYO * ae = 


DATE Fade. ae, (aS2 


‘<s 
4,5 
mm = - . 
AAP PPP PP 


wate 

* 2 ee @ 
arate 
eaten * seca 


STANDARD MODELS PLUS SALES...PLUS PROFITS 


popular priced. AND INSURANCE AGAINST FAN 


Oscallation 4462 
List $21.95 


10 List STOCK INVENTORY CARRY-OVER 


4428- 
95 ACLUL 


. when you buy your Handybreeze 


1952 fan requirements ... NOW! 
ALL-PURPOSE MODELS 


ans in one. Wall ‘ 
le use The fan business is good business 


able u plu 
sstable. On-o \ . 

grt ow ge business... when many Electric Housewares 

are slow. But sometumes there's a gamble 

AC-UIL on weather onsumer demand yet 


” 
HANDYBREEZE “‘SAF-T-GUARD"’ FAN advance purchases 
Built for absolute safety. Fine mesh sortments are essentia 
guard protects children, pets, YOU! 
Beautifully designed. Two-toned arse MODELS Stock Handybreeze fans now! 
finish. Oscillation and tilt. 2-speed ‘5 sealers oH ’ They relow-priced, smart. dey 
switch. = 3372—12". AC-UL. LIST a en 
; guaranteed. Here ar 
tures your Customers 
high quality Hn ith Su nor perform 


yet poy ularly priced t produce volume sales 


and distributors and dealers can cash 
with conh lence on the coming tan season 
protect profits working capital, take the 
An amazing, dual-purpose “exhaust and worry out of weather and avoid 
intake” fan. Beautifully designed f ' 
Built of transparent, unbreakable overs with the new Handybreeze Certified 
Plexiglas. Fits most windows. Portable Fan Stock Insurance Plan 
use in any room. On-off switch 


costly carry 


N, 12, fits windows 28 
wide, List $44.75 4440.N 


one a SEE YOUR DISTRIBUTOR or SEND FOR DETAILS 
- ee 
ses stat : oe 


+ 


CHICAGO ELECTRIC MFG. CO., DEPT. S-2 
6333 W. 65th St., Chicago 38, Illinois 


Piease rush me, without obligation, complete details regarding 
your new Certified Stock Insurance Plan on Handybreeze fans 


ADDRESS «2 0s cvcccvcscccecsscvvsccceee 


CHICAGO ELECTRIC MANUFACTURING CO., CHICAGO 38, ILL CITY. 2 ZONE... STATE 
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Now.you can SPONGE UP 
year round Profits ems 


DEHUMIDIFIER 


WHAT IS IT? The Westinghouse Dehumidifier is a 
small, inexpensive appliance that’s portable, plugs in 
anywhere to suck the moisture right out of the air... 
up to 3 gallons of water every 24 hours. 


WHERE YOU SELL [T—Wherever (in home or 
business) floors are wet, where walls are damp or 
where air has that unhealthy musty smell... YOU 
HAVE A PROSPECT. 





sae eee aera eee 
‘eve eee eve’ 























WHAT WILL IT DO? 


¢ Sends damp rot down the drain 

* Stops needless repairs and replacements 

* Controls moisture for only a few cents a day 
¢ Easily pays for itself 


HERE’S HOW WESTINGHOUSE HELPS YOU SELL 


To help you sell the Westinghouse Dehumidifier, your 
distributor has a complete Selling Kit, 2DH-8701, 
which contains the following: 
* Four-color Floor, or Window Display 
* Specification Sheets * Selling Folders Over-all Dimensions—24 Ya"x1 476"x19 70" 
* Tell-All-Tags * Plan of Action 


Stack This Profitable Appliance . . . Get Your Selling Kit... 
Check Your Distributor For All Details 


. of course, it's electric! 


Sce this new profit appliance at your distributor's preview during 
the week of March 3. 


WESTINGHOUSE ELECTRIC CORPORATION 
Electric Appliance Division . . . Springfield 2, Mass. 


2QENnSlOl, 


Setineeiiee «6+ Disbwather + Weve-Awey + Teower + Woter Heater + feed Crafter «+ Menge + Clectric Griddle + Cleaner « Leundremet + Heme Freener 
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DESIGN LEADERSHIP 
IN THESE FEATURES: 


av Quick-make, quick-break contact mechanism 
J/ Single or double pole construction 

Vv Double break contacts of fine silver 

¥y Modern styling 


of Straight-through wiring with convenient 


terminals—generous wire space 


/ Dependable melting alloy type 
overload protection —trip-tree 


of Definite trip indication 


f/f Interchangeable overload relay units 
accessible from the front 
right: 
Class 2510 v Open type starter can be used with 


Basic Starter Mechanism standard switch box and flushplate 


a? RATINGS 
° Double pole 
LHP 115 
re ! 230 volts 
’ Ac. or DL 
fd Single pole 
= pHP., 15 
a } 
4 £ 230 wolts A c 


. and % WP. 
General purpose Water -tight and Water-tignt an¢ dust-tight Explosion resisting Flush mounting Basic starter 115-230 
enclosure — with of dust-tight with pilot Aight enclosure. For hazard mechamsm can be used with volts D.C 
without pilot light enclosure ous locations ~ Class | standard switchbor and flush 
Group D and Class I plate — oF with flush plate only 
Groups E FandG for machine tool cavity mounting 


Write for Bulletin 2510A. Address Square D Company, 4041 N. Richards 5t., Milwaukee 12, Wisconsin 
ASK your ELECTRICAL pIsTRIBUTOR FOR SQUARE D propvucts 


SQUARE Dd COMPANY CANADA LTD., TORONTO » SQUARE D de MEXICO, S- A> MEAICS 





Here’s all you do... 


oO Unscrew cap and let blown fuse-link 
pieces drop out. 


Insert new fuse link. It aligns itself auto- 
matically. 


Fh 9 
zy cS Replace cap. 
We 


It’s that simple to renew these G-E ferrule- 
type fuses. No need to juggle small parts, no 
fussing with alignment, no time wasted. Just 
1-2-3 and the fuse is bz.ck on the job. 

With the knife-blade type, you simply slip 
a new link under the clamping screws and 
tighten. Then replace the knife-blade and 


" screw on the cap. 
casing 


SIMPLE | 
3-PIECE 


screw cap 


=\ Renewable 
TIME-DELAY FUSES 


CUT DOWNTIME THIS EASY WAY 


Plan now to reduce the downtime that’s caused 
by unnecessary fuse renewals. G-E time-delay 
fuses let harmless momentary overloads pass, 
blow fast to cut off shorts or dangerous overloads. 
.So, for full-time operation—with no unneces 
sary fuse replacements—get the fuse that’s de 
signed to cut downtime. Get G-E renewable time / 
delay fuses. 


Wide sections of G-E fuse links dissipate For complete data, address Section D2-224, 
heat of harmless, momentary overloads 
— give measured time-delay. Narrow 
sections blow fast to cut off dangerous Company, Bridgeport 2, Conn. 
surges. 


Construction Materials Division, General Electric 


You CH7 pe i d con fede RCE UM — 
GENERAL GB ELECTRIC 
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